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SEMINAR  OVERVIEW 


As  a  network  IS  professional,  your  end-users  are 
continuously  finding  new  ways  to  leverage  your  network 
for  business  advantage.  The  resultant  traffic  load  is 
rapidly  pushing  LAN  and  WAN  backbones  to  the  breaking 
point.  At  the  same  time  you  are  struggling  to  support  the 
high  QoS  demanded  by  new  applications  such  as  web 
browsing,  desktop  conferencing  and  collaborative 
groupware. 
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TECHNICAL  SEMINARS 


ATM  was  designed  to  meet  the  specific  networking 
challenges  of  more  bandwidth  and  differentiated  quality. 

It  provides  a  flexible  infrastructure  for  building  your  LAN 
and  WAN  backbone.  ATM  also  boasts  one  of  the  most 
complete  sets  of  standards  with  a  full  complement  of 
specifications  for  interoperating  with  legacy  networks. 
And,  it’s  here  today. 

ATM  Integration:  Discovering  How  ATM  Fits  In  Your 
Network  is  designed  to  help  you  discover  ATM’s  fit  into 
your  local  and  wide  area  network  architecture.  ATM 
Integration  explores  the  capabilities  and  benefits  of  ATM 
and  carefully  examines  its  interoperability  with  multiple 
current  environments  including  ethernet,  token  ring,  FDDI 
frame  relay,  voice  and  IP. 

The  seminar  is  taught  by  leading  ATM  expert  Cathy 
Gadecki  of  TeleChoice,  Inc.  Cathy  is  co-author  of  the 
popular  ATM  For  Dummies ®  from  IDG  Books  Worldwide 
with  over  10,000  copies  sold  in  its  first  six  months.  You 
will  learn  more  about  ATM,  its  uses,  alternatives  and 
criteria  for  evaluating  ATM  vendors.  You  will  leave  the 
seminar  with  the  information  needed  to  help  you  decide 
whether  to  and  how  to  implement  ATM  in  your  own 
enterprise  network. 


t. 


THE  TOP  10  THINGS  YOU  WILL 
LEARN  AT  THIS  SEMINAR  .  .  . 


1.  Understand  how  ATM  can 
interoperate  with  various  existing 
networks,  including  ethernet, 
token  ring,  FDDI,  frame  relay, 
voice  and  IP. 

2.  Learn  how  other  users  have 
implemented  ATM,  and  how  they 
justified  the  change. 

3.  Obtain  a  list  of  questions  and 
checkpoints  for  evaluating  ATM 
vendors. 

4.  Find  out  how  you  can  use  ATM  as 
the  backbone  for  your  existing 
ethernet  and  token  ring  LANs  and 
increase  server  throughput. 

5.  Explore  how  you  can  use  ATM  in 
your  WAN  to  unplug  your  frame 
relay  bottlenecks  and  increase 
Internet  connection  speeds. 


6.  Uncover  the  facts  on  using  ATM 
to  carry  voice  traffic. 

7.  Investigate  practical  strategies 
for  transitioning  your  current 
network  to  a  LAN  or  WAN  ATM 
backbone. 

8.  Compare  and  contrast  ATM  to 
other  solutions  for  the  campus 
and  wide  area  networks. 

9.  Learn  three  ways  to  send  IP 
traffic  over  an  ATM  network. 

10.  Find  out  what  you  can  expect 
from  future  ATM  equipment  and 
services. 


Register  today  for  the  seminar  nea 

(800)643-4668 

www.nwfusion.com/seminars 
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S.  introduction 

In  the  fast  changing  networking  world  it’s  hard  to  keep 
up  with  which  technology  fits  where  and  why.  This 
section  talks  about  ATM  basics  —  its  advantages  and 
disadvantages  —  as  well  as  common  applications  of 
the  technology. 


•  Communication  Drivers 

•  Common  Applications 

•  ATM's  Advantages 

-  Scalability 

-  Multiple  Service 
Qualities 

-  Multiple  Networks 

-  Cost 


•  ATM's  Drawbacks 

-  Complexity 

-  Conversion 

-  Cost 

-  Competition 


2.  Getting  Past  ATM’s  Jargon 

ATM  has  a  lingo  all  of  its  own  that  sometimes  can 
sound  like  a  foreign  language.  In  this  section  you'll  get 
an  overview  of  how  ATM  technology  works  inside  the 
network  and  get  an  explanation  of  all  that  ATM 
techno-babble. 


•  Where  Does  the  Jargon 
Come  From? 

•  Layers  and  Layers  of 
Protocols 

•  Physical  Interfaces 

•  Adaptation  of  Traffic 

•  Cells 


•  Logical  Connections 

•  Service  Categories 

•  Traffic  Management 

•  Signaling 

•  Connecting  ATM 
Networks 


3.  ATM’s  Interoperability  — 
Adding  ATM  into  the 
Existing  Network 

ATM  vendors  have  put  forth  much  effort  on  defining 
standards  and  developing  capabilities  to  integrate  ATM 
into  your  existing  LAN  and  WAN.  The  result  is  that  ATM 
can  interoperate  with  many  existing  protocols  and 
support  many  different  network  configurations  and 
applications.  Learn  what  these  solutions  can  really 
deliver,  when  you  should  choose  one  over  another  and 
what  their  true  availability  and  maturity  are. 


•  Circuit  Emulation  for  the 
WAN 

•  Frame  Relay 
Interworking  for  the 
WAN 

•  RFC  1483  for  IP 

•  RFC  1577  for  IP 


•  LANE  for  Ethernet  and 
Token  Ring 

•  MPOAfor 
Multiprotocols 

•  RSVP  for  IP 

•  Video 


4.  ATM  in  the  Campus 

Users  have  implemented  ATM  in  many  different  parts 
of  their  local  and  campus  networks  using  a  variety  of 
different  configurations.  Find  out  where  you  might  use 
ATM  in  and  between  your  buildings,  what  other  alter¬ 
natives  you  have  and  how  you  can  get  from  here  to 
there.  You'll  learn  about  the  different  options  for 
evolving  your  network  and  configurations  to  integrate 
ATM  with  other  key  technologies,  including  ethernet, 
fast  and  gigabit  ethernet,  token  ring  and  FDDI. 


Where  Can  You 
Implement  ATM? 

-  High  Speed 
Desktops 

-  Congested  Data 
Backbone 

-  Congested  Server 
Connection 

-  Consolidated 
Enterprise  Network 


Comparing  ATM  and  the 
Alternatives 

-  Switched  Ethernet 

-  Fast  Ethernet 

-  Gigabit  Ethernet 

-  IP  Switching 
Migration  Strategies 

-  Workgroups 

-  Virtual  Workgroups 

-  LAN  Backbone 

-  Enterprise 
Backbone 


Case  Study  —  Network  managers  are  struggling  to 
scale  campus  backbones  to  keep  pace  with  the  rapidly 
growing  traffic  load.  This  case  study  explores  one 
company's  introduction  of  an  ATM  backbone  to  deliver 
higher  performance  to  end  users. 


5.  ATM  in  the  WAN 

The  WAN  has  been  the  traditional  bottleneck  in  the 
network.  ATM  can  open  up  the  bottleneck  for  sites 
requiring  T1  and  greater  bandwidths.  Find  out  where 
you  might  use  ATM  in  your  WAN,  what  other  options 
you  have  and  how  you  can  get  from  here  to  there. 


Check  out  leading  vendors  in  the 

ATM  Showcase 


•  Where  Can  You 
Implement  ATM? 

-  Congested  Data 
Backbone 

-  Bandwidth  Hungry 
Application 

-  Consolidated 
Enterprise 
Network 

•  Comparing  ATM  and 
the  Alternatives 

-  Private  Lines 

-  Frame  Relay 

-  Native  IP 

-  IP  Switching 

-  Native  LAN 


•  Private  Versus  Public 
Solutions 

•  Migration  Strategies 

-  Private  TDM  to 
Private  ATM 

-  Frame  Relay 
Service  to  ATM 
Service 

-  Private  ATM  to 
Public  ATM 


Case  Study  —  The  largest  WAN  users  are  finding 
that  their  T1  frame  relay  connections  are  no  longer 
sufficient  at  their  backbone  sites.  This  case  study 
explores  the  transition  from  frame  relay  service  to 
NxTI  and  T3  ATM  service  at  core  backbone  locations 
to  support  higher  speed  LAN-to-LAN  connections. 


Attendance  Is  Limited  —  Register  Today! 


NAME  OF  ATTENDEE(S): 

(Please  photocopy  additional  forms  as  needed) 

COMPANY  INFORMATION 

Company  Name 

1.  NAME 

TITLE 

Address 

E-MAIL 

City 

2  NAME 

State 

ZIP 

TITLE 

Phone 

E-MAIL 

FAX 

Team  Discount  Savings 


Register  two  attendees  and  save  $50  off  each  registration. 
Register  three  or  more  attendees  and  save  $100  off 
each  registration! 


6.  ATM  and  Voice 

Although  ATM  was  fundamentally  designed  to  carry 
voice  traffic,  very  few  ATM  implementations  currently 
transport  voice.  This  section  explores  the  available 
solutions  to  move  voice  over  ATM  as  well  as  the 
current  challenges  and  limitations. 

•  Circuit  Emulation  •  Comparing  ATM  and 

»  Packetized  Voice  the  Alternatives 

•  Architecture  -  Voice  on  Frame 

Considerations  Relay 

-  Interoperability  to  -  Voice  on  IP 

the  PBX  and  PSTN 

-  Echo  Cancellation 

-  Signaled 
Connections 


1 998  ATM  Seminar  Dates  &  Locations 


□ 

2/11/98 

Boston,  MA 

Sheraton  Needham 

□ 

2/12/98 

New  York,  NY 

Hotel  Pennsylvania 

□ 

3/3/98 

Dallas,  TX 

Infomart 

□ 

3/4/98 

Chicago,  IL 

Rosemont  Convention  Ctr. 

□ 

3/17/98 

Washington,  DC 

Holiday  Inn  Rosslyn  Westpark 

□ 

3/19/98 

Atlanta,  GA 

Hyatt  Regency  Atlanta 

□ 

4/8/98 

Newport  Beach,  CA 

Sheraton  Newport  Beach 

□ 

4/9/98 

San  Francisco,  CA 

Hyatt  Regency,  San  Francisco 

Method  of  Payment 

(payment  is  due  prior  to  seminar  date) 


4  Easy  Ways  to  Register: 


Case  Study  — Transporting  voice  over  an  existing 
ATM  network  can  be  very  inexpensive  —  less  than  a 
penny  a  minute  in  incremental  costs.  This  case  study 
investigates  the  economics  of  carrying  private  voice 
over  an  ATM  infrastructure  as  opposed  to  a  public 
VPN  for  a  variety  of  network  configurations. 

7.  Evaluating  ATM  Equipment 
and  Service 

If  you're  ready  to  invest  in  ATM  you'll  want  to  know  the 
tough  questions  to  ask  potential  vendors.  This  section 
provides  considerations  and  insights  to  guide  your 
purchase  decision. 


COURSE  Fee  includes  seminar,  course 
materials,  luncheon  and  morning  and 
afternoon  refreshments. 

ATM  Integration 

Number  of  Registrants 

_  x  □  $450  or  □  $ _ 

(TEAM  DISCOUNT  PRICE) 

=  $ _ Total  Fee 

□  Check  Enclosed 

(Check  made  payable  to  Network  World,  Inc.) 


WEB 

Visit  our  web  site  at 

www.nwfusion.com/seminars 

PHONE 

Our  toll-free  registration  line  at 

800-643-4668 

508-820-7493 

(9:00  a.m.  -  5:30  p.m.  EST) 


□  Invoice  my  company 

(Copy  of  signed  purchase  order  must  be 

enclosed  or  faxed) 


4^-T,  FAX 

this  form  to  508-820-1283 


ATM  Equipment 

-  Architecture 

-  Features 

-  Performance 

-  Availability 

-  Interoperability 

-  Network 
Management 

-  Overall  Costs 


•  ATM  Services 

-  Packaging  and 
Features 

-  Performance 

-  Availability 

-  Interworking  and 
Interoperability 

-  Network 
Management 

-  Pricing 


Register  and  You  Will  Receive 


■  Comprehensive  Seminar  Workbook 


□  Bill  my  credit  card 

□  MasterCard  QVISA  □  AMEX 

Account  Number _ 

Expiration  Date _ 

Name  on  Card _ 


MAIL 

this  form  to 

Network  World 

Professional  Development  Group 
161  Worcester  Road 
P.0.  Box  9172 

Framingham,  MA  01701-9172 


Signature 


□  I  am  unable  to  attend.  Please  send  me  the  complete  attendee  materials  kit  for  the  ATM 
Seminar  for  just  $99  plus  $6.95  for  shipping  and  handling. 


About  the  Seminar  Presenter  . . . 


■  Complimentary  copy  of  best¬ 
selling  ATM  for  Dummied, 
co-authored  by  seminar 
presenter  Cathy  Gadecki 

■  Exclusive  Network  World 
ATM  Resource  CD-ROM 

■  Luncheon  and  break 
refreshments 

■  Opportunity  to  visit  leading  ATM  vendors 

■  All  of  the  above  included  in  your  $450 
registration  fee 

(save  with  our  new  team  discounts  for  two  or 
more  attendees!) 

Note:  If  you  can't  attend,  call  us  and  order  this 

informative  and  useful  attendee  materials  kit  for 

just  $99.00! 


Cathy  Gadecki  is  a  recognized  expert  in  both  the  broadband  and  inter¬ 
net  services  arenas.  As  a  Senior  Broadband  Consultant  with 
TeleChoice,  Inc.,  one  of  the  world's  foremost  authorities  on  telecommu¬ 
nications  issues,  she  works  with  end  users,  equipment  vendors  and 
service  providers  on  ATM  implementations. 

Cathy  has  participated  in  the  hectic,  challenging  and  unpredictable 
development  of  ATM  technology  and  services  for  seven  years.  Prior  to 
joining  TeleChoice,  Cathy  held  positions  in  product  management  and 
strategic  planning  at  a  large  IXC.  This  experience  included  three  years 
working  closely  with  end  users  as  they  evaluated  and  implemented 
ATM  networks. 

Cathy  recently  co-authored  ATM  for  Dummied  with  Christine  Heckart, 
a  useful  and  easy-to-understand  guide  for  ATM  LANs  and  WANs.  Over 
10,000  readers  have  found  ATM  for  Dummies?  to  be  a  practical  guide  in 
ATM  networking,  giving  guidance  on  where  to  start,  what  to  worry 
about  and  how  to  succeed.  Cathy  is  frequently  quoted  in  local  and 
national  publications,  has  published  several  articles  on  ATM  and  has 
been  a  speaker  at  ATM  events  worldwide. 
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3Com  switches 
will  run  cheap 


Motorola’s 

•Iridium 
satellites  rocket 
toward  the  heavens. 

%  TSG&  f  \ 

A  fj/ack  of  providers  is  wagering  upwards 
of  $50  billion  on  emerging  voice  and  data 
satellite  services,  but  who’s  buying? 

OANDENBERG  AIR  FORCE  BASE,  CALIF. 

It’s  a  chilly  dusk  in  November  at  Vanden- 
berg  Air  Force  Base,  the  last  remnants  of  a 
pectacular  sunset  slowly  fading  from  orange  to 
night.  Suddenly,  a  blaring  horn  breaks  the  picturesque 
silence,  warning  base  personnel  of  the  launch  of  a  Delta  II 
rocket  five  miles  away.  A  crowd  milling  about  breaks  into 
anticipative  chatter. 

On  this  night,  a  white  Boeing  Co.  Delta  rocket  will  ferry 
five  Motorola,  Inc.  Iridium  satellites  into  a  low-earth  orbit 
(LEO),  joining  34  others  at  the  core  of  a  space-based 
telecommunications  infrastructure  that  promises  to  bring 
new  voice  and  data  services  to  users  worldwide. 

See  page  39 


By  Tim  Greene  and  Jim  Duffy 

Washington,  D.  C. 

3Com  Corp.  will  use  the 
ComNet  ’98  show  here  next  week 
to  wheel  out  high-speed 
hubs  and  switches  that 
offer  some  of  the 
industry’s  lowest  prices 
per  port. 

3Com  will  not  have  the  lead  for 
long  on  the  hub  side,  though.  Bay 
Networks,  Inc.  soon  will  an¬ 
nounce  new  products  with  bar¬ 
gain  basement  prices  (see  story, 
page  56) . 

At  ComNet,  3Com  is  expected 
to  announce  a  higher  density  ver¬ 
sion  of  the  company’s  Gigabit 
Ethernet  switch,  the  SuperStack 
II  Switch  9000  SX.  The  new  prod¬ 
uct,  called  the  SuperStack  II 
Switch  9300,  has  12  ports  vs.  the 
9000’s  eight. 

The  9300  is  a  wiring  closet 
device  designed  to  aggregate  traf¬ 
fic  from  existing  Fast  Ethernet  and 
Ethernet  workgroups  and  server 
farms  equipped  with  Gigabit 
Ethernet  uplinks.  In  a  typical  net¬ 
work  configuration,  the  9300 
would  be  used  to  connect  these 


COMNET 


workgroups  to  a  3Com  Core- 
Builder  9000  Layer  3  Gigabit  Ether¬ 
net  switch  in  a  center. 

The  9300  is  part  of  a  product 
rollout  that  will  see 
3Com  drop  the  price 
of  a  Gigabit  Ethernet 
port  to  $1,249  —  half 
the  port  price  of  the 
SuperStack  II  Switch  9000.  Prices 
for  10/100  autosensing  ports  will 
drop  to  $175  per  port,  just  slight¬ 
ly  above  Cisco  Systems,  Inc.’s  $167 
per-port  pricing  for  the  recently 
an-nounced  24-port  2924  XL 
switch  (ATE Jan.  12,  page  14). 

The  pricing  is  “pretty  amazing,” 
See  3Com,  page  56 


Acquisition  Action 

. Page  8 

©  Cabletron  snatches  switching 
router  vendor  YAG0  Systems. 

•  Bay  Networks  makes  secure 
remote  access 
start-up  New 
Oak  its  newest 
purchase. 

@  Inside  New 
Oak:  Howto 
make  $156 
million  in  17 
months. 


New  Oak  fou  nder 
Tom  Pincince 


AT&T  seeks  partners 


A0L  to  go  corporate  with  VPN  service 


By  Denise  Pappalardo 

Vienna,  Va. 

America  Online,  Inc.  is  prepar¬ 
ing  for  a  major  push  into  the  busi¬ 
ness  market  next  month  when 
it  will  introduce  a  secure  virtual 
private  network  (VPN)  service. 
But  the  online  service  provider 


may  find  its  potential  business  cus¬ 
tomers  are  still  haunted  by  hor¬ 
ror  stories  of  AOL’s  network  trou¬ 
bles  of  a  year  ago. 

To  reassure  edgy  customers, 
AOL  is  striking  deals  with  secu¬ 
rity  and  software  vendors  whose 
technology  should  help  make 


sure  the  VPN  service  is  up  to  snuff. 
The  new  service  will  share  the 
name  AOL  Enterprise  with 
the  company’s  current  busi¬ 
ness  service. 

Today,  AOL  Enterprise  essen¬ 
tially  is  a  privatized  form  of  AOL’s 
popular  consumer  online  ser¬ 
vice.  But  the  VPN  service  will  let 
See  AOL,  page  55 


MORE  OIXILIIME: 

O  A  look  at  VPN  offerings 
from  other  companies 
O  A  VPN  audio  primer 
O  An  overview  of  AOL’s 


network  problems  ■ 
a  year  ago  5  4  2  1 
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By  David  Rohde 

Washington,  D.  C. 

The  “not  invented  here”  syn¬ 
drome  is  dead  at  AT&T. 

Fresh  with  marching  orders 
from  new  Chairman  and  CEO  C. 
Michael  Armstrong,  AT&T  exec¬ 
utives  are  racing  to  line  up  a 

Novell  preps 
BorderManager 
for  a  face  lift 

By  Christine  Burns 

San  Jose,  Calif. 

Novell,  Inc.  is  readying  a  new 
version  of  its  BorderManager 
Internet  access  suite  that  is  more 
versatile  and  easier  to  administer. 

BorderManager,  which  consists 
of  caching,  virtual  private  network 
(VPN)  and  firewall  software,  has 
been  Novell’s  fastest-growing 
product  line  since  it  began  ship 
ping  last  fall.  Customers  can 
expect  to  see  the  new  version 
ship  before  NetWare  5.0  does  this 
See  N ovell,  page  56  I 


smorgasbord  of  new  partner¬ 
ships  to  deliver  everything  from 
managed  WAN  services  to  resi¬ 
dential  cable  telephony. 

The  first  of  these  may  be 
unveiled  as  soon  as  next  week  at 
ComNet  ’98  or  when  Armstrong 
meets  with  analysts  in  New  York. 

“They’re  aggressively  talking  to 
companies  like  Sun,  Digital,  IBM, 
and  Microsoft  about  deals,”  said 
See  AT  &T,  page  55 

BRING  ON  THE  COMPETITION 

According  to  a  survey  of  50 
Network  World  readers  conducted 
last  week,  the  federal  government 
should  let  regional  Bell  operating 
companies  into  the  long-distance 
market  now  to  take  on 
AT&T  and  others.  Make  RBOCs 

wait  20% 


Let  RBOCs  in 

S0% 


Wmik 


For  the  rest  of  the  survey  findings, 

see  page  10. 


Dow  Chemical  had  ten  e-mail  systems. 


Today  they  have  one.  36,000  people 
in  56  countries  communicating  around 
one  worldwide  watercooler.  Digital  and 
Dow  did  the  whole  migration,  and  we  had 

the  first  25,000  users  up  in  four  months, 
running  Microsoft®  Exchange  Server  under 
Windows  NT.®  Fact  is,  Digital  has  well  over 


a  million  Microsoft  Exchange  seats  under 
contract,  far  more  than  our  nearest  competitor. 
For  details,  find  us  at  www.digital.com/chemistiy. 
Or  call  1-800-DIGITAL.  And  get  ready  to  win 
in  a  networked  world. 


Microsoft 
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ALLIANCE 

FOR  ENTERPRISE  COMPUTING 


cSP  Seagate  software 
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can’t  i  be  warned 
about  server  problems 

before  it’s  ^ 

too  late . 
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Seagate  Manage  Exec™  monitors  thousands  of  Windows  NT  and  NetWare  events,  alerting  you  before  systems  reach  an  unac¬ 


ceptable  state.  Alerting  options  include  the  Internet,  Intranet,  console,  pager,  SNMP,  and  third-party  platforms. 


gr  sat,  an  alert. 


hat  do  i  do  abou  :  it?  what  does  it  ITiea  Tl? 


Use  Manage  Exec  to  drill 


down  on  events  for  intelligent  diagnosis  information,  statistical  charting,  and  trend-line  analysis.  Even  link  to  references  in 


Microsoft  TechNet  notes,  Nov  ell  NSE  Pro,  and  applicable  web  sites. 


hOW  Can  i  manage  my  servers  in 


Singapore,  boston,  and  Chicago?  from  L.A.?? 


Via  a  state-of- 


the-art  web  console,  you  can  manage  your  network  worldwide  from  one  central  location.  Managing,  Monitoring.  Assuring 
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constant  peace-of-mind.  That’s  what  Seagate  Software’s  new  era  of  information  availability,  access,  and  analysis  is  all  about. 
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access 


manage 


For  a  free  evaluation,  1-800-729-7894  ext.  82113  or  www.seagatesoftware.com 


Seagate 

Mana^e^ 


1998  Seagate  Software.  Inc.  Seagate  Software  and  the  Seagate  logo  are  trademarks  of  Seagate  Technology.  Outside  of  the  US  and  Canada  call  1-407-531-7501 
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The  Software  Minute 

Extending  your  enterprise  in  a  connected  world. 


‘IBM  Net.Commerce  offers  the  most  bang  for  the  electronic  buck’,’  according  to  Network 
Computing  magazine.  It  includes  everything  you  need  to  do  business  on  the  Web.  From  setup 
to  integration  with  existing  systems  to  secure  payment  transactions  to  administration  and 
business  tracking,  it’s  all  here.  The  low-cost  Net.Commerce  START  package  is  designed  for 
quick  implementation  and  easy  entry  into  e-business,  ww w. internet . ibm. com/commercepoint 

Next-generation  messaging  across  the  Web.  Just  released,  MQSeries®  version  5  includes  an  Internet 
gateway  for  more  secure  e-commerce  across  the  Web.  Other  advances:  faster  performance, 
support  for  Java“  clients,  closer  coordination  with  database  transactions  and  updates.  Bottom  line: 
faster  deployment  and  operation  of  integrated  IT  solutions,  www.software.ibm.com/mqseries 


e-business 


Are  you 
ready  for 
e-business? 

e-business  is  what 
happens  when 
you  connect  critical 
business  systems 
directly  to 
critical  business 
constituencies  - 
customers,  employees 
and  suppliers  -  over 
the  Web.  To  see 
how  it  works,  visit 
www.ibm.com/ 
e-business. 


Volume  1,  Issue  1 


Universal  log-in  is  simpler  for  everybody.  IBM  Global  Sign-On  gives  enterprise  users  one  entry 
point,  one  password,  for  all  network  resources  and  applications,  including  custom  applications. 
Global  Sign-On  uses  IBM  Directory  and  Security  Server  for  secure  authentication  and  storage  of 
user  information.  The  server  runs  on  AK®  Surf  Solaris™  and  Windows®  NT®  and  supports  OS/2® 
Windows  NT  and  Windows  95  clients,  www.software.ibm.com/gso 


Web-enable  your  Windows  NT  databasl  in  about  an  hour.  With  Net. Data,  you  can  quickly 
develop  sophisticated  Web  applications  based  on  information  in  your  databases.  Net.Data 
combines  the  simphcity  of  HTML  with  dynamic  SQL,  helping  you  transform  your  business  into 
an  e-business,  www.software.ibm.com/data/net.data 


Browser-based  access  to  host-based  data  and  functions.  IlfVl  eNetwork™  Host  On-Demand  is 
a  fast,  easy-to-use,  Java-based  solution  that  puts  enterprise  resources  just  one  chck  away  from 
users  anywhere.  It  can  be  loaded  on  any  standard  Web  server  to  complement  IBM  eNetwork 
Communications  Servers  and  Novell®  Netware®  for  SAA®.  www.software.ibm.com/ondemand 


Solutions  for  a  small  planet' 


The  IBM  home  page  is  located  at  www.ibm.com.  All  IBM  product  and  service  names  are  trademarks  or  service  marks  of  International  Business  Machines  Corporation  in  the  United  States  and/or  other  countries.  Windows 
and  Windows  NT  are  registered  trademarks  of  Microsoft  Corporation.  Java,  Sun  and  Solaris  are  trademarks  of  Sun  Microsystems.  Inc.  Novell  and  Netware  are  registered  trademarks  of  Novell,  Inc.  ©1998  IBM  Corporation. 


18%  of  companies  expect  to  have  e-commerce  applications  with  electronic  payment  running  by  the 
end  of  the  first  quarter,  1998,  according  to  an  October  1997  IBM  survey  of  19.000  companies. 
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News  briefs,  January  19, 1998 


Instant  messaging  suddenly  hot 


FORE  looking  to  buy  Sonoma? 

■  FORE  Systems,  Inc.  may  be  looking  to  buy  ATM  access  equip¬ 
ment  maker  Sonoma  Systems,  Inc.  Experts  last  week  said  FORE  is 
seeking  a  solid  ATM  concentration  device,  and  Sonoma’s  Access 
line  of  central  office  ATM  products  would  fit  the  bill.  Dataquest,  a 
consultancy  in  San  Jose,  Calif.,  said  the  acquisition  would  help 
FORE  quickly  enter  the  ATM  access  market,  which  is  expected  to 
be  worth  $  1 .28  billion  by  2001 . 

FCC:  Don’t  bury  us  in  e-mail! 

■  The  Federal  Communications  Commission 
is  trying  to  squelch  a  rumor  flying  around  the 
Internet  that  the  agency  has  reopened  an 
e-mail  comment  box  on  a  proposal  to  impose 
per-minute  access  fees  on  Internet  service 
providers. 

Last  year,  the  FCC  was  buried  with  nearly 
400,000  oppositions  to  the  proposal  (NW,  March  17,  1997, 
page  8).  Now  the  rumormongers  are  misinterpreting  a  rou¬ 
tine  request  for  comments  made  in  preparation  for  a  report 
due  to  Congress  on  the  legal  status  of  Internet  services,  the  FCC 
said.  The  FCC  has  released  a  fact  sheet  describing  what  is 
happening  at  www.fcc.gov/Bureaus/Common — Carrier/Fact- 
sheets/ispfact.html. 

Easing  electronic  commerce 

■  IBM,  along  with  30  other  vendors,  last  week  released  a  draft  of 
an  electronic  commerce  specification  for  online  storefronts.  The 
specification,  called  the  Open  Trading  Protocol  (OTP),  is  de¬ 
signed  to  let  different  vendors’  electronic  data  interchange  and 
payments  software  interoperate. 

According  to  IBM,  OTP  is  similar  to  the  existing  Open  Buying 
on  the  Internet  (OBI)  specification.  However,  OBI  is  aimed  at 
business-to-business  commerce,  while  OTP  is  focused  on  retail 
and  the  consumer.  OTP  supporters  include  Hewlett-Packard  Co., 
Sun  Microsystems,  Inc.,  MasterCard  International,  Inc.,  Open 
Market,  Inc.  and  Mondex  International,  Inc.  The  OTP  draft  speci¬ 
fication  is  posted  for  comment  atwww.otp.org. 

Compaq’s  Pieper  bows  out 

■  Compaq  Computer  Corp.  last  week  an¬ 
nounced  that  Roel  Pieper,  former  CEO  of 
Tandem  Computers,  will  be  leaving  his  posi¬ 
tion  as  Compaq’s  head  of  worldwide  sales  and 
marketing.  Pieper  joined  Compaq’s  senior 
management  team  last  year  after  Compaq 
bought  Tandem.  His  replacement  will  be 
Michael  Heil,  former  senior  vice  president 
and  general  manager  of  Compaq’s  consumer 
products  group. 

Citrix  gains  new  allies 

■  Citrix  Systems,  Inc.  last  week  announced  licensing  agree¬ 
ments  under  which  IBM  and  Acorn  PLC  will  embed  Citrix’s 
Independent  Computing  Architecture  (ICA)  protocol  in  their 
network  computers  (NC).  The  ICA  protocol  gives  client  devices 
access  to  applications  running  on  multiuser  versions  of  Win¬ 
dows  NT.  IBM  will  use  ICA  technology  in  its  existing  and  future 
NCs,  including  NetStation.  Acorn  will  add  ICA  to  its  Internet 
appliances. 

Netscape  refutes  layoff  count 

■  Following  Netscape  Communication  Corp.’s  Jan.  5  preliminary 
analysis  of  fourth-quarter  earnings,  numerous  press  outlets  last 
week  indicated  that  15%  to  20%  of  Netscape’s  employees  would 
be  laid  off. 

Netscape  would  not  confirm  the  figures,  calling  them  specula¬ 
tive.  The  company  indicated  that  the  announcement  of  an  official 
layoff  total  would  coincide  with  the  company’s  release  of  fourth- 
quarter  1997  financials  after  the  close  of  the  stock  market  on 
Jan. 27. 


Roel  Pieper  is  leaving 
Compaq 


By  Paul  McNamara 

When  speedy  communica¬ 
tions  can  make  or  break  a  busi¬ 
ness  transaction,  “instant  mes¬ 
saging”  products  leave  e-mail 
and  the  telephone  gasping  for 
air,  boast  those  who  are  trying  to 
sell  corporate  America  on  this 
suddenly  hot  technology. 

But  don’tjump  on  this  band¬ 
wagon  too  fast,  counter  the 
naysayers.  Skeptics  say  instant 
messaging  products,  many  with 
roots  in  the  online  “chat”  world, 
are  inherently  handicapped  for 
mission-critical  business  use  and 
are  destined  to  remain  a  toy  for 
the  home. 

Among  the  most  recent  devel¬ 
opments  in  this  marketplace: 

•  Activerse,  Inc.,  of  Austin, 
Texas,  last  week  released  Version 
1.0  of  Ding,  which,  like  several 
competing  offerings,  includes 
peer-to-peer  messaging,  chat, 
file  transfer  capabilities  and 
online  status  monitoring.  Price: 
$695  for  a  25-user  package. 

•  Flash,  Inc.,  a  Boston-based 
start-up,  later  this  month  will 
take  the  wraps  off  a  client/server 
instant  messaging  product,  also 
called  Flash,  which  the  company 
claimed  was  developed  expressly 
for  enterprise  customers  and 
their  inviolable  firewalls.  Esti¬ 
mated  price:  $20,000  to  $30,000 
per  10,000  users,  with  tiered  pric¬ 
ing  for  smaller  businesses. 

•  America  Online,  Inc.’s 
entry,  Instant  Messenger,  has 
been  or  is  being  incorporated 
into  products  and  services 
from  Netscape  Communica¬ 
tions  Corp.,  Lotus  Development 
Corp.,  and  the  Eudora  division 
of  Qualcomm,  Inc.  Smaller  play¬ 
ers  and  products  jockeying  for 
market  position  include  Drop- 
Chute-l-  from  Hilgraeve,  Inc.,  of 
Monroe,  Mich.,  and  ICQ  from 
Israeli-based  start-up  Mirabilis. 


While  the  instant  messaging 
products  differ  in  features,  most 
rely  on  direct  peer-to-peer  TCP/ 
IP  connections  between  parties 
who  are  online  simultaneously, 
rather  than  the  store-and-for- 
ward  mechanism  of  client/ 
server  e-mail.  Messages  appear  as 
pop-up  windows  in  the  corner  of 
a  user’s  screen. 

“Ultimately,  enterprise  in¬ 
stant  messaging  will  be  like  the 
telephone,”  said  Francis  de 


Souza,  CEO  of  Flash.  “People 
will  use  it  for  a  whole  slew  of  dif¬ 
ferent  applications.” 

Flash  touts  its  client/server 
product,  which  runs  on  Micro¬ 
soft  Corp.’s  Windows  NT  and  95, 
as  “turbo  e-mail.”  The  company 
plans  to  target  time-sensitive 
industries  such  as  financial 
services. 

“The  speed  of  business  gets 
faster  and  faster  every  day,  and 
your  ability  to  communicate 
quickly  is  becoming  more  and 
more  the  competitive  currency 
in  more  and  more  industries,” 
de  Souza  said.  “Not  only  are 
people  viewing  this  as  a  key 
part  of  their  customer  interac¬ 
tions,  but  a  lot  are  viewing  it 
as  a  key  part  of  their  supplier 


interactions  and  their  internal 
communications.” 

One  early  user  of  the  Acti¬ 
verse  entry  believed  instant  mes¬ 
saging  will  play  an  importantrole 
for  companies  in  the  future,  par¬ 
ticularly  those  that  have  dis¬ 
persed  work  forces. 

“We’re  kind  of  a  virtual 
company  and  have  consultants 
spread  out  all  over  the  map, 
working  out  of  their  houses 
and  some  working  on  client 
sites,”  said  J.R.  Jesson, 
CEO  of  Digital  Pilot,  Inc., 
an  applications  provider 
and  Ding  beta  tester.  ‘  ‘We 
had  a  need  to  find  some 
unobtrusive  way  of  allow¬ 
ing  folks  to  connect  to 
each  other,  and  Ding  fits 
that  role  very  well  for  us.” 

The  appeal,  he  added, 
is  as  a  complement  to 
regular  e-mail.  Ding  also 
holds  the  potential  for 
being  built  into  various 
business  applications, 
he  said. 

“It’s  a  different  chan¬ 
nel  than  e-mail,  which 
makes  it  almost  instantly  valuable 
to  me  because  I  get  80  e-mails  per 
day,”  Jesson  said.  “So  if  I  want  to 
communicate  with  a  select  group 
of  people  or  the  audience  of  fel¬ 
low  employees  in  my  company, 
this  gives  me  a  self-selecting 
mechanism.” 

Despite  such  testimonials, 
there  are  those  who  believe 
the  instant  messaging  trend  is 
grounded  more  in  marketing 
hype  than  customer  need.  Skep¬ 
tics  cite  a  lack  of  interoperability 
standards  and  the  need  for 
installing  proprietary  software 
on  participating  desktops  as 
drawbacks. 

“We  have  heard  no  business 
reason  for  doing  instant  messag¬ 
ing  that  e-mail  doesn’t  cover,” 
said  Paul  Hoffman,  director  of 
the  Internet  Mail  Consortium,  a 
trade  organization  based  in 
Santa  Cruz,  Calif.  “Even  among 
our  members  who  do  the  instant 
messaging,  none  of  them  have 
indicated  that  it’s  mission-critical 
or  even  that  important.” 

How  instant  messaging  will 
play  out  remains  to  be  seen. 

“Having  the  option  of  instan¬ 
taneous  or  real-time  collabora¬ 
tion  is  a  plus,”  said  Mark  Levitt, 
an  analyst  with  International 
Data  Corp.,  in  Framingham, 
Mass.  “It’s  not  something  that  is 
going  to  supplant  the  entire  mes¬ 
saging  and  groupware  infrastruc¬ 
ture  that’s  already  in  place.  ■ 


For  the  answer  to 
this  week’s  question  and  more 
net  trivia,  visit  Network  World  Fusion  and 
enter  2349  in  the  DocFinder  box. 


This  week  '$  question: 

What  was  the  original  name  of  Gigabit  Ethernet 
switch  and  router  start-up  Foundry  Networks? 


mrn.nwfusioa.com 


INSTANT  MESSAGE 

Pop-up  instant  messaging  windows,  such 
as  this  example  from  Activerse’s  new  Ding 
software,  allow  coworkers  or  business 
partners  to  exchange  brief  messages  faster 
than  they  can  using  regular  e-mail. 
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News 


Say  buys  way  into  VPNs  with  New  Oak  purchase 


By  Jim  Duffy  and  Tim  Greene 

Santa  Clara,  Calif. 

Bay  Networks,  Inc.  last  week 
leapt  into  the  virtual  private  net¬ 
work  (VPN)  arena  with  both  feet 
by  announcing  plans  to  acquire 
start-up  New  Oak  Communica¬ 
tions,  Inc.  for  $156  million  in 
stock  and  cash. 

Bay  sought  New  Oak’s  flag¬ 
ship  NOC  4000  Extranet  Access 
Switch,  which  packs  firewall, 
authentication  and  LAN  switch¬ 
ing  in  one  box.  With  the  NOC 
4000  Bay  can  rapidly  offer  users 
VPN  services  and  enter  the  lucra¬ 
tive  extranet  services  market. 
VPNs  and  extranets  can  save 
companies  $1,000  per  employee 
per  year  in  long-distance  and 
other  telecommunications  ex¬ 
penses,  Bay  claimed. 

The  worldwide  market  for 
VPN  and  extranet  equipment  is 
expected  to  surpass  $1  billion  by 
2000,  according  to  research 
firms  Forrester  Research,  in 
Cambridge,  Mass.,  and  Infonet- 
ics  Research,  in  Sanjose,  Calif. 


These  firms  project  VPN  and 
extranet  service-related  revenue 
to  exceed  $10  billion  in  the  same 
time  period. 


PROFILE:  NEW  OAK  COMMUNICATIONS,  INC 

Headquarters:  Acton,  Mass. 

Founded:  September  1996 
Employees:  45 

Products:  NOC  4000,  a  remote 

access  box  that  supports 
Internet  VPNs 

Funding:  Total  of  $12  million  from 
North  Bridge  Venture 
Partners,  Venrock 
Associates,  Highland 
Capital  Partners 

Competitors:  Ascend,  Cisco 

Sale  price:  $23  million  in  cash  and 
$133  million  in  Bay 
Networks  stock 


“The  rapid  growth  of  [VPN] 
markets  is  fueled  by  huge  cost 
savings  to  be  had  by  [using]  the 


public  data  network,”  said  Bay 
Chairman,  President  and  CEO 
David  House.  “This  is  the  way  of 
the  Internet  today.” 

New  Oak’s  NOC  4000 
sits  at  the  corporate  site 
and  takes  in  up  to  six  T-l 
WAN  lines  or  a  single  T-3 
from  the  Internet,  and 
connects  with  an  Ether- 
netLAN. 

The  NOC  4000 
authenticates  each  user, 
opens  up  its  firewall, 
establishes  a  secure  IP 
tunnel  and  grants  LAN 
access  privileges  based 
on  individual  user  pro¬ 
files  stored  in  Light¬ 
weight  Directory  Access 
Protocol  directories. 

The  NOC  4000  will 
ship  in  the  second 
quarter. 

Bay  said  the  device 
can  be  fed  by  the  compa¬ 
ny’s  existing  remote  access  offer¬ 
ings,  such  as  the  5399  remote 
access  concentrator  and  the  MX 


YAGO  acquisition  puts  Cabletron  in  router  market 

Cabletron  snaps  up  remaining  75%  of  Gigabit  Ethernet  switching  router  start-up. 


By  Chris  Nerney 

Rochester,  N.H. 

Cabletron  Systems,  Inc.  last 
week  went  back  on  the  acquisi¬ 
tion  trail,  snapping  up  start-up 
YAGO  Systems,  Inc. 

The  $213  million  deal  will 
give  Cabletron  much  needed 
routing  technology  for  enter¬ 
prise  and  Internet  service  pro¬ 
vider  networks,  analysts  said. 

YAGO  is  a  Sunnyvale,  Calif., 
maker  of  Gigabit  Ethernet  rout¬ 
ing  switches  —  devices  that  are 
super  fast  and  can  make  intelli¬ 
gent  decisions  about  where  to 
send  traffic  based  on  application 
profiles. 

Cabletron’s  interest  in  YAGO 
was  a  poorly  kept  secret.  As  far 
back  as  last  September,  Network 
World  reported  that  Cabletron 
had  acquired  more  than  a  20% 
stake  in  the  start-up  and  might 
consider  an  outfight  acquisition 
(AW,  Sept.  15, 1997,  page  1). 

The  YAGO  acquisition  met 
with  more  positive  industry  reac¬ 
tion  than  Cabletron’s  December 
announcement  that  it  was  buy¬ 
ing  Digital  Equipment  Corp.’s 
Network  Product  Business  for 
$430  million  in  stock,  cash  and 
product  credits. 

“This  is  really  key  for  Cable¬ 
tron,”  said  Esmeralda  Silva,  an 


analyst  at  International  Data 
Corp.,  a  Framingham,  Mass, 
market  research  firm. 

“It  allows  them  to  get  into 


"When  it  comes 

to  hot  start-up 

companies, 

YAGO  tops  almost 

everyone’s  list.” 

Don  Reed,  resident 
and  CEO,  Cabletron 


the  service  provider  networks, 
and  it  gives  them  a  high-end 
solution  to  compete  against 
Cisco  [Systems,  Inc.],  3Com 
[Corp.]  and  Bay  [Networks, 
Inc.], ’’she  said. 

YAGO’s  Multilayer  Switching 
Router  is  capable  of  switching 
traffic  —  at  Layers  2, 3  and  4  —  at 
gigabit  rates  on  all  ports. 

Layer  4  switching  is  a  key 
feature  of  YAGO’s  MSR  8000 
backbone  switching  router.  The 
device  extends  beyond  tradi¬ 
tional  router  functionality  by 
switching  Layer  4  (transport 
layer)  application  flows,  en¬ 
abling  the  MSR  8000  to  make 
switch  decisions  based  on  the 
applications  a  business  is  using 


and  the  priorities  it  wants  to 
assign  to  them. 

But  what  Cabletron  officials 
last  week  left  unclear  was  how 
YAGO’s  technology  will 
fit  in  with  Cabletron’s 
existing  product  line 
and  SecureFast  strat¬ 
egy.  Cabletron  has 
touted  SecureFast  as  a 
way  to  flatten  out  the 
network  by  using  the 
company’s  “route  one, 
switch  many”  scheme. 

Cabletron  CEO  Don 
Reed,  who  promised 
more  acquisitions  this  year,  said 
his  company  will  detail  plans  to 
integrate  YAGO’s  technology 
into  Cabletron’s  product  portfo¬ 
lio  next  week  at  ComNet  ’98  in 
Washington,  D.C.  Cabletron 
plans  to  start  shipping  YAGO 
products  byjuly. 

YAGO’s  50  employees  will 
remain  at  the  company’s  Sunny¬ 
vale  location,  working  with 
Cabletron  engineers  on  the  inte¬ 
gration  of  the  two  companies’ 
product  lines.  No  layoffs  are 
foreseen  at  this  time,  according 
to  Reed. 

Senior  Editor  Robin  Schreier 
Hohman  and  the  IDG  News  Service 
contributed  to  this  story. 


200  and  MX  50  ATM 
access  concentrators, 
which  are  based  on 
Yurie  Systems,  Inc.’s 
LDR  200  and  LDR  50. 

Bay  officials  said  the 
company  will  con¬ 
tinue  to  offer  the 
Yurie-based  products. 

“[New  Oak]  really 
has  defined  this  mar¬ 
ket,”  House  said. 

“This  gives  Bay  a  sig¬ 
nificant  time-to-market  advan¬ 
tage  over  our  competitors,” 
which  include  Ascend  Commu¬ 
nications  Corp.,  Cisco  Systems, 
Inc.,  3Com  Corp.  and  Cabletron 
Systems,  Inc. 


Bay’s  House:  A  VPN 

believer. 


“None  of  the  players  really 
have  something  similar  to  this, 
because  it’s  a  new  class  of  prod¬ 
uct,”  said  Craigjohnson  of  Data- 
quest,  Inc.,  in  San  Jose, 
Calif.  “They  can  bolt 
together  their  [prod¬ 
ucts]  to  get  a  similar 
offering,  but  it’s  not 
really  an  integrated  solu¬ 
tion  set.” 

Other  VPN  hard¬ 
ware/software  offerings 
include  Shiva  Corp.’s 
VantagePath  and  3Access 
VPN  from  3Com  (NW, 
Oct.  6, 1997,  page  29). 

Bay  has  a  three-  to  six-month 
jump  on  competitors  to  con¬ 
vince  the  Internet  service  pro¬ 
vider  channel  to  carry  its 
product,  said  Maribel  Lopez,  of 
Forrester  Research.  ■ 


New  Oak  catches  brass  ring 


By  Tim  Greene 

Acton,  Mass. 

Start-up  New  Oak  Communi¬ 
cations,  Inc.  may  be  named  after 
a  winemaking  term,  but  the  com¬ 
pany  clearly  didn’t  take  long  to 
age. 

When  founded  17  months 
ago,  the  maker  of  secure  remote 
access  gear  was  worth,  maybe,  a 
litde  more  than  $1  million. 


“The  real  difference  for  the 
group  here  is  we  re  going  to 
have  to  go  to  more  meetings. " 

Tom  Pincince,  founder  of  New  Oak . 
tin  being  acquired by  Bay. 


Last  week,  Bay  Networks,  Inc. 
set  a  new  value,  with  a  purchase 
price  of  $156  million. 

New  Oak’s  success  was  a  blend 
of  inspiration,  talent,  hard  work, 
lots  of  takeout  food  and  the  occa¬ 
sional  Red  Sox  game. 

The  inspiration  came  from 
34-year-old  Tom  Pincince,  the 
company’s  founder  and  execu¬ 
tive  vice  president.  While  work¬ 
ing  as  an  analyst  for  Forrester 
Research,  Inc.,  in  Cambridge, 
Mass.,  he  wrote  the  following  in  a 
report:  “The  Internet  will  kill  the 
private  WAN.” 

The  more  he  thought  about 
it,  the  more  he  believed  it.  In 


August  1996,  Pincince  quit  For¬ 
rester  and  drew  up  a  12-page  pro¬ 
posal  for  his  weapon  to  speed  the 
death  of  private  WANs. 

It  was  a  single  box  that  sits 
between  the  Internet  and  the 
corporate  LAN. 

The  box  acts  as  a  firewall, 
authenticates  users,  creates  a 
secure  IP  tunnel,  grants  custom¬ 
ized  access  based  on  individual 
user  Lightweight  Directory 
Access  Protocol  profiles,  and 
then  generates  call  and  billing 
information. 

Remote  users,  business  part¬ 
ners  and  workers  at  other  corpo¬ 
rate  sites  would  go  through  the 
Internet  to  access  corporate 
resources.  Dial-up  users  could  do 
it  for  the  price  of  a  local  call  to  an 
Internet  service  provider. 

Pincince  took  the  proposal  to 
Ed  Anderson,  managing  general 
partner  of  North  Bridge  Venture 
Partners,  who  had  shot  down  one 
of  Pincince’s  earlier  start-up 
ideas.  This  time,  though,  Ander¬ 
son  liked  what  Pincince  had  to 
say.  A  month  later  New  Oak  was 
incorporated,  and  within  a  year 
the  company  had  $12  million  in 
venture  capital. 

Pincince  went  to  work  in  a  sin¬ 
gle  room  in  North  Bridge’s 
offices,  supplied  with  a  desk,  a 
chair,  a  phone  and  a  borrowed 
386  PC.  He  hired  Dan  Boudreau 
as  vice  president  of  engineering 
and  together  they  hired  top- 
notch  people  they  already  knew. 
They  asked  the  new  hires  to  rec¬ 
ommend  others.  But  because 
New  Oak  demanded  total 
secrecy,  candidates  were  not  told 
what  they  would  be  working  on 
until  the  third  or  fourth  inter- 
See  New  Oak,  page  14 
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Start  planning  happy  endings  with  ANS  solutions  today 

□  Send  information  regarding  the  following  ANS  Services.  □  Have  someone  from  ANS  call  me. 


□  ANS  Connection  Services:  turnkey,  fully  managed, 
dedicated  Internet  connections  from  56K  to  T3. 

□  ANS  SureRemote""  Services:  nationwide  remote 
access  to  your  corporate  network  and  the  Internet  via 
local  calling. 

□  ANS  VPDN  Services  (Virtual  Private  Data  Networks): 
fully  managed,  secure  connections  between  your  branch 
offices  or  suppliers,  using  the  ANS  global  network. 

Name _ 

Company _ 

Address 


□  ANS  Interlock1”'  Service:  application- layer  firewall 
with  intrusion  detection  and  full  reporting  capabilities. 

□  ANS  InterManage"”  Service:  end-to-end  administra¬ 
tion  and  management  of  your  network  firewall. 

□  ANS  Web  Hosting  Services:  establish  and  maintain 
your  site  on  availability  guaranteed,  award  winning 
service,  capable  of  supporting  the  most  advanced 
interactive  applications. 

_ Title _ 


City _ State _ Zip. 

Phone _ e-mail _ 


ba”,iv  !v"  ans 

Tel:  800-456-8267  Fax:  914-701-5410  Visit:  www.ans.net 
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ANS  Communications  Inc. 
Dept.  1197 

1 00  Manhattanville  Road 
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BEFORE. 


AFTER. 

Where  does  a  company  with  ANS  Enterprise  Networking  go? 

Anywhere  it  wants. 


Until  now,  when  a  company  couldn’t  afford  the  time  or  money  (and 
it  took  lots  of  both)  to  own  and  operate  a  private  network,  hungry 
executives  were  like  fish  who  had  outgrown  their  bowls.  Now,  using 
ANS  Enterprise  Networking  Services,  corporations  can  communicate 
using  customized  Intranets,  sharing  information  throughout 
an  organization.  Companies  can  profit  from  Web  sites  and 
e-commerce  applications  that  give  them  global  reach.  A  business 


can  even  create  virtual  private  networks  that  will  transact  business 
between  corporate  headquarters,  branches  and  suppliers  in  a 
secure  environment...  increasing  efficiency  and  profits...  overnight. 
So,  if  you're  one  of  the  biggest  fish  in  the  sea  or  just  want  room  to 
grow  call  ANS  at  1-800-456-8267,  send  e-mail  to  infoaJans.net  or 
visit  our  Website:  www.ans.net.  From  that  point  on,  things  should 
go  swimmingly. 
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Users  willing  to  give  new  telecom  mergers  a  try 

Network  World  survey  shows  users  expect  new  services,  better  WAN  services  in  return. 


By  David  Rohde 

By  a  narrow  margin,  users  are 
giving  thumbs  up  to  the  idea  of 
carrier  consolidation  if  that 


NETWORK  WORLD  READERS’ 
TELECOM  OPINIONS 

For  all  your  voice  and  data 
needs,  would  you  prefer: 


One  carrierfor  everything 
■  Two  or  more  that  specialize 


in  choosing  merger  partners, 
long-distance  carriers  should 
select: 


Bell  operating  companies  with  total 
coverage  but  older  networks 

■  Competitive  local  carriers  with 
newer  networks  but  incomplete 
coverage 


When  carriers  merge,  it  more 
often: 


£$  Improves  services 
■  Creates  confusion  and  delays 


Do  you  want  your  Internet  access 
service  to  be  provided  by  your 
traditional  telecom  carrier? 


i  Yes  ■  No 


Do  you  think  AT&T’s  acquisition 
of  TCG  will  benefit  customers? 


Yes  ■  No 


Based  on  a  Network  World  survey  of 
50  readers  conducted  by  First  Market 
Research,  of  Austin,  Texas. 


union  delivers  unified,  end-to- 
end  WAN  services. 

But  users  are  demanding  a 
quid  pro  quo :  a  quick  end  to  the 
telephone  company  legal  wars, 
with  full  freedom  for  regional 
Bell  operating  companies  to 
offer  long-distance  service. 

That  is  the  result  of  a  Network 
World  survey  of  network  IS  man¬ 
agers.  Network  World  last  week 
conducted  the  survey  following 
AT&T’s  announcement  that  it 
will  purchase  Teleport  Commu¬ 
nications  Group,  Inc.  (TCG),  a 
competitive  local  exchange  car¬ 
rier  with  broadband  metropoli¬ 
tan-area  fiber  networks. 

“That  would  be  great.  We 
could  do  everything  with  AT&T 
and  not  deal  with  Pacific  Bell,” 
said  AT&T  user  Tim  Rivers,  MIS 
director  for  Xicom  Technology, 
Inc.,  a  satellite  equipment  maker 
in  Sunnyvale,  Calif. 

Rivers  is  withholding  judge¬ 
ment  on  AT&T’s  execution  of 
the  TCG  deal,  though.  “Pacific 
Bell  was  absolutely,  completely 
screwed  up  in  its  merger  [with 
SBC  Communications,  Inc.],” 
he  said.  During  the  merger, 
responsibility  for  his  account  was 
transferred  to  representatives  in 
Southern  California  who  did  not 
understand  the  Northern  Cali¬ 
fornia  market,  he  said. 

Even  with  his  disdain  for  the 
local  RBOC,  Rivers,  like  many 
other  network  managers,  is 
growing  weary  of  arguments  by 
AT&T  and  MCI  Communica¬ 
tions  Corp.  that  RBOCs  must  be 
limited  to  offering  services  with¬ 
in  their  local  exchange  areas  for 
now.  “I  don’t  see  why  they 
shouldn’t  be  allowed  into  long 
distance  now,”  Rivers  said, 
noting  that  Brooks  Fiber  Proper¬ 
ties,  Inc.  and  the  local  division 
of  MCI  merger  partner  World¬ 
Com,  Inc.  have  already  arrived  in 
Sunnyvale. 

For  one  group  of  network 
managers  —  those  in  govern¬ 
ment  —  the  consolidation  trend 
may  even  boost  competition. 
Bound  by  government  contracts, 
Kirk  Farah,  chief  information 
manager  of  the  Army  Corps  of 
Engineers’  Great  Lakes  region, 
said  he  is  obligated  to  use  AT&T 
for  private  lines  and  Ameritech 
Corp.  for  local  ISDN  and  analog 
access. 

Bringing  TCG  under  AT&T’s 
wing  would  open  up  the  possibil¬ 
ity  of  a  new  supplier  of  access  cir¬ 
cuits  on  state-of-the-art  facilities 
—  an  important  point  even  if  no 


cost  savings  result  from  the 
merger. 

“Reliability  is  the  biggest 
factor,  and  I  don’t  think  you  can 
put  a  price  tag  on  network  out¬ 
ages,”  said  Farah,  who  is  based  in 
Chicago.  “This  is  going  to  give 
me  a  little  more  leverage.” 

There  were  some  disquieting 
factors,  though.  Users  are  not 
convinced  that  AT&T  and  MCI 
will  be  ready  for  nationwide  bat¬ 
tle  simply  by  bringing  new  com¬ 
petitive  local  access  providers 
into  their  folds. 

Noting  the  still-limited  areas 


By  Ellen  Messmer 

San  Francisco 

Microsoft  Corp .  an  d  Ne  tscape 
Communications  Corp.  may  not 
agree  on  much,  but  they  believe 
in  replacing  the  most  widely  used 
security  on  the  ’Net  today, 
Secure  Sockets  Layer  3.0  (SSL), 
with  a  stronger  brew,  Transport 
Layer  Security  (TLS) . 

Invented  at  Netscape,  SSL  is 
widely  used  in  a  variety  of  vendor 
products,  including  30  million 
browsers  and  more  than  42,000 
secure  servers  worldwide,  as  the 
primary  means  to  encrypt 
information. 

However,  the  industry  ap¬ 
pears  poised  to  retire  SSL  in 
favor  of  the  new  Internet  Engi¬ 
neering  Task  Force  (IETF) 
standard,  TLS,  which  man¬ 
dates  support  for  Triple-DES 
encryption. 

“TLS  will  go  into  the  next 
major  versions  of  our  products,” 
said  Barbara  Fox,  security  archi¬ 
tect  at  Microsoft,  who  believes 
users  will  see  it  in  everything 
from  the  operating  system,  Web 
servers  and  browsers  to  the  finan¬ 
cial  package  Microsoft  Money. 

At  Netscape  as  well,  products 
that  had  used  SSL — such  as  Web 
servers  and  mail  servers  —  are 
going  to  support  TLS,  said  Net¬ 
scape  Senior  Scientist  Taher 
ElGamal.  The  current  financial 
turmoil  at  Netscape  makes  it 
hard  to  predict  precisely  when 
that  will  be,  he  acknowledged. 

Vendors  are  switching  from 
SSL  to  TLS  in  order  to  make 
stronger  encryption  available  on 
the  ’Net,  and  to  make  minor 
improvements  to  SSL  in  areas 
such  as  error  message  handling. 

In  addition,  SSL  is  a  session- 
layer  protocol  used  mainly  for 


served  separately  by  MCI,  World¬ 
Com  and  Teleport,  a  majority  of 
users  said  it  could  take  purchas¬ 
ing  the  more  comprehensive 
local  coverage  of  an  RBOC  for 
the  long-distance  carriers  to  pro¬ 
vide  local  access  throughout  the 
country. 

That  is  a  concern  for  Dawn 
Sutherland,  network  administra¬ 
tor  at  Atlanta-based  Regency 
Realty  Corp.,  a  property  manage¬ 
ment  firm  that  has  been  involved 
in  several  mergers. 

Sutherland  has  been  busy 
integrating  voice  and  frame  relay 


TCP/IP  streaming  data,  but  TLS 
will  work  with  other  transport 
protocols,  such  as  NetWare  SPX, 
AppleTalk,  and  even  cellular 
phone  systems. 

The  IETF  working  group 
developing  TLS  had  actually 


wanted  to  leave  out  mandatory 
strong  encryption,  but  it  was 
overruled  by  the  Internet  Archi¬ 
tecture  Board,  said  Winn  Triese, 
director  of  security  at  Open  Mar¬ 
ket,  and  chair  of  the  IETF  TLS 
Working  Group. 

Heading  off  trouble 

SSL  has  limited  alert  mes¬ 
sages  that  only  tell  users  when 
the  SSL  connection  has  failed, 
said  Tim  Dierks,  director  of  engi¬ 
neering  at  Consensus  Develop¬ 
ment  Corp.,  and  co-editor  of  the 
IETF  TLS  protocol.  In  contrast, 
“TLS  allows  you  to  say  why  the 
connection  is  not  proceeding, 
which  should  be  of  help  in  trou¬ 
bleshooting,”  Dierks  said. 

TLS  is  not  backward-compati¬ 
ble  with  SSL,  but  Microsoft  and 


nets  in  various  areas  and  is  not 
certain  that  competitive  local 
access  providers,  some  of  whom 
are  brand-new  to  many  towns, 
have  enough  coverage  or  a  long 
enough  track  record.  “I  just 
don’t  have  the  total  warm  and 
fuzzies  about  them  yet,”  Suther¬ 
land  said. 

And  there  continues  to  be 
resistance  to  Internet  service 
providers  willy-nilly  joining  with 
traditional  telecom  carriers.  ISPs 
provide  more  personalized  ser¬ 
vice  than  occasionally  hard-to- 
deal-with  telcos,  Rivers  said. 

But  Farah  disagreed,  saying 
he  felt  more  comfortable  with 
larger  carriers  providing  the 
whole  package.  “You  don’t  al¬ 
ways  know  exactly  who  these  peo¬ 
ple  are,  ’  ’  Farah  said  of  ISPs.  ■ 


Netscape  are  pledging  that  their 
client/server  products  will  be 
able  to  recognize  either  protocol 
and  default  to  the  appropriate 
setting. 

The  fact  that  TLS  mandates 
strong  encryption  which  cannot 


be  exported  without  special  per¬ 
mission  from  the  U.S.  Depart¬ 
ment  of  Commerce  will  present a 
problem  for  U.S.  corporate  buy¬ 
ers  purchasing  on  behalf  of  their 
international  offices. 

Microsoft’s  Fox  acknowl¬ 
edged  the  problem,  adding, 
“Well,  we’re  going  to  have  TLS 
out  because  we’ve  got  to  solve  the 
export  problem  sooner  or  later 
[anyway].” 

Last  week,  C2Net  Software,  a 
British  firm,  announced  it  had 
the  first  implementation  of  TLS 
on  a  test  server.  Doug  Barnes, 
C2Net’s  vice  president  of  devel¬ 
opment  at  the  company’s  Oak¬ 
land,  Calif.,  office,  said  C2Net  is 
not  being  slowed  down  by  U.S. 
encryption  restrictions  because 
it  is  already  offshore.  ■ 


Microsoft,  Netscape  back  new  security  standard 


The  nuts  and  bolts  of  Transport  Layer  Security 


•  Transport  Layer  Security  (TLS)  1.0  is  an  IETF  standard  that  will  widely 
replace  Secure  Sockets  Layer  (SSL)  3.0  in  a  new  generation  of  Web 
browsers,  servers  and  Windows  operating  systems. 

•  TLS  brings  technical  changes  to  SSL  that  include  fully  specified  message 
order,  random  pad  blocking  and  additional  error  warning  alerts. 

•  To  promote  security  interoperability,  the  IETF  has  decided  that  TLS  must 
have  mandatory  strong  encryption,  which  means  vendors  will  be  forced 
to  have  separate  domestic  and  international  versions  of  TLS  because  of 
U.S.  export  restrictions  on  cryptography. 

•  The  mandatory  ciphersuites  include  Triple-DES,  the  Secure  Hash  Algorithm, 
Diffie-Hellman  key-exchange  and  Digital  Signature  Standard. 

•  The  text  of  TLS  is  available  on  the  Web  at  www.consensus.com/ietf-tls/. 
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News 


Java  apps,  new  platforms  on  Lotus’  agenda 


By  Paul  McNamara 

Cambridge,  Mass. 

Thin-client  applica¬ 
tions,  big-iron  platforms 
and  fresh  details  about  the  next  upgrades 
of  Lotus  Notes  and  Domino  will  share 
center  stage  next  week  at  Lotus  Develop¬ 
ment  Corp.’s  annual  customer  confer¬ 
ence  in  Orlando. 

Tickets  to  Lotusphere  ’98  are  being 
scalped  on  newsgroups  as  if  they  were 
seats  at  the  Super  Bowl.  The  more  than 
9,000  business  partners  and  customers 
who  have  scored  badges  can  anticipate 
Lotus  officials  detailing: 

•  The  imminent  release  of  eSuite,  a 
collection  of  Java-based  productivity  app¬ 
lets  designed  to  run  on  and  spur  sales  of 
network  computers  (NC),  in  pardcular 
the  Network  Stauon  from  Lotus’  parent 
company,  IBM. 

•  Long-promised  versions  of  Notes 
and  Domino  that  will  run  on  IBM’s 
AS/400  midrange  and  S/390  mainframe 
computers,  as  well  as  a  host  of  third-party 
Notes-based  applications  written  specifi¬ 
cally  for  these  platforms. 

•  Fresh  information  aboutVersions  5.0 


Lotusphere 


of  the  Notes  messaging/groupware  client 
and  the  Domino  Web/application  devel¬ 
opment  server.  These  upgrades  were  orig¬ 
inally  slated  for  release  at  this  show,  but 
they  will  now  be  delayed  until  the  end  of 
summer  or  later. 

Although  Lotus  has  yet  to  flesh  out  a 
sales  and  distribution  plan  for  the  eSuite 


applets,  and  the  jury  remains  out  on 
NCs  in  general,  one  beta  tester  last  week 
said  he  has  high  expectations  for  the 
combination. 

“[The  eSuite  applications]  really  are 
high-powered  building  blocks  for  use  in 
larger”  applications,  said  Jim  DeFrisco, 
co-owner  of  Siena  Hill,  Inc.,  an  applica- 


NSI  eases  domain  name  registration 


By  Sandra  Gittlen 

Now  you  can  phone  in  your  domain 
name  registration. 

In  an  attempt  to  appeal  to  the  masses, 
Network  Solutions,  Inc.  (NSI)  last  week 
announced  WorldNIC  Services,  a  pro¬ 
gram  that  lets  companies  and  individuals 


Go  online  to  read  our  interview 
with  Clinton’s  Internet  adviser, 
Ira  Magaziner. 


register  for  domain  names  in  five  easy 
steps  via  the  World  Wide  Web  or  tele¬ 
phone.  While  the  previous  system 
required  users  to  submit  an  e-mail  form  to 
NSI  and  could  take  a  day  to  confirm  the 
request,  a  WorldNIC  registration  takes 
less  than  90  seconds,  NSI  claimed. 

For  $110,  users  can  reserve  or  register 
for  .com,  .net  or  .org  domain  names. 
Within  24  hours,  the  registered  domains 
could  be  up  and  running,  according  to 
NSI.  In  addition,  users  no  longer  need  to 
secure  an  Internet  service  provider  before 
registering,  NSI  said. 

Users  enter  a  suggested  domain  name 


tions  development  group  in  Danville, 
Calif.  “They  provide  a  pretty  amazing 
level  of  utility  for  the  cost,  as  far  as  size  and 
down  load  time.  ’  ’ 

Others  may  require  more  convincing, 
however.  “I  would  question  more  the  sta¬ 
bility  of  the  applets  —  because  it’s  a  first 
version  —  than  the  functions  them¬ 
selves,”  said  one  potential  customer  who 
attended  Lotus’  glitzy  eSuite  kickoff 
event  in  November  (NW,  Nov.  10,  1997, 
page  14).  HI 


at  www.worldnic.com  or  by  calling  (888) 
642-9675.  The  WorldNIC  computer  then 
checks  if  the  name  is  available.  If  not,  Reg- 
istrationPlus,  the  first  part  of  NSI’s  World¬ 
NIC  service,  will  offer  alternative  names 
using  NSI’s  proprietary  software. 

A  big  plus  for  the  service  is  its  direct 
connection  to  the  central  Internet  regis¬ 
try,  InterNIC,  which  NSI  also  runs. 

However,  if  the  unrest  surrounding 
domain  name  registration  continues,  NSI 
may  no  longer  have  control  of  this  pro¬ 
cess.  The  domain  name  registration  pro¬ 
cess  is  now  being  reviewed  by  Ira 
Magaziner,  President  Clinton’s  top  Inter¬ 
net  adviser,  who  is  considering  sever¬ 
al  proposals  to  bring  competition  to  the 
procedures.  ■ 


'■ii 

1  U 


NO  ONE  CAN  HAVE  JUST  ONE. 

For  moro  information,  call  1 .888.668.VCON  today. 


VIDEOCONFERENCING 
VIA  LAN 


*  Buy  one  Escort  25PRO  at  the  regular  price 
of  $799  and  get  the  second  for  only  $200 
(offer  expires  2/28/98).  That's  a  savings  of 
over  40%  compared  to  leading  competitors. 

VISIT  US  AT  COMNET 
BOOTH  NUMBER  2028. 


Chip  technology  has  brought  so  many  wonders.  Now  these  technological  marvels  have  found  their  way  into  the  meeting  place. 
Introducing  VCON's  Escort  25PRO  -  an  integrated  videoconferencing  kit  that  combines  video,  voice  and  data  into  a  seamless 
presentation,  connecting  directly  to  your  desktop  via  your  LAN.  And  since  videoconferencing  requires  two  systems  to  complete 
the  link,  we're  offering  something  even  more  remarkable  -  two  systems  for  a  price  that  would  normally  rival  a  single  system. 

For  just  $999,  you  can  have  a  pair  of  Escort  25PRO  kits.  That's  40%  less  than  competing  systems.  Each  features  seamless  video 
at  30  frames  per  second  via  Windows  95  or  NT,  and  is  H.323  compliant  for  Ethernet,  Token  Ring,  ATM  and  Frame  Relay 
Once  you've  tried  the  Escort  25PRO,  you'll  find  videoconferencing  as  irresistible  as  snackfood. 


VCON 


www.vcon.com 
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Mgmt.  showdown  to  take  center  stage  at  ComNet 


By  Jim  Duffy 

Washington,  D.  C. 

Vendors  are  still  talking  the 
integrated  enterprise  manage¬ 
ment  talk  —  now  we’ll  see  who 
can  walk  the  walk. 

At  the  ComNet  ’98 
show  here,  Network  ^ 
World's  Network  and 
Systems  Management 
Showdown  will  at¬ 
tempt  to  get  beyond 
the  hype  about  enter¬ 
prise  management  to 
determine  just  how  all- 
encompassing  it  is,  how  inte¬ 
grated  it  is  and  who  can  really 
deliver  all  of  the  pieces. 

The  showdown  will  feature  a 
pair  of  industry  analysts  who  will 
grill  management  gurus  from 


Cabletron  Systems,  Inc.,  Com¬ 
puter  Associates  International, 
Inc.  (CA),  Hewlett-Packard  Co., 
IBM/Tivoli  Systems,  Inc.  and 
Sun  Microsystems,  Inc.  with 
technical  questions,  hop- 
AN/)  ing  to  find  out  what  is 
real  and  what  is  not 
about  their  network 
and  system  manage¬ 
ment  offerings. 

One  of  the  analysts 
doing  the  questioning 
said  he  will  push 
hard  on  the  issue  of  imple¬ 
mentation. 

“The  No.  1  challenge  [for 
users]  after  they’ve  bought  into 
the  [vendor’s  scheme]  is  that  it’s 
very  hard  for  them  to  use  it  for 
more  than  one  thing,”  said  Rick 


Villars,  director  of  network  man-  Lastly,  Villars  wants  to  know 
agement  at  International  Data  how  CA,  traditionally  strong  in 
Corp.,  a  consultancy  based  in  systems  management,  will  im- 
Framingham,  Mass.  “I  want  to  prove  its  network  management 

know  both  the  ease  of  _ 

initial  setup  [and]  what 
these  guys  are  doing 
with  regard  to  follow-up 
to  help  the  customers 
get  more  use  out  of  their 
initial  investments.” 

Villars  also  wants 
some  details  on  how 
vendors  plan  to  use 
directory  services  with 
their  management 
products.  “It’s  part  of 
that  same  issue  of  letting 
users  take  advantage  of 
resources  more  effec¬ 
tively,”  he  said. 


Who:  Representatives  from  HP,  IBM/Tivoli, 
Computer  Associates,  Sun  and  Cabletron. 
Panelists  include  Kevin  Tolly  of  The  Tolly 
Group,  Rick  Villars  of  International  Data 
Corp.  and  Senior  Editor  Jim  Duffy  of 
Network  World. 

What:  A  presidential-style  debate  in  which 
vendor  participants  will  field  questions 
from  a  panel  of  experts,  each  other  and 
audience  members. 

When:  12:30  p.m.,  Thursday,  Jan.  29 

Where:  ComNet  '98  in  Washington,  D.C., 
Renaissance  Hotel 


Scheme  for  mammoth  global  network  draws  carrier  attention 

“Super  Internet”  would  offer  less-expensive,  high  throughput  bandwidth. 

By  Rob  Guth 


Honolulu 

The  most  ambitious  global 
network  construction  scheme 
that  has  ever  been  conceived 
drew  praise  and  criticism  when 
the  father  of  the  plan  boldly  told 
telecommunications  industry 
executives  that  if  they  do  notjoin 
him,  their  companies  will  die. 

Neil  Tagare,  chairman  and 
CEO  of  CTR  Group,  Ltd.,  last 
week  said  Project  Oxygen,  as  the 
plan  is  called,  will  be  the  founda¬ 
tion  for  a  future  “Super  Inter¬ 
net”  on  which  all  types  of 
communications,  from  simple 
text  to  video  will  travel.  Tagare 
was  speaking  to  attendees  at  the 
annual  meeting  of  the  Pacific 
Telecommunications  Council 
here  this  week. 

The  grand  plan,  first  an¬ 
nounced  last  year,  has  turned 
heads  in  the  telecom  industry  for 
its  huge  scale  —  it  aspires  to  wrap 
the  world  in  198,400  miles  of 
fiber-optic  cable  by  2003  for  a 
cost  of  $14  billion  —  and  for 
Tagare ’s  penchant  for  making 
bold  promises  about  what  the 
project  will  deliver. 

“We  call  it  Project  Oxygen 
because  carriers  who  join  us 
will  survive,  and  carriers  who 
don’t  join  us  won’t  survive,” 
Tagare said. 

Tagare  promised  Oxygen  will 
provide  265  end  points  in  1 V 1 
countries  with  a  minimum  band¬ 
width  of  320G  bit/sec.  The  net¬ 
work  will  use  ATM  switching.  In 
addition,  Wavelength  Division 
Multiplexing  technology  will  be 


used  to  squeeze  more  bandwidth 
from  the  cable,  Tagare  said. 

“Project  Oxygen  will  never 
ever  be-come  technologically 

obsolete  or  obsolete  on  price, 

that  is  a  guarantee,”  Tagare  said. 

Project  Oxygen 
also  will  allocate  20G 
bit/ sec  of  free  band¬ 
width  worldwide  for 
video  content  pro¬ 
viders,  such  as  televi¬ 
sion  stations,  to  dis¬ 
tribute,  resell  and 

package  video  and 

television  services, 

Tagaresaid. 

Tagare  predicted 
that  the  network  will 
be  100  to  500  times 
less  expensive  than 
existing  high-band- 
width  infrastruc¬ 
tures  such  as  satellite  and  other 
cable  projects. 

But  before  Project  Oxygen 
can  save  carriers  money,  it  will 


By  Christine  Burns  and 
Chris  Nerney 

Despite  widespread  talk  of 
managerial  turmoil  at  Novonyx, 
Inc.,  the  Novell,  Inc.-Netscape 
Communications  Corp.  joint 
venture  last  week  got  its  first 
products  out  the  door. 

Novonyx  was  formed  seven 
months  ago  to  port  Netscape’s 
SuiteSpot  software  to  NetWare. 
The  company  last  week  started 


spend  it — Tagare  is  traveling  the 
globe  trying  to  drum  up  the  pro¬ 
ject’s  full  $14  billion  capital  by 
December  1998.  “My  goal  is  to 
travel  one  continent  a  month,” 
he  said.  Initial  backers  include 
Alcatel  Submar¬ 
ine  Networks,  and 
Tyco  Submarine 
Systems,  Ltd.,  as 
well  asjapan’s  NEC 
Corp.,  NTT  Inter¬ 
national  Corp.,  Su¬ 
mitomo  Corp.  and 
Mitsui  &  Compa¬ 
ny,  Ltd. 

Tagare ’s  presen¬ 
tation  drew  heated 
comments  and 
questions  from  the 
audience  —  many 
of  whom  provide 
fiber-optic  and  sat¬ 
ellite  systems — but  several  of  the 
audience  members  said  Tagare’s 
grand  plan  is  on  the  right  track. 
“It’s  ahead  of  its  time,  which  is 


shipping  Netscape  Enterprise 
Server  for  NetWare,  a  scalable 
Web  server  for  managing  and 
hosting  Web  applications;  Net¬ 
scape  Messaging  Server  for  Net¬ 
Ware,  an  Internet  standards- 
based  electronic  mail  system; 
and  Netscape  FastTrack  Server 
for  NetWare,  a  low-cost,  high- 
performance  Web  server  for 
small  workgroups. 

The  enterprise  Web  and  mes- 


notto  say  it  won’t  fly,”  said  James 
Savage,  vice  president,  public 
affairs  international  at  GTE  Ser¬ 
vice  Corp.  “If  you  really  believe 
the  price  of  bandwidth  will  drop 
like  a  stone  and  the  Internet  will 
move  to  video,  all  the  bandwidth 
we  have  will  be  eaten  up.” 

Audience  members  noted 
that  Tagare’s  goal  of  raising  $14 
billion  over  the  next  1 1  months  is 
“ambitious,”  but  they  added 
that  he  was  a  prime  force  behind 
the  creation  of  the  17,360-mile 
Fiber-optic  Link  Around  the 
Globe  (FLAG)  network,  which 
already  is  in  operation. 

“In  1992,  people  were  smil¬ 
ing  and  skeptical  about  FLAG, 
and  nowit  exists,”  Savage  said. 

CTR  Group,  with  headquar¬ 
ters  in  Woodcliff  Lake,  N.J.,  can 
be  reached  at  (201)  505-9000  or 
www.oxygen.org/. 

Guth  is  a  correspondent  with  the 
IDGNews  Service’s  Tokyo  bureau. 


saging  servers  start  at  $1,295. 
The  FastTrack  Server  costs  $295. 
Meanwhile,  neither  of  the  com¬ 
panies  would  confirm  reports 
that  Novell  had  ousted  top  Novo¬ 
nyx  officials,  including  CEO 
Robert  Hicks,  or  that  Novell  was 
taking  complete  control  of  the 
venture.  A  Novell  spokesman 
said  that  there  will  be  a  number 
of  executive  changes  at  Novonyx 
over  the  next  few  months.  ■ 


CTR  Group  raised 
$1.4  billion  in  one 
weekend  last  month 
for  Project  Oxygen  at 
a  symposium  in  Las 
Vegas.  Identities  of 
the  Las  Vegas 
investors  have  not 
been  disclosed. 


Novonyx  ships  software  amidst  uncertainty 


capabilities. 

Other  issues  expected  to  be 
expounded  on  include  manage¬ 
ment  frameworks  vs.  integrated 
management  application  suites, 
service  management  and  where 
Sun’s  management  vision  has 
been  for  the  past  four  or  five 
years.  ■ 
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|^)  Protect  your  investment  and  save  up  to  46%  with  new  units  from 
APC's  Trade-UPS  program.  Customers  may  trade  in  old  APC  units 
or  other  manufacturers'  units  for  new  APC  units,  with  a  full  2 
year  warranty  at  substantial  discounts  (up  to  46%  off  list  price). 

□  YES!  I'm  interested  in  trading  up  a  competitors'  or  an  older  APC 
UPS  to  Smart-UPS  RM.  Please  send  Trade-UPS  info'. 

□  NO,  I'm  not  interested  at  this  time,  but  please  send  my  FREE 
power  protection  handbook’. 

Name:  _ 


Title:  _ Company: 

Address:  _ 


City: _ State: _ Zip: _ Ctry: 

Phone:  _ Fax: _ 


Brands  of  UPS  used: 
Brand  of  PCs  used _ 


Brands  of  Servers  used _ 

•  Allow  6  -  8  weeks  for  delivery. 

Please  fill  in  all  information  completely  for  prompt  service. 


(888)  289-APCC  x7211 
Fax:  (401)  788-2797 
www.apcc.com 


°1998.  APC  All  Rights  Reserved.  All  trademarks  are  property  of  their  owners.  SU44EBRC 
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Fax  or  mat  this  coupon  to  APC  and  team  how  you 
can  eaoly  trade  in  you*  old  UPS  tor  discounts 
towards  a  new  Smart-UPS.  Better  yet,  check  out 
Trade-UPS  online  at  I 
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AMERICAN  POWER  CONVERSION 


DEPT.  BRC-E2-TD 
132  FAIRGROUNDS  ROAD 
PO  BOX  278 

WEST  KINGSTON  Rl  02892-9920 
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Save  up  to  46%  on  rack-mounte 
Peace  of  Mind  from  APC 


Smart-UPS 

22o  o 


"...inherent  flexibility  and  excellent 
software...  Don't  be  caught  without  one. 


Protect  your  investment  and  save  up  to  46%  with  new  units  from  APC's  Trade-UPS  program 


Wish  you  had  bought  an  APC  Smart- 
UPS ®  instead  of  brand  X?  Trade-Up! 
APC’s  Trade-UPS  is  designed  as  a  cost- 
effective  program  for  customers  who  want 
to  continually  upgrade  to  new  systems  or  new  tech¬ 
nologies  offered  by  APC  UPS  product  lines. 
Customers  may  trade  in  old  APC  units  or  other 
manufacturers’  units  for  new  APC  units,  with  a  full 
2  year  warranty  at  substantial  discounts  (up  to  46% 
off  list  price).  This  program  effectively  extends  the 
customer's  product  warranty  while  continually 
upgrading  old  UPS  systems  with  new  units. 


Smart-UPS®  Power  in  a  Convenient  Rack  Design 

Now,  packed  inside  the  3U  Smart-UPS  rack-mount, 
you  can  find  all  the  same  award-winning  features 
and  clean,  reliable,  uninterruptible  power  that 
you’ve  come  to  expect  in  Smart-UPS.  Unique 
CellGuard™  intelligent  battery  management  pro¬ 
vides  internal  microprocessor  control  of  the  UPS 
batteries  to  prolong  the  life  of  the  cells. 
SmartBoost™  and  SmartTrim™  correct  under  and 
over-voltages  without  battery  drain.  QuickSwap™, 
APC’s  patented  60-second  hot-swappable  battery 
system,  lets  users  safely  change  UPS  batteries 
while  the  system  stays  up. 


Custom  Power  Management:  Maximum  Control 

Smart-UPS  includes  PowerChute®  plus  software: 
You’ll  find  remote  power  management  saves 
travel  and  support  costs  by  keeping  systems  up 
whether  you’re  there  or  not.  In  fact,  with 
PowerXtend™  plug-ins  you  can  integrate  with  vir¬ 
tually  any  server  management  platform  to  man¬ 
age  your  entire  network  from  your  server  or  lead¬ 
ing  NMS.  For  instance,  if  power  events  threaten 
your  equipment,  you  can  configure  PowerChute® 


plus  to  alert  you  by  pager,  notify  users  on-screen, 
then  safely  shut  your  server  down  before  data  is 
lost  or  hardware  is  damaged. 

Enhanced  Reliability:  Maximum  Peace  of  Mind 

With  SmartSlot™-equipped  Smart-UPS  rack- 
mount  server  and  internetworking  equipment  pro¬ 
tection,  you  can  diagnose  problems  before  they 
can  cause  downtime.  You  can  also  contact  your 
Smart-UPS  through  an  out-of-band  modem  link, 
check  the  power  events  log  and  diagnose  any 
problems  without  leaving  your  desk.  Then  you  can 
reboot  the  remote  server  with  one  click.  You  can 
even  wire  your  security  system  right  into  your 
NMS  to  keep  your  hardware  safe  from  vandals, 
thieves  or  from  unauthorized  access. 


MJCROSCFT. 
WINDOW  NT. 
COMMTIBLE 


New 

PowerXtend' 

Power 

Management 
Software  -  An  Extension  of  PowerChute'  plus 


Solaris 


COMPATIBLE 


far  OS/2 


Leapfrogging  proprietary  software  developers,  APC  has 
just  released  PowerXtend  for  Compaq  Insight  Manager 
(CIM).  Customers  using  Compaq  Insight  Manager  to 
manage  Compaq  servers  can  now  manage  power  at  all 
Windows  NT  and  Netware  servers  -  directly  fiom  the 
CIM  console.  Visit  our  website  to  download  software. 


Free  yourself  from  the  threat  of  a  network  night¬ 
mare.  Trade-Up  to  Smart-UPS  today  and  join  over 
8,000,000  satisfied  users  who  diagnose  problems, 
eliminate  down-time,  cut  costs,  and  get  a  good 
night’s  sleep  due  to  the  company  that  protects 
more  networks  than  all  others  combined:  APC. 


Trade-UPS! 


Fax  or  mail  this  coupon  to  APC  and  learn 
how  you  can  easily  trade  in  your  old  UPS  tor 
discounts  towards  a  new  Smart-UPS.  Better 
yet,  check  out  Trade-UPS  online  at  trade-uns12.aocc.com 

□  YES!  I'm  interested  in  trading  up  a  competitor's 
or  an  older  APC  UPS  to  Smart-UPS. 

Please  send  Trade-UPS  info. 

1 .  1  NO,  I'm  not  interested  at  this  time,  but  please 
send  my  FREE  power  protection  handbook. 

Name: _ 

Title:  _ 


Company:, 
Address:  _ 


City/Town: _ 

State: _ Zip:  _ 

Phone: _ 


.  Country 


Brand  of  UPS  used? 
Brand  of  PCs  used? 


Brand  of  Servers  used?. 


(888)  289-APCC  X7211 

Fax:  (401)  788-2797 

www.apcc.com 


De_ptiE_2-TD 


*1997  APC.  All  Trademarks  are  the  property  of  their  owners.  SU44EF 
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News 


Java  taking  on  expense  report  automation 


By  Chris  Nemey 

Emeryville,  Calif. 

As  far  as  start-up  launches  go, 
they  don’t  get  more  high-profile 
than  this. 

Extensity,  Inc.  tomorrow  will 
unveil  its  first  product  at  a  press 
conference  featuring  two  of  the 
biggest  stars  in  the  Silicon  Valley 
constellation:  Sun  Microsystems, 
Inc.  CEO  Scott  McNealy  and  ven¬ 
ture  capital  legendjohn  Doerr. 

The  product,  Extensity 
Expense  Reporter,  is  a  Web- 
based  application  that  auto¬ 
mates  the  expense  reporting 
process  for  corporations.  The 
company’s  client/server  soft¬ 
ware  is  written  in  100%  Java. 

McNealy  and  Doerr  will  be  at 
the  event  because  they  share  an 
interest  in  Extensity.  Sun  has  a 
partnership  with  the  company, 
while  Doerr’s  venture  firm, 
Kleiner  Perkins  Caufield  & 
Byers,  has  invested  $7  million  in 
Extensity  through  the  firm’s 
Java  Fund. 

The  appearance  by  McNealy 


and  Doerr  also  serves  a  larger 
purpose  —  to  underscore  the 


importance  Java  investors  put  on 
rolling  out  enterprise  applica- 
dons  to  an  impatient  market. 

For  the  past  two  years, 

Java  supporters  have 
promised  that  applica¬ 
tions  developed  in  the 
cross-platform  language 
would  transform  the  way 
corporations  conduct 
business  and  run  their 
networks.  Such  products, 
however,  have  been  slow 
in  coming  to  market,  in 
large  part  because  Java 
development  tools  have 
not  been  up  to  the  task  of 
building  enterprise-level 
applications. 

Expense  Reporter,  for 
example,  is  being  re¬ 
leased  more  than  two 
years  after  Extensity  was 
formed,  in  January  1996, 
under  the  name  ©Large. 

“There  were  no  tools  when 
we  started  developing  in  Java,” 


Extensity  President  and  CEO 
Sharam  Sasson  said.  “We  had  to 
work  through  that.” 

But  with  the  introduction 
in  recent  months  of  more 


PROFILE:  EXTENSITY,  INC. 

Headquarters:  Emeryville,  Calif. 

Founded:  January  1996,  as@Large,  Inc. 

Employees:  50 

Funding:  $7  million  from  Kleiner  Perkins 
Caufield  &  Byers  (Java  Fund), 
Hummer  Winblad  Venture 
Partners,  and  Weiss,  Peck  &  Greer 
Venture  Partners 

Product:  Expense  Reporter,  a  Web-based 
Java  application  that  automates 
the  corporate  expense  report 
process 

Fun  fact:  The  company  had  to  change  its 
name  last  year  because  Ziff-Davis, 
Inc.  had  trademarked  @Large. 


advanced  Java  development 
tools  such  as  Enterprise  Java- 


Beans,  the  trickle  of  Java-based 
enterprise  applications  is  turn¬ 
ing  into  a  flow. 

“I  would  be  astonished  if  we 
didn’tsee  50  or  60  products  com¬ 
ing  out  of  theJavaOne  con¬ 
ference  in  late  March,” 
said  Anne  Thomas,  a 
senior  analyst  with  Boston- 
based  Patricia  Seybold 
Group,  Inc. 

Expense  Reporter  cre¬ 
ates  reports  by  importing 
data  directly  from  employ¬ 
ees’  corporate  credit  card 
statements,  which  are 
downloaded  from  credit 
card  companies  by  Exten¬ 
sity  customers  at  prede¬ 
fined  intervals. 

The  server  component 
of  Expense  Reporter 
includes  a  workflow  engine 
that  routes  expense  re¬ 
ports  to  the  appropriate 
people  and  a  rules  engine 
that  checks  expense 
reports  against  preset  corporate 
policies. 


The  server  software  also  fea¬ 
tures  a  data  manager  that  sends 
information  from  the  server  to 
the  client  and  from  the  server  to 
other  enterprise  applications 
and  databases  that  may  contain 
relevant  data,  such  as  a  list  of  all 
employees. 

The  thin-client  software  uses 
a  graphical  user  interface 
browser  interface  and  configur¬ 
able  account  codes.  Traveling 
employees  can  retrieve  their 
expense  information  from 
remote  sites  or  once  they  get 
back  to  the  office. 

Expense  Reporter’s  server 
software  runs  on  Windows  NT, 
Solaris,  HP-UX  and  IBM’s  AIX. 
Client  platforms  supported 
include  Windows  95  and  NT, 
Macintosh  and  Solaris,  as  well  as 
browsers  from  Netscape  Com¬ 
munications  Corp.  and  Micro¬ 
soft  Corp.  The  Extensity  software 
also  supports  databases  from 
Oracle  Corp.,  Microsoft,  Sybase, 
Inc.  and  Informix  Software,  Inc. 

Expense  Reporter  will  be 
available  later  this  quarter. 
Extensity  will  announce  pricing 
tomorrow. 

©Extensity:  (510)  594-5700 


Digital  prepping  NT-only  Alpha  server  line 

Company  also  readying  Pentium-based  servers,  clustering  technology. 


By  Marc  Songini 

Maynard,  Mass. 

Digital  Equipment  Corp.  has 
big  plans  for  its  Alpha-based  serv¬ 
ers  this  year. 

Next  week,  Digital  plans  to 
announce  a  newline  of  Windows 
NT  servers,  reportedly  called 
DigitalServers,  with  three  new 
Alpha/NT  boxes.  There  also  will 
be  four  new  Pentium-based  NT 
servers  included  in  the  line. 

The  Pentium-based  servers, 
beginning  with  the  DigitalServer 
1000,  reportedly  will  handle 
from  one  to  eight  chips;  the 
new  Alpha  boxes  scale  from  one 
to  four. 

It  also  appears  that  Digital  is 
looking  to  make  the  Alpha-based 
products  in  its  DigitalServer  line 
more  attractive  to  buyers  of 
today’s  commodity-style  Intel- 
based  boxes.  The  main  weapon 
here  is  price.  Sources  close  to  the 
company  claimed  that  the  new 
Alpha-based  DigitalServers  will 
be  much  less  expensive  than  Dig¬ 
ital’s  current  AlphaServer  line. 

“Digital  is  getting  very  aggres¬ 
sive  with  Windows  NT  on 
Alpha,”  said  Terry  Shannon,  an 
Ashland,  Mass.-based  analyst  and 
author  of  the  “Shannon  Knows 
DEC”  newsletter. 

The  DigitalServers  will  range 


from  basic  workgroup  boxes  to 
high-end  enterprise  machines. 

The  base  price  of  an  entry 
Alpha-based  DigitalServer,  the 
3300,  will  probably  be  about 
$4,000;  the  midrange  box,  the 
5300,  will  cost  about  $7,000.  The 
Pentium  boxes  will  be  a  little  less 
expensive  than  the  Alpha 
machines,  sources  said. 

Shannon  also  said  Digital 
“will  swallow  its  pride”  and  issue 
Alpha-based  chips  that  will  be 
“lobotomized”  and  unable  to 
work  with  Digital  Unix  and 
OpenVMS  servers.  The  NT-only 
chips  will  reportedly  be  less 
expensive  thatway. 

Digital  will  continue  with  its 
AlphaServer  line,  which  runs 
OpenVMS  and  Digital  Unix. 

New  AlphaServer  offerings 
will  fall  into  four  categories, 
Shannon  said.  There  will  be 
one-  to  two-processor  workgroup 
servers;  one-  to  four-processor 
midrange  boxes;  high-end  mid¬ 
range  servers  with  up  to  eight 
chips;  and  enterprise  servers 
handling  between  eight  and 
32  chips. 

Wildfire  to  spread 

The  technological  peak  of  the 
year  for  Alpha-based  servers  will 
be  the  introduction  of  “Wild¬ 


fire,”  a  box  that  now  is  in  proto¬ 
type  form  and  should  ship 
before  year-end,  Shannon  said. 
Wildfire  will  offer  up  to  32  pro¬ 
cessors  and  1 28G  bytes  of  RAM. 

Wildfire  will  be  built  around 
motherboards  containing  eight 
CPUs  each;  the  boards  will 
at-tach  via  peer-to-peer  cross¬ 
bar  switches,  Shannon  said.  This 
architecture  ultimately  will  allow 
Wildfire  to  hold  as  many  as 
100  chips. 

Clustering  with  Microsoft 

Later  this  month,  Digital  also 
will  be  announcing  its  new  NT 
clustering  strategy.  Working 
closely  with  Microsoft  Corp., 
Digital  will  integrate  high-end 
OpenVMS  clustering  technol¬ 
ogy  with  Microsoft  Cluster 
Server,  said  Phil  Cahan,  market¬ 
ing  manager  for  Digital’s  NT 
clustering  and  Windows  NT 
products. 

Right  now,  Microsoft’s  Clus¬ 
ter  Server  software  enables 
users  only  to  do  simple  func¬ 
tions,  such  as  enabling  the  link¬ 
up  of  two  servers  for  failover 
operations. 

Cahan  said  that  with  Digital’s 
OpenVMS  technology,  NT  will 
be  able  to  exploit  clustering 
potential  much  more  efficiently, 


although  much  of  the  technol¬ 
ogy  will  have  to  wait  until  Micro¬ 
soft’s  NT  Enterprise  Server  5.0 
comes  out  late  this  year  or  some¬ 
time  in  1999.  Sources  said  Digital 
will  soon  announce  that  it  will 
be  rolling  out  preconfigured 
server  systems  ready  for 
clustering. 

Among  the  functions  to  be 
added  will  be  job  scheduling,  a 


New  Oak 

Continued  from  page  8 

view.  “We  were  telling  them, 
‘You  don’t  know  me,  but  we’re 
building  something  cool,’  ”  Pin- 
cince  said. 

They  worked  hard  to  meet 
project  deadlines.  Pincince  and 
Boudreau  routinely  bought  take¬ 
out  food  and  served  it  themselves 
to  fuel  late-night  work.  Nobody 
wanted  to  come  in  Monday 
morning  and  say  they  failed  to 
meet  their  work  goal,  and  that 
motivated  people  to  work  harder 
and  longer. 

After  one  deadline,  everyone 
piled  into  a  bus  and  went  to  Fen¬ 
way  Park  for  a  Red  Sox  game. 
There,  Boudreau,  Pincince  and 
CEO  Jeff  McCarthy  hustled  back 
and  forth  to  the  concession 
stands  ferrying  beer  and  hot 
dogs  for  the  others. 

Last  September,  New  Oak 
lifted  the  cloak  of  secrecy  and 


mainframe-style  application  that 
allows  users  to  distribute  applica¬ 
tions  over  multiple  servers. 

There  also  will  be  enter¬ 
prise-level  data  sharing  and  stor¬ 
age  applications  added,  to  in¬ 
crease  reliability  and  availabil¬ 
ity  of  servers.  Sources  said  dis¬ 
aster  tolerance  capacity  would 
be  announced  for  NT  later 
this  year.  ■ 


announced  what  the  company 
was  up  to. 

Soon,  Bill  Hawes,  Bay’s  chief 
technical  officer  who  already 
knew  Pincince,  was  sniffing 
around.  The  box  fit  into  Bay’s 
scheme  for  remote  access. 

Suddenly,  they  were  talking 
price,  $156  million,  and  a  prom¬ 
ise  to  keep  running  the  company 
the  way  they  had.  New  Oak 
accepted.  Everyone  who  worked 
at  New  Oak  did  well. 

One  worker  told  his  son  to 
apply  to  any  college  he  wanted; 
the  family  could  afford  it. 
Another  realized  he  no  longer 
had  to  buy  a  used  minivan;  he 
could  buy  a  new  one. 

Pincince  went  home  and 
drank  champagne  but  was  back 
on  the  job  the  next  day.  He 
wouldn’t  say  how  much  of  the 
$156  million  is  his,  but  Pincince 
said  it’s  enough  to  let  him 
splurge  on  his  wife  and  daughter 
as  well  as  see  if  he  can  find  a  black 
Porsche  with  his  name  on  it.  ■ 
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With 

wire-speed  switching  and 
scalable  architecture,  the 
Millennium  4000  provides  the  industry’s 
first  seamless  solution  to  migrating  current 
FDDI  backbones  to  Gigabit  Ethernet  -  and  you 
don’t  have  to  empty  the  wiring  closet  to  get  it. 

The  XLNT  Millennium  is  the  first,  best,  and  only  FDDI- 
to-GbE  switching  solution  Featuring  lo/iooMbps 
Ethernet,  1000Mbps  Ethernet  and  FDDI.  Other  GbE 


Finally,  a  common  sense 
approach  to  your  network. 


products  require  a  ‘Forklift  Upgrade’,  forcing  you  and 
your  network  to  start  from  scratch.  Millennium  gives 
you  the  power  of  Gigabit  Ethernet  on  your  existing 
network  right  now.  It’s  smart,  it’s  sensible,  and 
it  couldn’t  be  any  easier. 


Millennium  -  The  common 
sense  choice. 


The  Millennium  Gigabit  Ethernet  Switch  has: 


Five  slot  chassis 


•  FDDI 

•  10/100  Ethernet 

•  Gigabit  Ethernet 

•  Dual  Homing 

•  Redundant  power  supplies 

•  Hot  swappability 

•  64  Gbps  Backplane 

Millennium  is  a  registered  trademark  of  XLNT.  ©  1 997  XLNT.  All  rights  reserved. 


Making  Your  Network. 


To  find  out  more  about  XLNT,  visit  our  website  at  xlnt.com  or  call  1-619-487-9320. 


GIGABIT  ETHERNET  SWITCH 


Your  livelihood  depends 


on  web  application  access. 


Location:  I  http:  //www.  micros* 
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Server  Too  Busy 
Connectioii  Timed  Out 
Service  Unavailable 
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This  should  liven  things  up. 


Introducing  ClusterCATS; 
SmartCluster"  software  for  reliable 
and  rapid  access  to  business-critical 
distributed  web  applications. 


Tech  support 
lines  ringing  off  the 
hook.  Skyrocketing 


blood  pressure.  Utter  chaos.  Your  office  might 
just  be  the  "liveliest"  spot  in  the  whole  company. 
But  what  if  you  could  give  your  users  fast,  reli¬ 
able  access  to  distributed  web  applications, 
dynamic  content  and  transactions? 

You  can.  With  Bright  Tiger  ClusterCATS 
Content,  Application  and  Transaction  Smart  clus¬ 
ter  software  for  distributed  servers.  ClusterCATS 
builds  SmartClusters  that  quickly  detect  and  intel¬ 
ligently  shield  users  from  failed  or  busy  servers, 
slow  networks  (LAN  and  WAN),  and  failed  appli¬ 
cations  and  databases.  ClusterCATS  tracks  server 
status,  net  trip  time  to  users,  and  content,  appli¬ 
cation  and  database  availability.  And  it  selec¬ 
tively  distributes  and  synchro-  Q2 s. 
nizes  content  to  provide  smart  V  * 

j  X  < 

redundancy  and  rapid  access.  ~  - 

ClusterCATS  uses  this  intel¬ 
ligence  to  direct  users  -  in  real 
time  -  to  the  closest,  least-loaded  server  with 
available  resources.  So  they  never  see  "Service 
Unavailable,"  or  "Connection  Timed  Out." 

It's  no  wonder  ClusterCATS  won  the  Best  of 
Networld+lnterop  award. 

To  get  the  whole  story  including  a  white 
paper  on  building  and  managing  your  distrib¬ 
uted  web  application  infrastructure,  visit  us  at  our 
website,  www.brighttiger.com/iwpaper  or  call 
1-888-655-0288,  ext.  173. 

Because  your  day  is  lively  enough. 


BrightTiger 


©1997  Bright  Tiger  Technologies.  All  rights  reserved. 

ClusterCATS  and  SmartCluster  are  registered  trademarks  of  Bright  Tiger  Technologies. 
All  other  trademarks  are  the  property  of  their  respective  holders. 


Briefs 


■  NBase  Communications 

has  dropped  the  price for  its 
MegaSwitch  NH  234 from 
$117 per  port  to  $88  per  port. 
NBase,  which  analysts  said  has 
one  of  the  most  complete  LAN 
sviitchingproduct portfolios  in 
the  industry,  will  sell  the  Mega- 
Switch  NH  234  for  $2,995,  $500 
less  than  the  original  $3,495 
price. 

The  NH 234  is  a  midrange 
stackable  workgroup  switch  that 
offers  32 10M  bit/sec  ports  and 
two  100M  bit/sec  uplinks. 

■  Intel  Corp.  has  hired  64 
hardware  design  engineers  from 
NCR  Corp.  to  bolster  its  enter¬ 
prise  server  division.^  is 

ceding  its  basic  chip  develop¬ 
ment  division  to  Intel,  but 
expects  to  purchase  the  Intel 
eight-way  server  technology 
when  it  becomes  available. 

Intel  will  now  have  a  pres¬ 
ence  in  South  Carolina;  the 
newly  hired  engineers  will  stay 
put  to  form  the  Intel  Columbia 
Design  Center. 

■  Cabletron  Systems,  Inc. 

last  week  announced  its  Smart- 
Switches  have  passed  speed, 
interoperability  and  reliability 
testing,  qualifying  them  for  use 
in  the  U.S.  Navy’s  Information 
for  the  21st  Century  project.  The 
project  will  upgrade  the  network 
architectures  for  the  Atlantic  and 
Pacific  fleets. 


Cabletron’s  SmartSwitches  have 
passed  the  Navy ’s  tests. 


Two  SmartSwitch  6000s 
passed  tests  for  plug-and-play 
installation,  quick  device  loca¬ 
tion  and  true  multivendor  ATM 
interoperability  via  Private  Net- 
work-to-Network  Interface 
(PNNI). 


[jocal  Networks  _ 
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OneBOX  switch  combines  ATM,  Fast  Ethernet 


By  Robin  Schreier  Hohman 

C0MNET  leys“ 

OneBOX  Net¬ 
works,  Inc. 
will  announce  a  new  1 6-port  Fast 
Ethernet  IP-virtual  LAN  switch 
with  an  ATM  uplink  at  next 
week’s  ComNet  ’98  in  Washing¬ 
ton,  D.C. 


The  ON-516Awillbe  the  com¬ 
pany’s  second  product  to  ship, 
and  is  designed  for  workgroup 
applications  that  demand  high 
performance  and  for  large  com¬ 
puter  and  carrier  companies. 

The  product,  which  is  essen¬ 
tially  a  hub,  switch,  router  and 
firewall  in  one  box,  is  slated  to 
sell  forjust  under  $1 0,000. 

The  ON-516A  features  16 
half/full-duplex,  autosensing 
ports  and  will  be  able  to  accom¬ 
modate  wire-speed  100M  bit/sec 
IP  switching  on  all  16  ports 
simultaneously,  the  company 
claimed. 

The  ON-516A  also  supports 
up  to  64  subnet  IP  VLANs  and 
has  a  Java-based  Web  browser 
network  management  interface 
with  SNMP  and  Remote  Moni¬ 
toring  (RMON)  support.  Its 
throughput  capacity  is  3.5  mil¬ 
lion  packet/sec  on  the  switch 
side  and  155M  bit/sec  OC-3 


support  over  the  ATM  uplink, 
which  is  based  on  a  dedicated 
processor. 


“OneBOX  is  not  producing 
just  a  fast  bridge  and  calling  it  a 
switch,”  said  Martha  Young,  an 
analyst  at  Cutting  Edge  Informa¬ 
tion  Group,  in  Boulder,  Colo. 
Young  pointed  out  that  the 
ON-516A’s Java-based  Web  man¬ 
agement,  RMON  support  and 
VLAN  capabilities  will  make 
the  unit  attractive  to  IS  man¬ 
agers  who  need  the  raw  power 
but  may  not  be  on  site  to  trouble¬ 
shoot. 

OneBOX,  which  started  life 
as  OfficeNet  in  September  1 996, 
changed  its  name  to  OneBOX 
Networks,  Inc.  ayear  later.  In  the 


company’s  early  stages,  during 
research  and  development,  the 
company  developed  the  ON- 
100,  an  eight- 
port,  10/  100M 
bit/sec  switch, 
for  an  Internet 
service  pro¬ 
vider.  The  prod¬ 
uct  was  so 
successful  that 
founders  Paul 
Singh  and  AI 
Cummins,  both 
formerly  of 
Micom  Systems, 
decided  to  add 
Java-based  Web 
management, 
increase  the  raw  speed  and 
release  the  product  commer¬ 
cially. 

One  of  its  First  customers  was 
in  Massachusetts,  at  the  town- 
owned  Shrewsbury  Electric 
Light  Department  and  Shrews¬ 
bury  Community  Cablevision. 
Shrewsbury  Ligh  1 8c  Cable ,  as  it  is 
known,  has  been  using  two  ON- 
1 00s  for  nearly  two  years,  accord¬ 
ing  to  Fran  Paika,  manager  of 
engineering  and  computer  ser¬ 
vices.  He  uses  one  to  separate 
traffic  on  two  Synchronous  Opti¬ 
cal  Network  (SONET)  rings, 
and  the  other  to  get  out  to  the 


PROFILE:  ONEBOX  NETWORKS,  INC. 

Headquarters:  Westlake  Village,  Calif. 

Founded:  September  1996  (as  OfficeNet,  changed 
name  last  September) 

President/CEO:  Paul  Singh,  founder  of  Memotec, 
previously  at  Micom  Systems 

Funding:  $3.5  million  to  date  out  of  a  total 

$6.5  million  committed  by  Amerscan  III 
Employees:  30 

Products:  An  all-in-one  solution  for  hubs,  routing, 
switching  and  firewall 


Internet. 

“When  we  wanted  to  go  to 
Internet  service,  that  was  the 
only  unit  that  could  do  every¬ 
thing.  It  could  route,  it  could 
switch  and  it  could  send,”  Paika 
said.  Shrewsbury  Light  &  Cable 
serves  about  12,000  power  cus¬ 
tomers  and  about  12,000  cable 
customers. 

Paika,  who  said  he  is  very  satis¬ 
fied  with  the  company  and  the 
product,  said  he  would  consider 
upgrading  to  the  ON-516A  if  he 
could,  but  he  first  has  to  move 
the  network  up  to  Fast  Ethernet. 

OneBOX  plans  to  begin  ship¬ 
ping  the  ON-516A  next  month. 
The  company  will  introduce  the 
ON-516G,  a  similar  product  with 
a  Gigabit  Ethernet  uplink,  at 
NetWorld+Interop  in  May.  Pric¬ 
ing  for  that  product  was  not 
available.  OneBOX  also  will  pro¬ 
duce  a  model  without  a  Gigabit 
Ethernet  or  ATM  uplink  for 
$4,950. 

©OneBOX:  (888)  663-2698 


|  Go  online  for  separate  reviews 
1  and  Buyer’s  Guides  for  100M 
|  bit/sec  switches  and  ATM 
E  backbone  switches. 


HP  print  server  catches  Fast  Ethernet  wave 

Server  works  on  a  variety  of  operating  system  platforms. 


By  Marc  Songini 

Palo  Alto,  Calif. 

Hewlett-Packard  Co.  an¬ 
nounced  that  it  has  added  Fast 
Ethernet  capability  to 
its  JetDirect  print 
server  line. 

HP’s  new  JetDirect 
300X  external  print 
server,  along  with  the 
company’s  Web  JetAd- 
min  3.0  management 
software,  is  designed  to 
help  IT  managers 
migrate  their  networks 
to  Fast  Ethernet.  The 
server  also  supports 
lOBase-T  Ethernet  environ¬ 
ments  and  can  autonegotiate 
between  lOBase-T  and  Fast 
Ethernet. 


The  company  claims  the 
product  will  work  with  HP’s  and 
other  vendors’  printers.  HP 
already  offers  print  servers  for 


The  new  HPJetDlrect300 X  print  server  allows  for  a 
Fast  Ethernet  transition. 


token  ring  and  lOBase-T  Ether¬ 
net  networks. 

A  print  server,  usually  just  a 
CPU  with  a  storage  disk,  gener¬ 


ally  controls  one  or  more  print¬ 
ers  in  a  network. 

The  300X,  which  is  the  size  of 
a  videocassette,  has  a  small  built- 
in  light  display  to  tell  IT  manag¬ 
ers  if  they  are  connecting  to 
a  lOBase-T  or  Fast  Ethernet 
network. 

This  is  particularly  useful  for 
companies  still  in  transition 
from  Ethernet  to  Fast  Ethernet, 
the  company  claimed. 

“IT  managers  have  lOBase-T 
and  100Base-TX  workgroups 
in  the  same  area  of  the  building, 
and  what  this  does  is  make  it 
easier  when  they  hook  up  the 
print  server,”  said  Dani  Wein¬ 
stein,  worldwide  product  man¬ 
ager  for  JetDirect.  Managers 
do  not  have  to  go  tracing 


the  wires  to  verify  which 
speed  connection  they  are 
working  on. 

HP  emphasized  that  printer 
connectivity  and  management 
can  reduce  ownership  costs  in 
network  printing. 

Flash  in  the  RAM 

The  300X  also  has  2M  bytes  of 
flash  memory  for  software 
upgrades.  With  the  Je Admin 
software,  IT  personnel  can 
remotely  discover,  configure  and 
manage  printers  on  their  net¬ 
work. 

The  300X  works  with  a  variety 
of  operating  systems,  including 
Windows,  OS/2  and  Unix. 

TheJetDirect  300X  costs  $299 
and  will  begin  shipping  on  Feb. 
1.  Web  Je  Admin  3.0  is  available 
now  and  can  be  downloaded  off 
the  www.hp.com/go/webjetad- 
minsite. 

©HP:  (800)  430-9442 
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Local  Networks 


RED  WINDOWS 


Did  I  mention  you  need  to  plan? 


Occording  to  a  report  issued  last 
week  by  International  Data  Corp., 
10%  of  the  new  operating  systems  sold  in 


1997  were  either  DOS  or  DOS  with  Win¬ 
dows  3.  IX.  That’s  more  than  seven  mil¬ 
lion  copies  of  DOS!  It’s  also  a  half  million 


more  copies  of  DOS  than  Windows  NT 
workstation! 

A  number  of  people,  it  appears,  are 
waiting  for  Windows  98  or  NT  5  worksta¬ 
tion  before  upgrading.  That’s  not  a  good 
idea.  Windows  98  gives  you  nothing  that’s 
not  available  to  you  right  now,  today,  in 
Windows  95.  NT  5  may  not  be  ready  for 
you  to  roll  out  until  mid-1999,  while  NT  4 


workstation  is  a  solid,  robust  operating 
system  you  can  use  today. 

Another  reason  given  is  that  corpora¬ 
tions  are  forestalling  rewriting  Windows 
3. 1  code  for  Windows  95  because  of  a  lack 
of  time  and  money.  But  99%  of  Windows 
3. 1  applications  will  run  —  unchanged  — 
on  Windows  95.  True,  they  won’t  take 
advantage  of  Windows  95,  but  they  won’t 
suffer  either. 

A  third  reason  given  is  that  companies 
are  concentrating  on  Year  2000  problems, 
spending  their  money  on  consultants  and 
programmers  to  correct  deficiencies  in 
their  current  applications. 

So  as  I  understand  it,  people  can’t 
afford  to  upgrade  applications  to  Win95/ 
WinNT  because  they’re  spending  too 
much  money  finding  and  correcting  Year 
2000  problems  in  these  old  applications. 
See  the  catch?  Ifyou’re  rewriting  in-house 
applications  for  Year  2000,  why  not 
rewrite  them  as  32-bit  Win95/WinNT 
apps  at  the  same  time? 

If  the  problem  is  third-party  applica¬ 
tions,  upgrade  to 
the  latest  Win95/ 

WinNT  versions  — 
and  correct  the  Year 
2000  problems  at 
the  same  time.  If 
there  aren’t  32-bit 
versions,  start  look¬ 
ing  for  new  vendors. 

What’s  the  real  Davs  Kearns 
problem?  People 

haven’t  been  planning.  You’ve  known 
about  the  Year  2000  problem  for  years. 
You’ve  been  told  (repeatedly)  that  Win¬ 
dows  NT  workstation  is  your  best  choice  as 
a  general  purpose  desktop  operating  sys¬ 
tem  for  business.  You’ve  known  about 
Windows  95  for  three  years  and  have  had 
plenty  of  opportunity  to  switch  to  it  as  a 
transition  to  Windows  NT  workstation. 
Yet,  people  who  should  know  better  are 
buying  outdated  operating  systems  so 
they  can  continue  to  run  outdated  appli¬ 
cations,  and  they’re  spending  big  money 
addingYear  2000  fixes  to  them. 

Hindsight  is  20/20,  says  the  old  cliche, 
but  foresight  is  a  lot  less  expensive. 

Kearns,  a  former  network  administrator,  is 
a  freelance  writer  and  consultant  in  Austin, 
Texas.  He  can  be  reached  at  wired @ 
vquill.com. 

Tip  of  the  week 

If  you ’ve  had  the foresight  to  move  to  Win¬ 
dows  95  or  NT  workstation,  there’s  a  new 
tool  available  to  centrally  manage  large 
numbers  of  Windows  95  and  NT  Regis¬ 
tries.  IntraSoft,  Inc.  ’s  Key  Vision  server/ 
agent  tool  will  provide  —  for  the first  time 
—  centralized  monitoring,  management 
and  administration  of  as  many  as  500 
Windows  95  and  NT  Registries  from  one 
server.  It  does  this  by  keeping  all  registry 
entries  in  an  OpenDatabase  Connectivity- 
compliant  database,  making  them  accessi¬ 
ble  to  the  administrator  through  one 
interface.  Find  out  more  at  the  Web  site 
www.  key  vision,  com/. 


DSL  has  fast  captured  the  networking  community’s  interest  as  a 
possible  solution  to  the  throughput  bottlenecks  that  plague 
today’s  access  networks.  DSL  holds  tremendous  potential  for 
providing  high  speed  network  access  but  like  any  new 
technology,  there  are  potential  pitfalls.  There  is  also  a  strong 
business  case  for  DSL  in  certain  environments.  The  key  is 
knowing  when  and  what  type  of  DSL  to  deploy  to  meet  your 
networking  requirements  and  how  this  emerging  family  of 
technologies  fits  into  your  present  remote  access  strategy. 

High  Speed  Remote  Access  Solutions  with  xDSL  will 
assist  service  providers,  network  managers,  system  integrators 
and  end  users  in  the  assessment  of  this  revolutionary  new 
broadband  access  technology.  This  one-day  seminar  is  taught 
by  leading  DSL  consultant  Beth  Gage  of  TeleChoice,  Inc.  The 
seminar  will  provide  a  thorough  analysis  of  the  emerging  DSL 
technologies  and  how  they  will  compare  to  tried  and  true 
remote  access  solutions  like  ISDN  and  analog-dial  up. 

in  addition  you  will  learn  the  difference  between  each  of  the 
xDSL  offerings,  which  applications  they  support  and  when  they 
may  be  available  in  various  service  areas.  Find  out  how  xDSL 
differs  from  today's  remote  access  service  offerings  and  which 
xDSL-enabled  services  wiii  be  offered  first  and  from  whom. 

High  Speed  Remote  Access  Solutions  with  xDSL  will 
provide  you  with  the  facts  necessary  to  evaluate  DSL  and  make 
informed  decisions  on  integrating  it  into  your  network  without 
jeopardizing  investments  in  existing  remote  access  equipment 
and  services. 


1.  Learn  the  xDSL  basics  and  how  to 
match  the  different  technologies  to  new 
and  emerging  applications. 

2.  Understand  the  differences  between 
DSL  and  access  solutions  such  as  56k 
modems,  T1,  ISDN  BRI  and  PR1,  and 
learn  how  they  will  coexist  in  the 
marketplace. 

3.  Analyze  the  benefits  and  limitations  of 
using  transport  technologies  such  as 
ATM  and  Frame  Relay  with  DSL. 

4.  Explore  how  xDSL  products  differ  and 
which  to  choose  for  your  application. 

5.  Learn  how  the  DSL  market  is  going  to 
grow  globally  and  at  what  rate. 

6.  Look  at  the  business  case  for  xDSL 
which  service  offerings  provide  the  best 
bandwidth  for  the  buck  and  when  does 
it  make  sense  to  migrate  from 
traditional  services  to  xDSL 


7.  Review  service  offerings  that  are  avail¬ 
able  today  and  learn  how  network 
managers  are  using  xDSL  to  meet 
their  company  needs. 

8.  Understand  how  DSL  affects  the 
Customer  Premises  -  what  are 
special  wiring  requirements,  CPE 
functionality  and  form  factors. 

9.  Learn  the  steps  for  deployment,  how 
to  contact  a  service  oroviderfsk 
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negotiate  service  contracts  and  if 
service  level  agreements  are  available. 

10.  Review  the  top  10  questions  to  ask  a 
service  provider  about  xDSL  services. 

11.  Explore  what  new  and  future  product 
enhancements  will  further  the  case 
for  DSL 

12.  Discover  what  drivers  may  ensure 
DSL’s  success  and  what  potential 
deployment  obstacles  may  slow  its 
advent 
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TECHNICAL  SEMINARS 


Presenter 

Beth  Gage 

TeleChoice,  Inc. 


Remote  Access  Solutions 


Seminar  Overview 


12  Key  Benefits  of  Attending 


■  Comprehensive  seminar  workbook 

■  Complimentary  two-month  subscription  to 

The  TeleChoice  Report  on  xDSL  —  a  monthly  report 
devoted  to  coverage  of  the  xDSL  industry 
Luncheon  and  break  refreshments 
9$  Opportunity  to  visit  with  leading  DSL  vendors 

All  of  the  above  included  in  your  $450  registration  fee 
Note:  If  you  can't  attend,  call  us  and  order  this  informative  and: 
useful  attendee  materials  kit  for  just  S99! 


. 


AUTOMATED  FAX-BACK  INFORMATION  AVAILABLE  BY  CALLING  (800)756-9430  CODE  #80. 


Register  today  for  the  seminar  nearest  you! 

(800)643-4668  •  www.nwfusion.com/seminars 


If  you  are  interested  in  sponsorship  opportunities,  please  call  508/820-7520. 
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Briefs 


■  IBM  last  week  shook  up  some 
of  its  top  management  after 
the  head  of  its  Global  Services 
Division,  Dennie  Welsh,  took  a 
medical  leave  of  absence. 

Sam  Palmi- 
sano,  who  ran 
the  Personal 
Systems  group 
that  includes 
PCs  and  net¬ 
work  comput¬ 
ers,  will  take 
over  for  Welsh. 
David  Thomas 
of  the  Global 
Industries 
group  will  replace  Palmisano. 

Linda  Sanford,  head  of  the  Sys¬ 
tem  390/Division,  succeeds 
Thomas.  David  Carlucci,CIO  and 
vice  president  of  business  trans¬ 
formation  for  IBM,  will  step  into 
Sanford’s  shoes.  IBM  will  name 
Carlucci’s  replacement  later  this 
month. 

■  Compuware  Corp.  last 
week  announced  that  its  Eco- 
Tools  application  manage¬ 
ment  software  now  supports  Sun 
Microsystems,  Inc.  ’s  Ultra  work¬ 
station  line.  Support  for  Ultra 
workstations  will  allow  EcoTools 
users  to  gauge  the  performance  of 
applications  that  run  on  the  Sun 
workstations. 

Compuware  also  said  EcoTools 
now  offers  management  of  Lotus 
Development  Corp.  ’s  Lotus  Notes, 
SAP  R/3,  People  Soft,  Inc.  and 
Oracle  Corp.  applications.  Cus¬ 
tomized  EcoTbols  agents  monitor 
the  health  and  availability  of 
servers  and  databases  running 
the  applications. 

©  Compuware:  (810)  737-7300 

■  Callisto  Software  this 
week  will  announce  the  latest 
version  of  its  Orbiter  software  for 
managing  mobile  users.  Orbiter 
1.1  can  analyze  changes  to  re¬ 
mote  clients,  run  virus  scans  and 
optimize  disks  in  the  background 
when  the  remote  user  dials  in 

to  the  corporate  site  to  collect 
e-mail.  Orbiter  runs  on  Windows 
NT  servers  and  Windows  95  cli¬ 
ents.  The  server  costs  $5,000,  and 
clients  range  from  $3, 750 for  25 
to  $100,000 for  1,000. 

©  Callisto:  (630 )  682-8200 


Linda  Sanford  is 

leavingmain- 
frames for 
industry  sales. 


Internetworks 


Covering:  TCP/IP  •  SNA  •  Network  Management 
Muxes,  Routers  and  WAN  switches  •  Remote  Access 


Ariel  can  slip  24  modems  onto  a  single  PCS  card 

New  modem  card  hardware  converts  NT  servers  into  remote  access  servers  in  about  15  minutes. 


By  Tim  Greene 

Cranbury,  N.J. 

Ariel  Corp.  has  made  it  easier 
to  support  dial-up  remote  access 
in  Windows  NT  server-based  net¬ 
works. 

Next  week  at  the  ComNet  ’98 
conference  in  Washington,  D.C., 
Ariel  will  introduce  the  newest 
version  of  its  PCI  modem  cards, 
RASCAL  2000,  which  squeezes 
24  modems  onto  a  single  PC 
server  board. 

A  PC  server  running  Micro¬ 
soft  Corp.’s  NT  Remote  Access 
Services  can  be  upgraded  with 
the  card  to  send  and  receive  56K 
bit/sec  modem  or  ISDN  calls, 
eliminating  the  need  for  stand¬ 
alone  modem  banks  or  more 
expensive  dedicated  remote 
access  boxes. 


The  RASCAL  2000  single  PCI  card  from 
Ariel  contains  2456K  bit/ sec  modems. 


The  device  can  be  installed 
in  about  45  minutes  by  some¬ 
one  with  moderate  knowledge 
of  phone  systems,  according 
to  Chick  Green,  MIS  manager 
for  GT  Development  Corp., 
a  truck  parts  manufacturer  in 
Seatde.  He  uses  Ariel’s  two- 
card  predecessor  to  the  RASCAL 
2000. 

RASCAL  2000  contains  a  line- 
termination  unit  (for  terminat¬ 
ing  calls  from  a  T-l  or  Primary 
Rate  Interface  ISDN  line),  an 
ISDN  controller  and  24 
modems. 

RASCAL  2000  does  in  one 
slot  what  its  predecessor,  RAS¬ 
CAL  1000,  took  two  slots  to 
do.  Since  last  fall,  when  Ariel 
introduced  RASCAL  1000, 
modems  and  line-termination 
interfaces  have  been  made 
smaller. 

The  Power  PC  processor 
supplies  most  of  the  process¬ 
ing  power  the  card  needs.  The 


rest  is  supplied  by  tapping  about 
2%  of  the  host-server  CPU 
power. 

The  card  can  be  installed  in 
15  minutes  by  a  network  engi¬ 
neer  already  familiar 
with  NT  who  has  the 
technical  knowledge  to 
install  an  Ethernet  card, 
claimed  Stephen  Cur¬ 
tin,  Ariel’s  marketing  manager. 

RASCAL  2000  requires  a 
server  running  NT  RAS  4.0  or 
higher  with  at  least  a  90-MHz 
Pentium  processor,  a  PCI  slot, 
48M  bytes  of  RAM  and  support 


for  a  T-l  line.  Server  Pack  3.0  also 
is  recommended. 

The  server  also  must  have 
dual  fans  to  handle  heat  from 
the  card.  The  company  said  a 
typical  server  that 
already  has  such  a  fan 
can  support  at  least  two 
of  the  cards  without 
overheating. 

RASCAL  2000  administra¬ 
tion  is  not  as  fully  featured  as 
that  available  on  chassis-based 
remote  access  servers  from  other 
vendors  such  as  3Com  Corp., 
Ariel  Chairman  and  CEO 


Anthony  Agnello  said.  But  Ariel 
is  working  on  beefing  up  those 
offerings  for  a  future  release, 
Agnello  said.  Most  of  the  admin¬ 
istration  features  rely  on  NT  RAS 
administrative  capabilities. 

RASCAL  administration  soft¬ 
ware  lets  users  dial  in  to  mon¬ 
itor,  reset  or  bring  up  mo¬ 
dems  on  a  card.  Each  modem 
can  be  set  for  dial  in,  dial  out 
orboth. 

Now  in  beta  test,  RASCAL 
2000  ships  next  month,  and  is 
priced  at  aboutfil  1,000. 

©Ariel:  (609)  860-2900 


O0MNET 

\sman 


Big  Blue:  Master  of  networking  patent  domain 


By  Marc  Songini 

Armonk,  N.  Y. 

IBM’s  research  and  develop¬ 
ment  efforts  may  yet  restore  it  to 
the  leadership  role  in  network¬ 
ing  that  it  enjoyed  in  its  heyday. 

Last  year,  IBM  made  major 
breakthroughs  in  copper  chip 
and  storage  disk  technology  and 
filed  for  700  patents  for  network- 
related  technology,  said  Mar¬ 
shall  Phelpsjr.,  vice  president  of 
intellectual  property  and  licens- 
ingatlBM. 

Some  observers  had  feared 
that  a  billion-dollar  cutback  last 
year  in  Big  Blue’s  research  and 
development  budget  would  lead 
to  technology  stagnation  and 
less  innovation. 

For  the  past  half  decade,  IBM 
has  held  the  top  spot  for  the  vol¬ 
ume  of  patents  granted.  In  1997, 
Big  Blue  had  300  more  technol¬ 
ogy  breakthroughs  than  other 
networking  companies.  NEC 
came  in  second  with  1 ,095. 


Get  more  online: 

•  Links  to  some  of 
the  more  peculiar  patents 

•  A  link  to  the  U.S.  Patent  and 


Trademark  Office’s  patent 
look-up  database 


IBM:  FIRST  IN  PATENTS 

Here’s  how  a  few  network  companies  fared  in  the  patent  race  last  year. 


2,000 

1,500 

1,000 

500 

0 


SOURCE:  DATA  CORP.,  WILMINGTON,  N.C. 


Despite  this,  the  number  of 
patents  granted  in  1997  was 
down  to  1,724  from  1,867  in 
1996.  However,  Phelps  said,  that 
was  not  the  fault  of  IBM  but  of 
the  U.S.  Patent  and  Trademark 
Office,  which  experienced  a 
slowdown  in  1997. 

IBM  believes  greater  energy 
should  go  into  its  network  R&D 
effort,  especially  as  it  relates  to 
the  Internet,  Phelps  said.  This 
reflects  a  companywide  thrust  to 
make  IBM  the  premier  Web 
corporation. 

Special  rewards  were  given  to 
researchers  who  won  patents  in 
the  areas  ofjava,  high-speed  net¬ 
working,  security,  mobile  agent 
and  collaborative  computing 
technologies. 

Among  the  patents  granted 
was  one  for  “Immune  System  for 
Cyberspace,”  a  technology  that 
detects  and  eliminates  viruses  — 


known  and  unknown  —  in 
minutes. 

Two  patents  transform  text- 
based  messages,  such  as  e-mail, 
into  sound  via  radio  waves.  This 
allows  mobile  network  users  to 
remotely  listen  to  business  data 
in  places  such  as  their  cars  or 
homes. 

Another  new  technology  IBM 
is  developing  lets  a  Web  server 
monitor  how  many  hits  it 
receives  and,  based  on  that  infor¬ 
mation,  provide  greater  support 
to  the  most  popular  Web  pages. 

The  majority  of  the  patent 
filings  (500)  came  from  IBM’s 
Microelectronics  Division, 

which  produces  chips,  placing 
it  on  par  with  Intel  Corp.  in 
the  semiconductor  field,  IBM 
claimed.  IBM’s  Research  Divi¬ 
sion  follows  its  Microelec¬ 
tronics  Division  in  the  number 
of  patents  acquired.  ■ 
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N ext-generation  router  architectures 

New  ways  of  routing  the  Internet 


everal  router  start-ups  are  proposing  differ¬ 
ent  ways  to  combat  the  same  problem: 
Internet  scalability. 

With  traffic  on  the  Internet  doubling 
every  six  months,  all  of  the  start-ups  agree 
that  a  new  generation  of  gigabit  and  terabit  routers 
is  required.  Yet  they  differ  on  the  best  architectural 
approaches  to  achieve  gigabit  and  terabit  rates. 

Analysts  say  the  different  approaches  reflect  engi¬ 
neering  preference  rather  than  proven  advantage 
over  other  designs. 

“They’re  coming  at  it  from  different  angles 
depending  on  their  backgrounds,”  says  Brendan 
Hanigan,  an  analyst  at  Forrester  Research,  Inc.,  in 
Cambridge,  Mass.  “It’s  just  another  way  of  cracking 
the  same  nut.” 

Avici  Systems,  Inc.  is  pitching  a 
terabit  router  with  a  switch  fabric 
that  models  the  growth  of  the 
Internet.  Avici’s  Terabit  Switch 
Router  (TSR)  is  designed  to  scale 
from  600M  bit/ sec  to  multiple  ter¬ 
abit/sec  to  accommodate  the  geo¬ 
metric  growth  of  the  ’Net. 

“Scalability  is  our  biggest  differen¬ 
tiator,”  says  Avici  President  Surya 
Panditi. 

True,  TSR,  like  other  next-genera¬ 
tion  routers,  will  use  hardware-based 
routing,  forwarding,  multicasting 
and  quality  of  service  to  maintain 
gigabit  line  rates.  But  where  TSR  dif¬ 
fers  from  its  brethren  is  in  the  line 
cards. 

Each  TSR  line  card  sports  a  so- 
called  Direct  Connect  Fabric  (DCF) 
that  serves  as  a  70G  bit/ sec  router. 

Twenty  of  these  line  cards  will  fit  into 
a  rack-mountable,  dual-shelf  TSR 
chassis  with  a  passive  backplane. 

With  DCF,  each  line  card  adds  60G  bit/ sec  of 
switching  capacity  to  TSR.  In  a  fully  loaded  dual¬ 
shelf,  TSR  will  have  up  to  1 .4  terabit/sec  of  switch¬ 
ing  capacity.  Internet  service  providers  can  scale 
beyond  that  by  adding  more  TSR  shelves  and  line 
cards  to  their  equipment  racks. 

Another  player  in  the  terabit  router  game  is 
Pluris,  Inc.  Pluris  is  proposing  massively  parallel 
processing  to  solve  the  Internet  scalability  problem. 

The  Pluris  Massively  Parallel  Router  (MPR)  is  a 
collection  of  single-board  computers,  or  processing 
nodes,  attached  via  a  proprietary  data  interconnect. 

Each  MPR  processing  node  has  enough  memory 
and  processing  power  to  route  IP  packets  at  OC-12, 
or  622M  bit/ sec  speeds,  says  Vadim  Antonov,  chief 
technology  officer  and  vice  president  of  engineer¬ 
ing  at  Pluris. 

One  or  more  dedicated  processing  nodes  are 
used  for  processing  routing  protocols.  Every  pro¬ 
cessing  node  has  a  copy  of  the  forwarding  table. 


B  y  J  i  m  Du  ffy 

The  data  interconnect  is  a  patent-pending  “self- 
healing”  butterfly  switch  based  on  multiple  multigi¬ 
gabit  serial  communication  lines.  Pluris  chose  a 
butterfly  switch  to  achieve  linear  scalability, 
Antonov  says.  “Crossbar  switches  are  great  for  tele¬ 
phony  because  you  have  long-lived  connections.  If 
you  try  to  use  crossbar  switches  for  packets  you 
soon  discover  that  scaling  the  crossbar  kills  you,” 
he  says. 

Pluris  will  prototype  MPR  in  February  and  release 
it  in  the  second  half  of  this  year,  Antonov  says. 

Neo  Networks,  Inc.  is  another  proponent  of  mas¬ 
sively  parallel  routing.  Neo  claims  that  other  archi- 


AN  INTEGRATED  SERVICE  PLATFORM 

Next-generation  routers,  such  as  Argon’s 
GigaPacket  Node,  have  to  support  multiple 
access  methods  and  transport  technologies, 
such  as  ATM,  SONET  and  wavelength  division 
multiplexing  (WDM). 
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tectures  that  employ  fast  switching  fabrics  with  mod¬ 
ular  or  separate  route  processors  can  become 
bottlenecks  by  forcing  packets  to  take  multiple  trips 
through  the  switch  fabric.  They  also  can  leave  net¬ 
works  unprotected,  says  Mark  Cree,  Neo’s  vice  presi¬ 
dent  of  marketing. 

StreamProcessor  2400,  which  ships  in  the  second 
quarter  of  this  year,  is  a  16-slot  chassis  that  sports  a 
512G  bit/ sec  modified  crossbar  fabric,  seven  custom 
Application  Specific  Integrated  Circuits  (ASIC)  and 
more  than  1,000  Reduced  Instruction  Set  Com¬ 
puting  (RISC)  processors.  The  16  slots  can  hold 
four-  and  eight-port  Gigabit  Ethernet  modules  and  a 
four-port,  2.5G  bit/sec  OC-48  card. 

Multiple  chassis  can  be  linked  to  reach  terabit 
rates,  Cree  says. 

The  StreamProcessor  views  incoming  packets  as  a 
stream  of  bits  that  become  an  instruction  set  for  the 
massively  parallel  architecture.  Incoming  data  is 
parsed  and  directed  to  the  RISC  processors  for 
application  and  protocol  processing. 


While  one  processor  handles  application  and  pro¬ 
tocol  processing  for  the  data  stream,  another  per¬ 
forms  look-up,  queuing  and  prioritization  for  that 
stream.  This  massively  parallel  architecture  yields 
forwarding  performance  of  more  than  400  million 
frame/sec,  Neo  claims. 

One  start-up  that  does  not  see  the  need  to  move 
to  massively  parallel  routing  is  Torrent  Networking 
Technologies  Corp.  Torrent  believes  that  a  shared 
memory  switch  fabric,  coupled  with  ASICs  and  a  fast 
route  look-up  algorithm,  suffices. 

Torrent’s  IP9000  router  is  composed  of  three  ele¬ 
ments:  the  shared  memory  switch  fabric,  embodied 
in  eight-  and  16-slot  chassis;  forwarding  engines, 
which  are  10/100  Ethernet,  Gigabit  Ethernet  and 
ATM  modules  with  route  look-up 
and  packet  classification  ASICs  on 
each  port;  and  a  route  processor,  a 
stack-on  general  purpose  comput¬ 
er  for  routing  table  maintenance 
and  system  configuration. 

IP9000  is  designed  to  maintain 
a  fast  path  for  all  IP  traffic  by  tak¬ 
ing  the  route  processor  out  of  the 
forwarding  path.  The  route 
processor  uses  a  private  channel 
through  the  switch  fabric  to 
update  tables  on  forwarding 
engines  and  only  issues  updates 
when  changes  occur. 

Maintaining  an  entire  routing 
table  on  each  IP9000  port  instead 
of  caching  known  routes  helps 
eliminate  the  slow  path  altogether, 
Torrent  claims.  A  full  table  search 
is  performed  for  every  packet  at 
wire  speed.  This  avoids  the  non- 
deterministic  performance  of 
cache-based  searches  and  associat¬ 
ed  uncertainty  in  packet  latency,  according  to 
Torrent. 

The  search  results  include  the  output  port,  next- 
hop  router  address  and  also  any  stored  service  pro¬ 
files  to  be  applied  to  the  packet.  With  the  informa¬ 
tion  obtained  from  the  routing  table  search,  per- 
port  silicon  is  able  to  make  all  the  necessary  packet 
modifications,  including  queuing  and  priority  infor¬ 
mation,  before  presenting  the  packet  to  the  switch 
fabric  for  processing. 

This  helps  the  IP9000  scale  routing  to  tens  of  mil¬ 
lions  of  packet/sec,  Torrent  claims. 

Argon  Networks,  Inc.’s  GigaPacket  Node  router 
will  have  a  150G  bit/sec  ATM  switch  at  its  core, 
port-level  route  look-up  and  support  for  heteroge¬ 
neous  network  and  data  link  protocols. 

Nexabit  Networks  is  working  on  a  router  with  a 
2.5T  bit/sec  fabric  and  32  OC-48  interfaces.  The 
router  will  enter  beta  trials  in  June,  says  Gene 
Wahlberg,  senior  vice  president  of  sales  and  market¬ 
ing  at  Nexabit.  ■ 
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WE'D  LIKE  TO 
POINT  OOT  THE 
ONLY  COMPANY 
WITH 

STANOARRS-DASED 
VOICE  OVER  ATM. 

Only  one  company  can  deliver  standards-based 
VBR  voice  over  ATM  -  General  DataComm,  with  the 
GDC  APEX®  family  of  switches  and  concentrators. 

GDC  APEX  gives  the  world  the  new  VBR 
voice  over  ATM  standard  (AAL2),  smashing  the 
remaining  barriers  to  commercial  ATM. 

This  international  ITU-T  standard  is  the  first  for  voice 
interoperability. 

It  allows  bandwidth  to  be  assigned  dynamically  (rather 
than  statically)  according  to  actual  usage  of  each  phone  circuit. 

The  result?  Voice  service  costs  can  be  cut  by  up  to  50%  with 
minimal  investment  -  opening  up  new  revenue  opportunities. 

GDC  APEX  is  part  of  GDC’s  multi-service  product  line:  which  allows  you  to 
send  ATM,  frame  relay,  Ethernet,  circuit  emulation,  full  motion  video,  IP  and  voice 
services  through  the  same  network,  at  the  same  time. 

For  details  of  the  one  answer  to  voice  over  ATM,  or  to  receive  FREE 
independent  case  studies  examining  the  financial  benefits  of  the  GDC  APEX 
Voice  Service  Module,  call  1-610-437-5151,  or  1-800-794-8246  (toll-free) 
in  North  America. 

Or  visit  our  web  site  at  www.voiceofatm.com 


General  DataComm 


©  General  DataComm  Inc.  1997.  GDC  APEX  is  a  registered  trademark  of  General  DataComm  Inc 


Your  data  network  handles  a  lot  of  traffic 

Your  data  network  is  reliable 

Your  data  network  meets  your  current  needs 

Your  data  network  works  fine 

Your  data  network  is  a  multivendor  network 

You  want  reliable.  You  want  scalable.  You  want  manageable. 
You  want  Internetworking5"  from  Lucent  Technologies. 
A  comprehensive  strategy  of  multivendor  networking  that 
includes  products,  application  services  and  network  manage¬ 
ment  solutions  for  corporations  and  service  providers  alike. 

For  more  info,  call  the  pros  at  Lucent  Technologies. 


We  make  the  things  that  make  communications  work!” 


when  it's  up  and  running. 


but  not  as  reliable  as  your  voice  network 


but  what  about  your  future  needs? 


but  what  happens  when  it  doesn't? 


but  you  can't  manage  it  as  one. 


Carriers  &  ISP 


Briefs 


■  Sprint  Corp.  last  week  sold 
back  the  49%  stake  it  had  taken  in 
1993 in  the  French  company  Alca¬ 
tel  Alsthom's  Data  Networks 
unit.  The  price  was  not  disclosed. 
Sprint  uses  Alcatel  switches 
heavily  in  its  frame  relay  and 
ATM  networks,  though  Sprint’s 
new  frame  relay  offerings  with 
latency  guarantees  based  on  traf¬ 
fic  priority  run  over  Northern 
Telecom,  Inc.  switches  (WN,Aug.  4, 
1997,  page  6). 


■  The  Federal  Communica¬ 
tions  Commission  extended 
to  Feb.  26  the 
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deadlinefor 
personal 
communi¬ 
cations 
services 
(PCS)  C  block  wireless  licens¬ 
ees  to  notify  the  FCC  about  their 
payment  options.  The  original 
deadline  was  Jan.  15.  The  C  block 
licensees  have  three  options: 
continuing  with  their  install¬ 
ment  payment  plan,  returning 
half  of  their  spectrum  licenses 
with  half  of  their  debt forgiven  or 
returning  all  licenses  with  all  C 
block  debt forgiven  (but  any 
money  collected  before  March  31, 
1997  by  the  FCC  will  not  be 
returned).  The  FCC  also 
announced  that  it  will  reauction 
all  defaulted  or  returned  C  block 
licenses  on  Sept.  29. 


■  AT&T  suffered  a  nationwide  5 
1/2-hour  outage  in  Canada 

on  Friday,  Jan.  9.  The  outage 
lasted  from  about  11:30  a.m.  to 
about  5p.m.  EDT.  A  spokesman 
said  the  company  is  still  investi¬ 
gating  the  cause.  AT&T  Canada, 
which  competes  with  Bell  Canada 
in  Ontario  and  Quebec  and  domi¬ 
nant  provincial  carriers  else¬ 
where,  has  a  coast-to-coast 
fiber-optic  network  supplemented 
by  digital  microwave  facilities. 

So  far,  however,  it  has  brought 
up  only  one  of  four  planned 
Synchronous  Optical  Network 
( SONET)  self-healing  rings. 


Covering:  The  Internet  •  Interexchange  and  Local  Carriers 
Wireless  •  Regulatory  Affairs  •  Voice  Equipment 


MCI  to  offer  Visual  view  of  frame  relay  nets 


By  David  Rohde 

Rockville,  Md. 

MCI  Communications  Corp. 
has  selected  Visual  Networks, 
Inc.’s  Visual  UpTime  as  its  pri¬ 
mary  circuit  monitoring  and 
analysis  system  for  its  managed 
WAN  services  customers. 

The  move  opens  the  door  for 
expanded  frame  relay  service- 
level  agreements  (SLA)  by  giving 
MCI  an  end-to-end  measure¬ 
ment  of  user  traffic  and  network 
performance. 

Visual  UpTime  collects  data 
on  circuit  availability  and  perfor¬ 
mance  via  proprietary  digital  ser¬ 
vice  unit/channel  service  units 
placed  on  all  of  the  customer’s 
premise  locations.  Using  the 
system,  MCI  engineers  at  its 
managed-services  network  oper¬ 
ations  center  (NOC),  in  Cary, 
N.C.,  can  gain  better  statistics 
not  only  on  the  MCI  frame  relay 
cloud  but  also  on  all  of  a  user’s 


dedicated  access  lines  from  local 
carriers. 

As  a  result,  MCI  will  be  able  to 
craft  end-to-end  SLAs  instead  of 
the  typical  WAN  services  guaran¬ 
tees  covering  only  the  long-dis¬ 
tance  portion  of  the  network.  In 
addition,  Visual  UpTime ’s  ability 
to  determine  whether  problems 
are  originating  from  the  local 
access  line,  the  carrier  switch 
or  the  long-distance  network 
should  help  MCI  fix  problems 


A  little  help  from  their  friends 


faster  for  its  managed-services 
customers,  said  Teri  Langley, 
manager  of  MCI  WAN  Managed 
Services,  in  Richardson,  Texas. 

MCI  is  not  the  first  big  carrier 
to  throw  in  its  SLA  lot  with  Visual 
Networks.  In  1996,  Sprint  Corp. 
began  reselling  Visual’s  DSU/ 
CSU,  known  as  the  Analysis  Ser¬ 
vice  Element  (ASE),  to  its  frame 
relay  customers.  Sprint  custom¬ 
ers  pay  monthly  for  each  ASE 
unit  plus  a  database  server  and 


Visual  UpTime  enjoys  benefits  from  a  growing  stable  of  partnerships: 


Partner 

Benefit 

Bay  Networks 

Included  in  Optivity  network  management  family 

BellSouth 

Jointly  marketed  to  frame  relay  customers 

IBM 

Field  support  provided 

MCI 

Included  within  managed  WAN  sen/ices 

Sprint 

Resold  by  carrier  with  joint  monitoring 

Easing  the  telework  headache 

US  WEST  and  Deloitte  team  to  offer  mgmt.  help. 


By  Tim  Greene 

Denver 

US  WEST,  Inc.  and  Deloitte 
Consulting  have  teamed  up  to 
help  large  corporations  set  up 
teleworking  programs. 


Together,  US  WEST  and 
Deloitte  will  offer  a  package 
called  Telework  and  Mobility 
Solutions  in  which  US  WEST  will 
provide  advice  on  hardware, 
software  and  transmission  lines, 
and  Deloitte  will  consult  on  how 
to  manage  workers  whose  homes 
have  become  their  offices. 


Often,  the  job  of  setting  up  a 
telework  program  falls  to  the  IS 
department,  but  it  involves  more 
than  what  IS  is  trained  to  do, 
according  to  Jeff  Freeth,  trans¬ 
mission  manager  for  Hewlett- 
Packard  Co.  He  was  in 
charge  of  setting  up  an 
ISDN-based  telecom¬ 
muting  network. 

“Some  jobs  do  not 
lend  themselves  to  full¬ 
time  telecommuting, 
and  that  [decision] 
should  be  something 
between  the  worker  and 
their  manager,”  Freeth 
said. 

Because  those  man¬ 
agement  decisions  were 
beyond  his  scope,  they 
were  shunted  back  to  be 
handled  separately  by  the  direct 
supervisors  of  the  telecommut¬ 
ers,  Freeth  said. 

The  joint  US  WEST-Deloitte 
offering  will  coordinate  manage¬ 
ment  and  technical  ends  of  tele¬ 
work  programs,  with  the  aim  of  a 
smooth  phase-in  followed  by 
orderly  growth. 


US  WEST  said  it  sees  cus¬ 
tomers  try  telecommuting  pro¬ 
grams  but  never  get  past  the 
stage  of  a  50-user  beta  pro¬ 
gram  because  too  many  manage¬ 
ment  problems  arise  unex¬ 
pectedly.  That  type  of  experi¬ 
ence  causes  companies  to  pull 
back  from  their  original  plans 
to  expand  the  programs  or 
scrap  them  altogether,  US  WEST 
said. 

With  the  service,  Deloitte  will 
provide  consulting  on  change 
leadership,  value-based  manage¬ 
ment,  re-engineering  and  other 
management  issues. 

They  can  answer  questions 
such  as  how  to  manage  people  in 
disparate  locations  and  maintain 
some  semblance  of  a  corporate 
culture. 

US  WEST  will  provide  cus¬ 
tomer-site  voice,  data  and  video 
hardware,  analog  or  digital  wide- 
area  links,  installation,  continu¬ 
ing  support  and  consolidated 
billing. 

Telework  and  Mobility  Solu¬ 
tions  are  available  to  beta  cus¬ 
tomers  now,  with  general 
availability  due  at  an  unspecified 
later  date. 

Pricing  for  the  service  is  on  an 
individual  case  basis. 

©US WEST:  (612)  663-6755 


One-stop  teleworking 


US  WEST  and  Deloitte  Consulting  have 
teamed  up  to  provide  Telework  and  Mobility 
Solutions. 

What  US  WEST  brings: 

Software,  hardware,  transport,  service  and 
support  of  network. 

What  Deloitte  brings: 

Knowledge  of  organizational  change,  ability 
to  set  productivity  benchmarks  for  teleworkers 
and  expertise  in  individual  industry  sectors. 


management  console  that  stores 
the  circuit  data.  Other  carriers 
and  vendors  also  have  jumped 
aboard  Visual’s  bandwagon  (see 
graphic) . 

In  contrast  to  the  Sprint  deal, 
the  hardware  and  software  for 
Visual  UpTime  will  be  included 
as  part  of  MCI’s  managed  WAN 
services  and  the  management 
console  located  at  the  MCI  NOC. 

“At  the  end  of  the  day,  the 
customer  doesn’t  want  yet 
another  server,”  said  Peter  Luff, 
marketing  manager  for  carrier 
programs  at  Visual  Networks, 
based  here. 

In  another  difference  from 
Sprint,  MCI  initially  will  offer 
Visual  U pTime  only  to  those  who 
purchase  a  management  con¬ 
tract  along  with  frame  relay 
transport.  Managed  frame  relay 
deals  involve  an  additional 
monthly  per-site  fee,  typically  on 
the  order  of  several  hundred  dol¬ 
lars,  in  exchange  for  router  or 
FRAD  configuration,  installa¬ 
tion  and  monitoring. 

MCI’s  standard  tariffed  frame 
relay  service  currently  offers  data 
delivery  and  latency  guarantees 
only  from  switch  to  switch  within 
the  MCI  cloud.  New  managed- 
services  customers  soon  should 
receive  end-to-end  SLA  exten¬ 
sions  as  a  standard  benefit,  MCI 
officials  said.  During  the  second 
quarter,  MCI  plans  to  offer  cred¬ 
its  for  existing  managed  frame 
relay  users  to  retrofit  their  net¬ 
works  to  take  advantage  of  Visual 
UpTime,  said  Chris  VanLuling, 
director  of  MCI  WAN  Managed 
Services.  A  broad  offering  to 
nonmanaged  frame  relay  cus¬ 
tomers,  akin  to  Sprint’s  arrange¬ 
ment,  is  under  consideration. 

©  MCI  WAN  Managed  Ser¬ 
vices:  (972)  498-1434;  visual  Net- 


Get  mere  online: 


•  An  SLA  template 

•  Overviews  of  SLA 
announcements  from  other 
carriers 


•  A  critical  look  at  the  SLA 
announcements 
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Rick  Hamada 


and  service-level  management 
software  from  NextPoint  Networks  enables  net¬ 
work  managers  to  meet  business  objectives 
such  as  response  time  and  availability.  The 
100%  Web-architected  NextPoint  S3  software 
offers  an  intuitive,  practical  solution  for 
proactive  management  of  business-critical  net¬ 


works. 


SVP  Systems  Business  Unit 

Avnet  Computer 

Avnet  Computer  is  one  of 
North  America’s  leading  tech¬ 
nology  solutions  integrators, 
deploying  hardware,  software 


and  services  across  the  enter¬ 
prise.  With  a  unique  suite  of  acquisition, 
technical  and  consulting  services,  Avnet 
Computer  delivers  best-in-class  solutions  from 
the  industry ’s  leaders,  including  Cabletron, 
Compaq,  Digital  Equipment  Corp.,  Hewlett- 
Packard,  IBM,  Intel  and  Oracle. 


U 


D 
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Section 
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Henry  Epstein 


President  and  CEO 

Memotec  Communications,  Inc. 

Memotec  Communications 
understands  the  increasing 
requirement  to  provide  compre¬ 
hensive,  solutions-based 


approaches  to  the  LAN-WAN 
connectivity  needs  of  medium  and  large  busi¬ 
nesses.  At  the  same  time,  cost  control  and 
upgradeability  have  become  crucial  determi¬ 
nants  in  this  process.  Memotec  addresses  these 
challenges  and  anticipates  the  needs  of  today ’s 
IS  managers  with  its  award-winning  family 
of  integrated  Frame  Relay  Access  Devices 
(FRADs)  and  edge  switches. 


Don  Reed 


President  and  CEO 

Cabletron 

Led  by  President  and  CEO  Don 
Reed,  Cabletron  Systems  is  a 
world-renowned  developer, 
manufacturer  and  marketer  of 
standards-based  LAN,  WAN 
and  ATM  networking  solutions.  Through 
its  advanced  switching  and  enterprise  man¬ 
agement  products,  coupled  with  strategic 
industry  partnerships,  Cabletron  provides 
the  infrastructure  to  seamlessly  support 
voice,  video  and  data  resources  from  one 
integrated  platform.  The  result:  simple,  reli¬ 
able,  cost-effective  solutions  for  a  better  way 
to  work. 


All  efforts  have  been  made  to  make  this  listing  as  complete  and  accurate  as  possible.  Network  World  is  not  liable  for  errors  or  omissions. 
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The  SS7-ization  of  the  Internet 


Oeave  it  to  the  little  guys  to  do  what’s 
important  in  the  market. 
Little-known  competitive  local  ex¬ 
change  carrier  XCOM  Technologies, 
Inc.,  which  humorously  dubs  itself 
“the  data  phone  company,”  has  come 
up  with  a  way  to  bypass  heavily  bur¬ 
dened  central  office  switches  when  data 
traffic  is  involved. 

XCOM’s  first  client,  Ascend,  is  proba¬ 
bly  one  of  many  that  is  going  to  start  using 
the  smarts  of  the  voice 
network  to  figure  out 
what  the  heck  to  do 
with  all  the  data  traffic 


Dan  iel 
Briere  and 
Christine 
Heckart 


that  is  blowing 
through  the  central 
office. 

The  XCOM  plat¬ 
form  separates  data 
from  normal  voice 
traffic  using  features 
and  intelligence  in 
the  public  switched 
telephone  network 
(PSTN),  such  as  Sig¬ 
naling  System  7  (SS7) 
and  proprietary  soft¬ 
ware  developed  by 
XCOM.  Acting  like  a 
traffic  cop,  XCOM’s 
box  identifies  and 
directs  incoming  data 
straight  to  a  terminal 
server,  bypassing  the  voice  switch  entirely. 

The  result?  Data  is  off-loaded  from  the 
congested  PSTN,  enabling  better  connec¬ 
tivity  and  true  integration  of  data  and 
voice  traffic. 

What  will  make  hot  technologies  such 
as  virtual  private  networks  hum,  and  bring 
IP  telephony  folk  into  the  mainstream,  is 
the  interface  of  the  IP  layers  with  the 
smarts  of  existing  SS7  databases,  to  do  the 
things  that  make  sense  to  all  of  us. 

Recall  that  it  is  SS7  and  centralized 
databases  that  allow  you  to  do  geographic 
and  time-based  routing  of  phone  calls. 
If  your  New  York  office  were  closed,  then 
all  calls  would  be  routed  to  your  Califor¬ 
nia  office,  which  would  still  be  open.  The 
same  would  be  true  of  IP-based  telephony 
calls.  The  need  for  similar  routing  is 
clearly  there. 

When  MCI  launched  its  Vault  capabil¬ 
ity  last  year,  if  you  squinted  at  the 
architecture  schematics,  you  could  see 
dotted  lines  from  the  IP  switching  layer 
to  the  SS7  data  access  points  in  the 
MCI  architecture. 

This  was  really  the  first  public  play 
for  serious  integration  of  data  net¬ 
working  with  voice  networking  because  it 
was  being  done  on  more  than  just  a  trans- 


As  you  see  telcos  such  as  GTE  prepar¬ 
ing  to  do  battle  with  extensive  nationwide 
IP  networks,  a  critical  piece  has  to  be  SS7 
integration. 

Still,  achieving  SS7  and  data  network 
integration  won’t  be  a  trivial  task.  For 


example,  data  networks,  and  the  Internet 
in  particular,  handle  calls  in  fundamen¬ 
tally  different  ways.  There  are  a  lot  of  neat 
features  that  carriers  have  developed  over 


time,  such  as  routing  by  area  code,  that 
will  be  tough  to  carry  over  to  the  data 
environment. 

But  then  there  are  features  that  reside 
in  the  data  network  that  should  work  eas¬ 
ily  in  an  SS7-data  network  environment. 
For  example,  look-ahead  routing,  which 
scouts  forward  in  the  network  for  conges¬ 
tion  and  busy  signals,  should  work  well. 


After  all,  SS7  is  a  packet  network  that  talks 
to  all  the  switches  and  other  network 
adjunct  devices. 


Briere  is  president  and  Heckart  is  vice 
president  with  TeleChoice,  Inc.,  a  con¬ 
sultancy  in  Verona,  N.J.  They  can  he  reached 
at  dbriere  @telechoice.com  and  c heckart© 
telechoice.com. 


Washington,  D.C.  Convention  Center 
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Conference:  January  26-29,  1998 
Exposition:  January  27-29,  1998 


Attend  ComNet’s  20th  Anniversary  Event 


Be  A  Part  of  History  —  And  The  Future 

Through  twenty  years  of  tumultuous  change  in  data  and  voice  communica¬ 
tions,  ComNet  has  remained  the  first,  the  biggest  and  the  best  event  for 
enterprise  network  professionals.  How  does  this  show  and  conference  stay 
on  top  for  two  decades  in  an  industry  that's  always  looking  for  the  next  new 
thing?  By  continually  finding  better  ways  to  serve  the  information  needs  of 
enterprise  network  professionals. 


TUTORIALS 

Some  subjects  demand  comprehensive,  in-depth  coverage.  ComNet 
tutorials  are  designed  to  provide  the  intensive  training  you  need  to  master 
complex  network  management  issues.  Over  30  tutorials  in  two-day,  one-day 
and  half-day  formats  give  you  the  knowledge  and  expertise  to  build  your 
enterprise  network...  and  your  career. 

This  year's  20th  anniversary  of  ComNet  also  marks  an  exciting  new  relation¬ 
ship  between  ComNet  and  George  Washington  University's  Continuing 
Engineering  Education  Program  (CEEP).  Several  of  ComNet's  tutorials  will 
be  presented  by  esteemed  CEEP  instructors,  such  as:  David  K.  Turya 
Mureeba,  PE,  Essentials  of  Network  Management  and  Andrew  Afflerbach, 
Ph.D  and  Lee  Afflerbach,  PE,  Integrated  Voice/DataA/ideo  Broadband 
Network  Design. 

Other  hot  tutorials  are  Tom  Node's  Essentials  of  ATM  and  Mark  Miller's 
Analyzing  Broadband  Networks:  Frame  Relay,  ATM,  SMDS  and  ISDN. 


PLUS... 

Visit  over  500  exhibits  on  the  show  floor  and  receive  hands  on  demonstra¬ 
tions  of  the  hottest  new  products  the  show  has  to  offer.  Participate  in  the 
New  Product  Achievement  Award  (sponsored  by  InfoWorld)  by  voting  for 
your  favorite  new  product.  You'll  also  be  able  to  see  the  daily  free  Keynote 
Addresses  and  Super  Sessions  by  influential  industry  leaders:  3Com 
Chairman  &  CEO,  Eric  Benhamou,  Marimba,  Inc.,  Kim  Polese,  Bell  Atlantic, 
Vice  Chairman,  President  &  COO,  Ivan  Seidenberg,  MCI  Senior  VP,  Vinton 
Cerf  and  International  Data  Group  VP  of  Technology,  Bob  Metcalfe. 


For  a  complete  list  of  conference  and  tutorial 
sessions,  or  to  register,  call  800-545-EXPO 
or  visit  www.comnetexpo.com 


PRE-REGISTRATION  DEADLINES: 

Exhibits:  January  5,  1998  •  Conferences:  January  12,  1998 

After  these  dates  you  must  register  on-site. 


20th  Anniversary  Sponsors: 


Xiif  J¥L  ascom  Timeplex 


Conference  Sponsor:  AThe^ 

Washington 

University 


Media  Sponsors: 


CMP 


INTERNETWEEK 


Bkiuh  th»  Internet  to  the  network 


!  IIFORMAIIONWEEI 


BuiImk  Run*  On  IT 


PCWEEK 


FEDERAL 

COMPUTER  WEEK 


Forbes 


CONFERENCE 

The  enterprise  network  is  at 
the  front  and  center  of  your 
organization's  communications 
strategy.  Find  the  solutions  you 
need  to  keep  your  network  hum¬ 
ming  in  over  40  conference  ses¬ 
sions  organized  in  nine  tracks: 

A.  Network  Management 
and  Design 

B.  Switching  Tools,  Technologies 
and  Strategies 

C.  The  New  WAN 

D.  Enterprise  Intranets 

E.  Collaborative  Networking 

F.  Network  Performance 
and  Reliability 

G.  Remote  Network  Access 

H.  Policy  and  Deregulation 

I.  Open  Forum 


Owned  &  Produced  by: 


■ID  G 

WORLD  EXPO 

Managed  by  IDG  Expo  Management  Company 


Please  send  me  more  information  about 
ComNet's  20th  Anniversary  Conference 
and  Exposition. 

□  Attending  □  Exhibiting 


NWW 


Name  _ 
Title  _ 


Company  _ 

Address _ 

City _ 


State  . 


Zip. 


Phone 
Fax _ 


email 


Fax  to:  781-440-0357.  Or  Mail  to:  ComNet '98, 

1400  Providence  Highway,  P.O.  Box  9127,  Norwood,  MA  02062. 
THIS  IS  NOT  A  REGISTRATION  FORM. 
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Seamless  integration  with  Cisco  routers  to 
connect  every  desktop  to  the  Internet.  And, 
with  a  choice  of  stand-alone  and  modular 
switches,  you  will  have  the  flexibility  to 
meet  your  network  needs  today  and  support 
future  growth. 

The  Cisco  Catalyst  family  of  switches. 
Now  starting  at  $74.00  per  port.  You’ll 
never  have  to  buy  another  hub  again. 


The  Cisco  Catalyst” 

1900  and  5000  Series  Switches. 


Now  there’s  simply  no  reason  to  buy  a 
hub  again.  Because  at  the  same  price  you 
used  to  pay  for  shared  bandwidth,  you  can 
have  the  speed  and  performance  of  a  Cisco 
Catalyst™  switch.  Now  all  of  your  users 
can  have  dedicated  bandwidth.  10Mbps 
to  the  desktop.  100Mbps  to  servers.  The 
power  to  make  your  network  fly  with  the 
latest  multimedia  and  high-end  applications. 


® 


Cisco  Systems 


Covering:  Messaging  •  Groupware  •  Databases 
Multimedia  •  Electronic  Commerce  •  Security 


Briefs 


IBM  foresees  bigger  role  for  Web  agent  software 


■  Robert  Moskowitz,  the 

Chrysler  Corp.  technical  support 
specialist  who 
has  played  a 
key  role  in  pro¬ 
moting  the  IP 
Security 
(IPSec)  stan¬ 
dard,  last  week 
announced  he 
has  joined  the 
International 
Computer  Security  Associa¬ 
tion  (ICS  A)  as  a  senior  technical 
director.  Moskowitz  will  direct  the 
organization’s  IPSec  product  and 
system  certification  process.  The 
Detroit-based  Automotive  Indus¬ 
try  Action  Group,  which  sets  net¬ 
work  standards  used  in  the 
automotive  industry,  has  asked 
the  ICSA  to  manage  IPSec  certifi¬ 
cation  testing  to  ensure  product 
interoperability. 

■  Micro  Computer  Systems, 
Inc.  (MCS),  of  Irving,  Texas,  last 
week  released  Calypso  2.4,  an 
upgrade  to  the  company ’s  e-mail 
client  software.  The  new  ver¬ 
sion  adds  spam  control  capabili¬ 
ties,  support  for  the  Lightweight 
Directory  Access  Protocol  and  a 
feature  that  allows  pager  notifica¬ 
tion  of  received  messages. 

Calypso  costs  $39.95 for  one 
copy  and  $1 69.95 for  a  five-user 
license. 

©  MCS:  (972)  659-1514 

■  Web  content  aggregator  Yahoo, 
Inc.  has  struck  a  partnership 
with  MCI  Telecommunica¬ 
tions  Corp.  to  launch  an  exclu¬ 
sive  online  service  and  informa¬ 
tion  package  to  compete  with 
America  Online. 

Yahoo  Online  is  slated  to 
debut  by  April,  with  MCI  provid¬ 
ing  the  network  backbone.  Sub¬ 
scribers  will  be  given  a  custom¬ 
ized  homepage  and  links  to  exist¬ 
ing  Yahoo  services,  including  per¬ 
sonal finance  portfolios  and  news. 
Pricing  for  Yahoo  Online  was  not 
announced. 

©  MCI:  (800)  550-0927 


Moskowitz  takes 
on  anew 
challenge. 


By  Marc  Songini 

San  Jose,  Calif. 

IBM  is  looking  to  give  its  low 
profile  Web-based  intelligent 
agent  software  an  enterprise 
boost  this  year. 

Until  now,  the  company’s 
Web  Browser  Intelligence  (WBI) 
software,  which  runs  alongside  a 
Web  browser,  has  been  used  pri¬ 
marily  to  help  individual  users 
conduct  more  productive  Web 
searches.  WBI  acts  as  an  interme¬ 
diary  between  the  browser  and 


Web  servers,  tracking  usage  pat¬ 
terns,  suggesting  shortcuts  and 
checking  selected  Web  sites  for 
changes. 

But  Big  Blue  research¬ 
ers  envision  a  wider  role 
for  the  software,  which 
they  said  could  help  net¬ 
work  administrators  bet¬ 
ter  handle  security  and 
management  of  corpo¬ 
rate  intranets. 

WBI,  pronounced 
“webby,”  works  with  any 


browser  and  runs  on  Windows 
95,  Windows  NT  and  OS/2 
workstations.  IBM  is  expected 


“It’s  a  strong 
contender  to 
replace  the 
way  Web  apps 
are  written” 

Rob  Barrett, 

WBI  developer,  IBM 


Start-up  makes  electronic  storefront  security  push 


By  Ellen  Messmer 

San  Francisco 

Start-up  Transactor  Net¬ 
works,  Inc.  last  week  announced 
Transactor,  a  Java-based  cli¬ 
ent/server  tool  kit  that  lets 
online  merchants  build  more 
secure  electronic  storefronts. 

Transactor  software  supports 
digital  certificates  to  authenti¬ 
cate  transactions  and  identify 
shoppers.  By  using  Java,  mer¬ 
chants  also  can  create  lively  mul¬ 
timedia  animations  to  display 
products. 

Transactor  works  by  requiring 
each  shopper  to  register  once 
and  get  a  unique  ID  from  the 
Transactor  server.  Once  that  pro¬ 
cess  is  complete,  a  Transactor  cli¬ 
ent  is  downloaded  to  the  user’s 
machine,  said  Ron  Martinez, 
CEO  at  Transactor  Networks, 
which  introduced  its  software  at 
the  RSA  Data  Security  Confer¬ 
ence  here. 

With  the  Transactor  client, 
the  shopper  gets  a  digital  cer¬ 
tificate  that  authenticates  his 
identity  when  making  a  pur¬ 
chase.  Transactor  makes  it  pos¬ 
sible  to  charge  for  goods  using 
a  variety  of  payment  methods, 
such  as  credit  card,  when  the 
user  clicks  on  the  object.  The 
company  claims  the  digital 
certificates  make  security  in 
Transactor-based  transactions 
strong. 

“It’s  not  hacker-proof  — 
that’s  impossible,”  acknowl¬ 
edged  Bruce  Schneier,  Transac¬ 
tor  Networks’  chief  technology 
officer.  But  Schneier  said  the 


security  he  has  designed  into 
Transactor  is  going  to  make  it  too 
time-consuming  and  expensive 
for  hackers  to  spend  that  much 
effort  to  bring  it  down. 

In  addition  to  the  security, 
Transactor  should  enable  buyers 
to  get  a  better  handle  on  what 
they  are  purchasing.  For  exam¬ 
ple,  if  buyers  click  on  an  item  for 
sale,  which  is  written  as  a  digital 
object,  they  can  see  Java-based 
interactive  previews  and  demon¬ 
strations  in  a  way  not  possible 
with  more  static  HTML  and  GIF 
files,  Martinez  said. 


“The  next  generation  of 
shoppers  is  going  to  want  to 
be  entertained  while  they’re 
shopping,  and  Transactor  can 
deliver  that  through  Java- 
based  interactive  animation,” 
Schneier  said. 

Martinez  said  music  and 
online  game  distributors  have 
shown  the  most  interest  in  Trans¬ 
actor’s  system  so  far. 

Pricing  on  Transactor,  which 
goes  into  beta  in  February,  has 
not  been  set. 

©Transactor Networks:  (415) 
487-1100 


A  security  sampler 


Transactor  wasn’t  the  only  company  making  noise  at  the  RSA  Data  Security 
Conference  last  week.  Here’s  a  summary  of  other  announcements: 

Vendor  Announcement 

Entrust  Secure  Enterprise  Desktop,  S/MIME-based 

Technologies  software  that  works  with  Netscape  and  Microsoft 


browsers  as  well  as  several  e-mail  packages  to 
encrypt  and  sign  desktop  applications. 


VPNet 

Technologies 

Support  for  IPSec  ISAKMP/Oakley  encryption  on 
the  VPN  Service  Unit.  Also,  the  unit  will  be  upgraded 
to  support  600  simultaneous  remote  users. 

Finjan 

Surfin  Suite,  software  that  lets  companies  block  or 
inspect  ActiveX  and  Java  applets  at  desktops 
throughout  the  enterprise.  Information  about  the 
applets  can  be  collected  at  a  central  console. 

CertCo 

CertAuthority,  an  X.509  certificate  generation  and 
management  product  designed  primarily  for  financial 
institutions. 

Rainbow 

Technologies 

Support  for  the  Secure  Electronic  Transactions  (SET) 
credit  card  processing  protocol  on  the  company’s 
CryptoSwift  device  for  speeding  up  encryption 
processing. 

to  announce  WBI  support  for 
other  platforms  in  the  future. 
While  IBM  has  no  new  WBI- 
based  products  slated  for 
announcement,  the  company 
said  it  is  working  on  customized 
applications  for  at  least  one  large 
customer. 

Rob  Barrett,  a  software  devel¬ 
oper  at  IBM’s  Almaden  Research 
Centerhere,  and  the  “father”  of 
WBI,  said  there  is  a  host  of  things 
WBI  can  or  will  be  able  to  do  to 
solve  IS  managers’  headaches.  “I 
could  show  IS  managers  how  to 
address  two-thirds  of  their  prob¬ 
lems  using  WBI  technology,”  he 
said. 

WBI  could  be  used  to  help 
enhance  enterprise  network 
security,  Barrett  said.  Today, 
most  end  users  are  forced  to  log 
on  to  various  servers  using  differ¬ 
ent  passwords  to  access  multiple 
network  resources.  WBI  could 
allow  customers  to  build  applica¬ 
tions  for  enabling  end  users  to 
log  on  once  and  gain  access  to 
multiple  servers,  Barrett  said. 

However,  it  is  not  clear  how 
this  technology  would  fit  with 
IBM’s  existing  single  sign-on 
products. 

WBI  also  can  be  used  to  con¬ 
vert  document  formats  on  the  fly, 
Barrett  said.  The  technology 
can,  for  instance,  turn  TIF  files 
into  GIF  files  automatically. 

Another  potential  use  for 
WBI  would  be  to  keep  track  of 
Web  transaction  patterns  for 
electronic  commerce  applica¬ 
tions. 

Users  can  try  out  IBM’s 
technology  by  purchasing  the 
WBI  Development  Toolkit, 
which  is  available  now.  Price  is 
negotiable. 

©IBM:  (607)  752-6024 

Get  more  online: 


•  Downloadable 
copies  of  a  WBI 
client  and  SDK 

•  Agent  FAQs  and  project  links 

•  A  look  at  the  use  of  agents 
in  telecommunications  and 
electronic  commerce 


liJ 
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Intranet  Applications 


’MET  INSIDER 

Pity  the  poor  telco 


hat’s  a  poor  PTT  to  do? 

The  world  from  the  post,  tele¬ 
graph  and  telephone  administration’s 
(aka  government-owned  telecommuni¬ 


cations  monopoly)  point  of  view  is  under¬ 
going  a  lightning  fast  change.  Used  to  no 
competition  and  decade-long  planning 
cycles,  many  of  the  world’s  PTTs  on  Jan.  1 


were  suddenly  put  in  the  position  of  hav¬ 
ing  to  earn  their  customers  rather  than 
have  them  captive  and  beholden  by  the 
right  and  might  of  the  law. 

The  change  is  a  result  of  the  World 
Trade  Organization’s  (www.wto.org)  Gen¬ 
eral  Agreement  on  Trade  in  Service.  This 
agreement  opened  almost  all  telecom¬ 
munications  markets  to  competition  at 


Feb.  1 0  Irvine 

: 

Feb.  1  1  San  Francisco 

\  . 

Feb.  1 8  Atlanta 
Feb.  19  Dallas 


Directed  and 
presented 
by  Mark  Miller 


NetworkWorld 


TECHNICAL  SEMINARS 


IMPLEMENTING 


PLANNING  FOR  THE  NEXT  GENERATION 
INTERNET  PROTOCOL 

The  next  generation  of  Internet  Protocol  -  IPv6  will 
significantly  impact  your  TCP/IP  network.  The  Internet 
explosion  now  requires  new  functions  that  go  beyond  the 
capabilities  of  the  current  Internet  Protocol,  or  IP.  These 
include  enhanced  security,  support  for  real-time  traffic  flows 
and  expanded  addressing  capabilities.  The  addressing  issue 
has  been  one  of  the  most  significant  concerns  as  it  has  been 
predicted  that  the  Internet  community  will  run  out  of 
available  addresses  in  the  future,  thus  limiting  the  growth 
of  this  critical  communication  resource. 

However,  if  IP  is  revised,  other  protocols  must  be  changed 
as  well.  The  significance  of  this  protocol  revision  extends  to 
LANs,  MAN  and  WAN  transmission  systems,  as  well  as  the 
upper  layer  protocols  and  operating  systems. 

Whether  you  are  a  network  manager,  designer  or 
application  developer,  this  seminar  will  provide  you  with 
information  on  how  to  effectively  plan  and  implement  a 
successful,  orderly  transition  from  IPv4  to  IPv6. 

Network  World  Exclusive: 


IN-CLASS  IPv6  INTEROPERABILITY  LAB 

A  key  part  of  Implementing  IPv6:  Migrating  Your  Internetwork 
to  tke  Next  Generation  Internet  Prototol  is  a*  interoperability 
demonstration  network  tkat  will  be  bailt  including  ronters,  hosts 
and  workstation  software  nsing  various  sponsors'  IPv6  products. 
Sponsor  representatives  will  be  available  to  answer  your 
questions  regarding  their  plans  for  IPv6  product  implementation. 


ig rating  Your  Internetwork 
to  the  Next  Generation 
Internet  Protocol 

TO  COURSE  BENEFITS  YOU  DON'T  WANT  TO  MISS! 


1 .  Understand  the  limitations  of  the  current 
Internet  Protocol  -  IPv4. 

2.  Discover  key  features  of  IPv6,  including 
larger  addresses,  security  and  support  for 
real-time  applications. 

3.  Understand  the  objectives  behind  the  IPv6 
transition  plans:  IPv4  compatibility,  incremen¬ 
tal  upgrades  for  multivendor  networks,  and 
investment  protection  of  the  installed  base. 

4.  Gain  detailed  insights  into  how  the  IPv6 
transition  will  affect  other  supporting 
protocols,  such  as  Ethernet,  token  ring, 

ICMP,  RIP  and  OSPF. 

5.  Learn  how  leading  vendors  such  as  Bay 
Networks,  Gsco  Systems,  Digital,  FTP 
Software,  IBM,  Novell,  Process  Software, 

Sun,  Wandel  &  Goltermann,  and  others  are 
implementing  IPv6. 


6.  Analyze  the  formats  of  the  IPv6  packet 
header.  Extension  headers,  ICMPv6 
messages.  Neighbor  Discovery  messages 
and  others. 

7.  Define  the  principal  motivation  driving  your 
IPv6  upgrade  strategy:  host-based  features 
or  router-based  features. 

8.  Learn  how  to  strategically  plan  your 
transition  from  IPv4  to  IPv6,  and  steps 
that  should  be  taken  at  critical  points  along 
the  way. 

9.  Learn  about  the  6Bone  —  a  worldwide  IPv6 
network  operating  in  over  two  dozen 
countries  and  how  to  connect  your  network 
and  gain  personal  experience  with  IPv6. 

10.  See  live  illustrations  of  key  IPv6  features, 
including  address  autoconfiguration,  router 
solicitations/advertisements  and  tunneling. 


REGISTER  AND  YOU  WILL  RECEIVE  .  .  . 

•  Comprehensive  Seminar  Workbook 

•  Copy  of  Implementing  IPv6,  by  Mark  A.  Miller,  P.E. 

•  Exclusive  Protocol  Reference  Guides:  IPv6,  TCP/IP  and  OSP 

•  CD  containing  over  1,000  Internet  RFC,  FYI  and  STD 
reference  documents 

•  Luncheon  and  break  refreshments 

: 

‘All  of  the  above  included  in  your  S450  registration  fee 
(Save  with  our  new  team  discounts  for  two  or  more  atten¬ 
dees!) 

Automated  fax-back  information  available  by  calling  (800)756-9430.  Code  #60 

Note:  If  you  can’t  attend,  call  us  and  order  this  informative  and  useful 
attendee  materials  kit  for  just  S129.00! 


Register  today! 

(800)643-4668  •  www.nwfusion.com/seminars 


the  start  of  this  year  .  .  .  well,  at  least  in 
theory. 

Some  of  the  competition  may  take  a 
while  to  develop  (sort  of  like  the  instant 
competition  that  showed  up  in  the  U.S. 
local  telephone  market  after  the  passage 
of  the  Telecommunications  Act  of  1996). 
But  not  all  of  the  PTTs  can  be  complacent 
and  lethargic  in  their  response  to  the 
rules  changes. 

For  example,  with  three  companies 
competing  for  international  phone  busi¬ 
ness,  Israel  now  has  some  of  the  lowest 
international  calling  rates  in  the  world. 
The  rates  are  even  lower  than  those  in  the 
U.S.  This  must  have  been  quite  a  shock  to 
the  old  guard  monopoly. 

The  German  PTT,  Deutsche  Telekom 
(DT)  (www.dtag.de) ,  also  is  an  interesting 
case  study.  DT  is  the  largest  telecommuni¬ 
cations  provider  in  Europe  and  the  third 
largest  in  the  world,  at  least  according  to 
the  carrier.  DT  is  responding  to  the  rules 
changes  in  a  number  of  ways,  some  posi¬ 
tive  and  some  not. 

The  carrier  has  been  cutting  employ¬ 
ees,  down  15%  from  1993,  following  a 
“socially  con¬ 
scious  workforce 
reduction  pro¬ 
gramme.”  DT 
has  been  making 
significant  price 
reductions  in  its 
services,  includ¬ 
ing  a  45%  rate 

cut  for  calls  to  Scott  Bradner 
North  America, 

DT  has  service  offerings  in  a  number  of 
nontelephone  areas,  including  cable  TV 
and  Internet  connectivity.  As  we  are  see¬ 
ing  in  the  U.S.,  it  does  not  hurt  to  be  big  in 
the  telecommunications  business  and  DT 
is  big. 

DT  even  formed  its  own  venture  capital 
subsidiary  known  as  T-Venture  (www.t- 
venture.de)  to  invest  in  high-tech  tele¬ 
communications  and  information  tech¬ 
nology  companies. 

The  carrier  also  is  a  significant  investor 
in  the  IP  telephony  company  VocalTec 
Communications,  Ltd.  (www.vocal- 
tec.com/)  just  in  case  this  Internet  thing 
starts  to  have  an  impact  on  normal  tele¬ 
phone  usage. 

At  the  same  time,  DT  has  proposed  to 
charge  its  customers  a  “processing  fee”  of 
as  much  as  $52  if  they  want  to  switch  to 
another  telephone  service  provider.  This 
does  not  make  DT’s  competitors  all  that 
happy,  and  the  German  government  may 
still  force  the  fee  to  be  lower.  Yes,  there  is 
still  some  place  for  government  control  in 
this  age  of  competition. 

Unfortunately,  DT’s  ability  to  react  to 
the  emerging  competitive  world  is  the 
exception  and  not  the  rule.  Just  take  a 
look  at  the  U.S.  regional  telephone  com¬ 
panies  for  an  alternative  approach. 

Disclaimer:  The  change  process  at 
Harvard  is  “deliberate,”  thus  the  above 
support  for  change  is  my  own  opinion. 

Bradner  is  a  consultant  with  Harvard 
University’s  University  Information  Systems. 
He  can  be  reached  at  sob@harvard.  edu. 
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NETWORK  HELP  DESK 


Ron  Nutter,  a  Master  Certified 
Novell  Engineer  and  Groupware 
CNEin  the  Lexington,  Ky.,  area, 
tracks  down  the  answers  to  your 
questions.  Call  (800)  622-1 108,  Ext. 

74  76,  or  send  your  questions  to  rnut- 
ter@world.std.com. 

I  am  having  problems  seeing  NT 
server  software  I  recently  installed 
on  a  Compaq  Computer  Corp.  Prosig- 
nia  200  with  64M  bytes  of  RAM .  I’ve 
had  the  firm  that  installed  the  cable 
recheck  it  and,  since  this  is  my  first 
experience  with  NT,  I've  reinstalled 
the  software  to  make  sure  I  didn’t 
make  a  mistake  there.  Neither  of  the 
checks  turned  up  any  problems.  Do 
you  have  any  suggestions? 

Via  the  Internet 

First,  try  putting  the  network  card 
in  a  different  slot.  It’s  possible  that 
the  card  isn’t  connecting  properly  to 
the  slot  in  your  particular  system.  Or, 
you  could  try  the  old  trick  of  rubbing 
a  pencil  eraser  across  the  network 
card’s  contacts  to  remove  oxidation. 

If  these  don’t  work,  run  Compaq’s 
built-in  diagnostics .  You  should  be 
able  to  reach  these  by  pressing  F10 
when  the  block  cursor  appears  in  the 
upper  right-hand  corner  of  your 
screen  or  by  booting  the  server  from 
Compaq’s  Smarts  tart  CD  and  going 
to  the  diagnostics  from  there.  Use  the 
Test  option  to  verily  that  the  network 
card  is  responding  properly.  If  the 
diagnostics  don’t  show  any  errors, 
check  Compaq’s  Web  site — www. 
compaq.com — for  updated  files  for 
the  Prosigniayou’re  using. 

You’ll  also  want  to  download  and 
apply  the  latest  Rompaq,  a  BIOS  up¬ 
date,  for  the  server.  This  B IOS  up¬ 
date  addresses  a  whole  list  of  issues, 
depending  on  how  long  you  have  had 
your  server  and  how  recent  the  latest 
Rompaq  is.  As  Compaq  service  staff 
will  tell  you,  you  should  do  this  peri¬ 
odically  to  help  avoid  problems. 

The  other  item  you’ll  need  to 
download  from  the  World  Wide  Web 
and  check  periodically  is  the  latest 
support  software  disk  (SSD)  for  the 
NT  version  you’re  running.  The  SSD 
includes  a  hardware  abstraction 
layer  and  updated  drivers  for  the 
SCSI  and  network  controller  in  your 
system. 

You  also  could  try  using  a  different 
patch  cable  from  the  server  to  the 
hub. 


Layer  4  switching  could  relieve  saturated  servers 

New  technology  helps  load  balance  heavily  used  servers ,  ease  access  to  distributed  applications. 


By  Bert  Williams 

End-to-end  performance  and 
service  quality  require  carefully 
balancing  the  capacity  of  all  net¬ 
worked  elements  to  ensure  a 
smooth  flow  of  data  between  cli¬ 
ents  and  servers. 

Layer  2  and  Layer  3  switching 
products  have  done  well  in 
addressing  important  band¬ 
width  and  capacity  issues  in  the 
LAN  and  internetwork,  but 
more  may  be  needed.  That’s 
where  a  new  technology,  Layer  4 
switching,  could  come  into  play. 

Layer  4  switching  is  the  latest 
approach  to  extending  the  per¬ 
formance  and  traffic  manage¬ 
ment  capabilities  of  Layer  2  and 
Layer  3  switches  to  servers  and 
applications. 

Layer  4  switching  uses  infor¬ 
mation  in  the  Layer  3  and  Layer 
4  packet  headers  —  such  as 
TCP/User  Datagram  Protocol 
(UDP)  port  numbers,  the 
“SYN/LIN”  bits  that  mark  the 
start  and  end  of  application  ses¬ 
sions  and  IP  source/ destination 
addresses  —  to  identify  traffic 
sessions  by  application.  Armed 
with  this  information,  Layer  4 
switches  can  make  intelligent 
decisions  regardingwhere  to  for¬ 
ward  session  traffic. 

This  is  particularly  useful  in 
large  corporate  data  centers, 
Internet  service  providers  or 
content  provider  sites  where 
multiple  heterogeneous  systems 
are  used  to  support  one  ap¬ 
plication.  The  technology  also 
is  useful  where  replication 
across  many  physical  servers  is 
required. 

Demystifying  Layer  4  switching 

Routers  and  Layer  3  switches 
forward  individual  packets  with¬ 
out  any  idea  of  what  packets 
came  before  or  after.  Layer  4 
switching  tracks  and  maintains 
individual  sessions  from  start  to 
finish.  Thus,  Layer  4  switches  are 
really  “session  switches.” 

While  routers  make  packet 
forwarding  decisions  based  on 
link  or  network  node  availability 
and  performance,  Layer  4 
switches  make  forwarding  deci¬ 
sions  based  on  session  and  appli¬ 
cation-layer  information.  Doing 


this  allows  user  requests  to  be 
switched  to  the  “best”  server 
based  on  a  variety  of  criteria.  As  a 
result,  Layer  4  switching  is  an 
ideal  mechanism  for  traffic  or 
load  balancing  across  multiple 
servers. 

How  it  works 

A  Layer  4-capable  switch  acts 
as  a  “virtual  IP”  (VIP)  front  end 
to  the  servers  connected  to  it.  A 
VIP  address  is  configured  for 
each  server  or  group  of  servers 
that  supports  a  single  or 
common  application.  The  VIP 
address  is  advertised  and  regis¬ 
tered  with  the  Domain  Name 
System. 


When  a  service  request  is 
made,  the  Layer  4  switch  recog¬ 
nizes  the  start  of  a  session  by 
identifying  the  TCP  start,  or  SYN 
packet.  It  then  uses  sophisti¬ 
cated  algorithms  to  determine 
the  best  server  to  handle  the 
request. 

Once  this  determination  is 
made,  the  switch  binds  the  ses¬ 
sion  to  a  specific  IP  address  and 
substitutes  the  server’s  real  IP 
address  in  place  of  the  VIP 
address  on  the  server. 

Each  Layer  4  switch  maintains 
a  binding  table  that  associates 
the  source  IP  address  and  source 
TCP  port  to  the  chosen  server. 

The  Layer  4  switch  then 
forwards  the  connection  request 
to  the  server.  All  subsequent 
packets  are  remapped  and  for¬ 
warded  between  the  client  and 
the  same  server  until  the  switch 
sees  a  session  termination,  or 


LIN  packet. 

With  Layer  4  switching,  con¬ 
nections  can  be  bound  to  real 
servers  to  meet  customer-speci¬ 
fied  criteria,  such  as  having  an 
equal  number  of  connections 
on  each  server  or  weighing  traf¬ 
fic  by  the  capacities  of  different 
servers. 

Today’s  typical  single-func¬ 
tion  load-balancing  products 
can  bind  400  to  800  connec¬ 
tions  per  second,  per  device. 
However,  a  new  generation  of 
products  that  combine  Layer  2 
and  Layer  4  functions  —  using 
hardware-based,  load-balancing 
capabilities  within  custom  Appli¬ 
cation  Specific  Integrated  Cir¬ 


cuits  —  yield  binding  rates  in 
excess  of  100,000  connections 
persecond. 

A  key  question  in  all  this  is 
how  to  determine  the  most  avail¬ 
able  server  to  which  traffic  is  for¬ 
warded. 

Today,  various  methods  are 
used  to  drive  load-balancing 
decisions.  Depending  on  the 
desired  load-balancing  gran¬ 
ularity,  Layer  4  switches  can 
distribute  application  sessions 
to  servers  using  a  number  of 
heuristics.  These  methods  in¬ 
clude  simple  weighted  round 
robin  to  weighted  least  con¬ 
nection,  measured  round-trip 
delay,  or  closed-loop  feedback 
from  the  servers  themselves. 

Closed-loop  feedback  is  the 
most  advanced,  taking  advan¬ 
tage  of  specific  system  infor¬ 
mation,  such  as  available 
memory,  I/O  interrupts  and 


CPU  utilization,  which  can  be 
obtained  automatically  by 
adapter  drivers  and  Layer  4 
switches.  Current  closed-loop 
feedback  mechanisms  require 
that  software  agents  be  de¬ 
ployed  in  each  server. 

Layer  4  switches  are  distincdy 
different  in  form  and  function 
from  dedicated  load  balancers. 
Traditional  hardware-based  load 
balancers  are  two-port  devices 
optimized  for  WAN  speeds  up  to 
45M  bit/ sec.  They  range  in  price 
from  $10,000  to  $35,000. 

Layer  4  switches  are  designed 
for  high-speed  intranet  applica¬ 
tions  and  support  multiple 
lOOM-bit/sec  or  gigabit  inter¬ 


faces.  The  cost  of  the  new  devices 
ranges  from  $12,000  to  $15,000. 

Layer  4  switching  allows  many 
other  capabilities  beyond  load 
balancing  such  as  the  ability  to 
control  traffic  flows  based  on 
application  type  and  user  ID. 
Using  multistage  queuing  tech¬ 
niques,  Layer  4  switches  can  des¬ 
ignate  and  prioritize  traffic  by 
application. 

Additionally,  sitting  direcdy 
in  front  of  servers,  Layer  4 
switches  are  equipped  with 
knowledge  of  application  ses¬ 
sions  and  user  permissions,  mak¬ 
ing  them  an  ideal  platform  for 
preventing  unauthorized  access 
to  servers. 

Williams  is  director  of  market 
development  at  Alteon  Networks, 
Inc.,  a  leading  proponent  of  Layer  4 
siuitching.  He  can  be  reached  at 
berl  @alteon.com. 


HOW  IT  WORKS 

Switching  at  Layer  4 

A  Layer  4  switch  uses  information  found  in  data 
packet  headers  to  make  intelligent  decisions  about 
where  to  send  data.  This  helps  speed  access  to 
resources  in  large  environments  where  applications 
can  be  spread  out  over  multiple  distributed  servers. 


Client  requests 
access  to  an 
application. 


4 


All  subsequent  packets  are 
remapped  and  forwarded 
from  the  client  to  the  server 
until  the  switch  sees  a  session 
termination  packet. 


The  Layer  4  switch  receives 
the  request,  identifies  the 
packet  and,  using  an  internal 
algorithm,  determines  which 
server  should  handle  the 
request. 


Once  this  determination 
is  made,  the  switch  binds 
the  session  to  a  specific 
IP  address. 


Distributed  servers 
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PENTIUM.PRO 

PROCESSOR 


There  is  perhaps  no  place  better  suited  to  propel  your  business  forward  than  a  server  designed  to 
deliver  options  and  opportunities  to  your  entire  network.  A  foundation  from  which  you’re  able 
to  build,  to  expand,  to  explore  your  vision  of  infinite  possibilities.  Introducing  IBM  Netfinity. 
A  new  breed  of  server  that  has  been  engineered  to  reinvent  the  role  of  industry-standard  servers. 
It’s  smarter  inside  and  out,  boasting  a  design  that  delivers  on  technology  and  above-the-box 
features.  The  power  and  scalability  of  the  Netfinity  7000  are  unsurpassed.  So  you  can  easily 
run  business-critical  applications  on  Windows  NT,®  as  well  as  other  major  network  operating 
systems.  In  addition,  it’s  more  than  up  to  the  task  of  running  your  most  demanding  enterprise  and 
e-business  applications:  IBM  DB2®  SAP™  R/3T  Microsoft®  SQL  Server®  and  Lotus®  Domino? 

What  the  envelope 
looks  like  after 
it’s  been  pushed. 

Introducing  IBM  Netfinity  7000 
industry-standard  server. 

And  as  your  needs  change,  memory,  storage  and  networking  options,  designed  and  tested  for  your 
Netfinity  7000,  are  available  to  provide  ongoing  power,  scalability,  control  and  service.  To  help 
maximize  availability,  Netfinity  provides  technology-enabled  services  like  Remote  Connect, 
MoSTConnect,  and  Update  Connector.  And  beyond  technology,  IBM  offers  innovative  financing 
and  technology  exchange  options  to  help  keep  your  system  up-to-date.  So  you’re  able  to  spend 
more  time  on  business,  and  less  time  managing  technology.  To  find  out  more  about  the  server  that’s 
pushing  the  envelope  like  never  before,  visit  the  Netfinity  Web  site  at  www.pc.ibm.com/us/netfinity. 
Or  pi  ease  call  1  800  IBM-7255,  ext.  4228.  Like  the  Netfinity  server,  we’re  always  available. 


Solutions  for  a  small  planet  " 

'MHz  denotes  internal  clock  speed  of  the  microprocessor  only;  other  factors  may  also  affect  application  performance.  21GB=1  billion  bytes  when  referring  to  hard  drive  capacity;  accessible  capacity 
may  be  less.  IBM,  Netfinity,  DB2,  SystemXtra  and  Solutions  for  a  small  planet  are  trademarks  of  International  Business  Machines  Corporation  in  the  United  States  and/or  other  countries.  Microsoft,  Windows,  and 
Windows  NT  are  registered  trademarks  of  Microsoft  Corporation.  SQL  Server  is  a  registered  trademark  of  Sybase  Incorporated.  Lotus  and  Domino  are  trademarks  of  Lotus  Development  Corporation  in  the 
United  States  and/or  other  countries.  SAP  and  R/3  are  trademarks  of  SAP  Corporation.  The  Intel  Inside  logo  and  Pentium  are  registered  trademarks  of  Intel  Corporation.  ©1998  IBM  Corp.  All  rights  reserved. 
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More  ambitious  proposals  for  IBM’s  network  division 


If  you’re  an  avid  reader  of  this  column  (and  who  isn’t?),  you’ll 
recall  that  during  the  summer  I  urged  IBM  to  spin  off  part  of  its 
Networking  Hardware  Division  (NHD)  with  the  goal  of  re-ener¬ 
gizing  NHD  and  making  ita  more  powerful  player. 

My  logic  went  like  this:  While  IBM’s  NHD  brings  in  plenty  of 
revenue — at  least  that  of  3Com  or  Cisco — it  doesn’t  have  the  market 
muscle  or  visibility  ofeither  of  those  companies.  That’s  because  NHD 
is  serving  two  masters.  It  must  support  its  huge  base  of  SNA  customers 
while  at  the  same  time  competing  against  the  3Coms  and  Ciscos  of  the 
world  in  non-SNA — read  IP-centric  —  networking. 

By  spinning  off  the  SNA  products  portion  of  NHD  into  aseparate 
company — stealing  a  page  from  AT&T’s  spinoff  of  Lucent — IBM 
could  achieve  a  couple  of  goals.  First,  the  spinoff  company  would  live 
and  breathe  SNA  networking,  offering  customers  new  solutions  for 
bringing  mainframes  into  this  intranet  world.  Second,  NHD  would  be 
free  to  focus  more  intently  on  IP  networking. 

Well,  IBM  CEO  Lou  Gerstner  hasn’t  taken  my  advice:  NHD  stands 
undivested.  Undaunted,  however,  I  will  plow  ahead  in  offering  recom¬ 
mendations. 

If  splitting  up  NHD  isn’t  to  IBM’s  taste,  now  would  be  a  good  time 
for  the  company  to  use  some  of  its  ample  cash  reserves  to  take  advan¬ 
tage  of  M&A  opportunities  that  would  strengthen  NHD. 


Wi  th  a  marke  t  cap  ofjust  over  $2  billion  (based  on  a  share  price 
south  of$14asI  write  this),  Cabletron  is  an  appealing  takeover  candi¬ 
date.  The  acquisition  of  Cabletron — which  just  bolstered  its  own  prod¬ 
uct  line  and  distribution  with  the  buyout  of  Digital’s  network  business 
— would  give  IBM  additional  strength  in  key  areas  such  as  switching 
and  net  management. 

Cabletron’s  stock  has  been  battered  by  some  bad  corporate  news 
and  turbulence  in  the  technology  sector.  But  the  company  is  solid  and 
IBM  should  consider  the  opportunity  before  Cabletron  makesabig 
buyout  of  its  own  or  a  competitor  such  as  acquisition-minded  Lucent  or 
current  partner  Nortel  snaps  up  Cabletron. 

If  Gerstner  wants  to  try  something  smaller,  how  about  grabbing  up 
one  of  the  remaining  Gigabit  Ethernet  companies — perhaps  Foundry 
Networks,  an  early  leader?  That  type  of  deal  would  put  IBM  in  the  fore¬ 
front  of  this  hot  marketand  give  it  a  competitive  edge  against  Cisco, 
which  has  struggled  to  bring  out  its  own  Gigabit  Ethernet  offerings. 

Either  deal  would  continue  to  flesh  out  Gerstner’s  vision  of  network 
computing — a  vision  that  has  already  been  firmly  grounded  on  the 
software  side  by  the  acquisitions  of  Tivoli  and  Lotus.  And  here’s 
another  plus.  Iwon’tseekanyadvisoryfeesformyadvice.  Promise. 

John  Gallant,  editor  in  chief  jgallant@  nww.  com 


Speaking  the  LAN guage  •  Linda  Musthaler 

Storage  decision  is  no  longer  open-and-shut 


hen  was  the  last  time  you  gave  much  thought  to  your  deci¬ 
sion  about  primary  storage  solutions?  Many  companies 
don  ’  t  consider  it  a  decision  at  all — they  simply  use  whatever  stor¬ 
age  resources  come  with  the  server  they  buy.  Well,  a  few  things  are 
happening  that  should  make  you  think  about  your  storage  choice. 

First,  Fibre  Channel  technology  is  becoming  increasingly  impor¬ 
tant.  While  Fibre  Channel  has  been  around  for  a  fewyears,  it  is  now 
more  crucial  than  ever  because  of  the  growing  popularity  of  server 
clustering,  which  necessitates  the  move  from  internal  to  external 
storage.  The  traditional  method  for  connecting  external  storage  to  a 
server,  SCSI,  can  support  the  clustering  of  at  most  two  servers;  Fibre 
Channel  allows  you  to  connect  any  number  of  servers  to  storage 
units. 

Although  a  Fibre  Channel-attached 
storage  solution  may  cost  more  up 
front,  it  holds  the  promise  of  a  lower 
overall  cost  of  ownership  over  the  life¬ 
time  ofyour  system.  This  promise 
comes  in  the  form  of  greater  growth 
potential,  expandability,  reliability, 
speed  and  distances  thatcan  be  served. 

However,  Fibre  Channel  connectivity  is  not  without  controversy. 
Some  vendors  have  chosen  to  implement  proprietary  Fibre  Channel 
solutions;  other  companies  are  pushing  for  industry  standards.  Even 
the  advancement  of  standards  was  controversial  for  a  time,  with  two 
different  bodies  working  on  them.  The  twojoined  forces,  and  the 
resulting  Fibre  Channel  Loop  Community  now  is  the  standards 
bearer. 

Second,  storage  technology  is  changing  rapidly,  accompanied  by 
an  equally  rapid  drop  in  price.  While  users’  primary  storage  require¬ 
ments  are  growing  at  an  average  rate  of  40%  per  year,  the  storage 
density  per  drive  is  increasing  at  an  average  of  100%  per  year.  Thus, 
we  can  fit  more  information  in  less  space,  reducing  overall  costs. 

This  is  especially  good  news  for  server  vendors  such  as  Compaq, 
Dell,  IBM,  HP  and  Digital  Equipment,  which  bundle  internal  storage 
with  many  of  their  server  products.  Because  up  to  50%  of  the  price  of 
a  server  can  come  from  the  storage  component,  these  vendors  can 
reduce  prices  on  their  servers  while  simultaneously  offering  higher 
capacity  products.  Most  of  these  vendors  also  have  announced  stor¬ 
age  su  ategies  that  include  external  Fibre  Channel-attached  storage 


for  clustered  servers. 

Third,  like  other  industries,  the  storage  market  is  undergoing  con¬ 
solidation.  The  merger  announced  last  month  between  Storage 
Dimensions  and  Artecon  is  a  case  in  point. 

Mergers  are  inevitable,  given  the  evolutionary  pace  of  storage  tech¬ 
nology.  There  are  just  too  many  specialty  vendors  that  will  have  to  close 
ranks  to  offer  broader  product  lines  to  a  burgeoning  PC  LAN  market. 
This  industry  consolidation  means  you  have  to  look  more  closely  at  the 
viability  ofyour  storage  solution  provider. 

So  nowthatyou  know  why  you  should  give  some  thought  to  your  pri¬ 
mary  storage  solution ,  let’s  look  atyour  options.  The  choices  basically 
come  down  to  internal  vs.  external  storage. 

Internal  storage  usually  refers  to  a  RAID  that  is  a  physical  compo¬ 
nent  ofyour  server.  The  storage  component  has  most  of  the  features 
necessary  to  make  it  virtually  fail-safe,  but  it  still  depends  on  the  server 
for  cooling  and  power  systems.  The  storage  capacities  of  today’s  ser¬ 
vers  are  quite  sufficientfor  many  small  businesses  or  departmental 
applications. 

External  storage  is  another  box  (or  boxes)  that  takes  directions 
from  the  server  via  software.  The  physical  connection  is  either  SCSI  or 
Fibre  Channel.  More  than  90%  of  the  connections  today  are  SCSI- 
based,  but  the  ratio  is  beginning  to  swing  toward  Fibre  Channel. 

External  storage  always  has  been  fairly  common  in  the  Unix  envi¬ 
ronment,  but  it  is  growing  in  popularity  in  the  PC  LAN  environment, 
largely  due  to  server  clustering.  In  many  instances,  external  storage  is 
server  independent. 

How  do  you  decide  whether  to  go  with  internal  or  external  storage? 
In  general,  internal  storage  should  meetyour  needs  if  your  capacity 
requirements  are  small,  you  don’t  intend  to  cluster  your  servers,  you 
don’t  have  the  space  for  separate  boxes  and  you  are  highly  committed 
to  one  servervendor. 

External  storage  is  a  good  option  when  you  run  out  of  internal  stor¬ 
age,  want  to  run  server  clusters,  have  a  heterogeneous  server  environ¬ 
ment  or  want  to  consolidate  storage. 

Of  course,  these  arejust  rules  of  thumb.  What’s  certain  is  you  ’ll 
have  to  give  your  own  decision  a  lotmore  thought  than  you  may  have 
in  the  past. 

Musthaler  is  vice  president  for  Currid  &  Co.,  a  technology  research  and 
assessment  firm  based  in  Houston.  She  can  be  reached  at  linda@currid.com. 
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Send  letters  to  nwnews@nnrw.com  or  John  Gallant, 
editor  in  chief  Network  World,  161  Worcester  Road, 
Framingham,  MA  01 701.  Please  include  phone,  num¬ 
ber  and  address  for  verification. 

SBC  and  others  respond 

Editor’s  note:  The  following  letters  are  in 
response  to  our  telecom  case  study  of  SB  C 
Communications  (“Stall  Tactics,  ’’Dec. 
8,  1 997,  page  1 ). 

The  debate  over  competition  in 
local  and  long-distance  telephone 
service  has  sometimes  created  more 
heat  than  light.  That  was  certainly 
the  case  with  your  article  on  how 
regional  Bell  operating  companies 
allegedly  are  thwarting  competi¬ 
tion,  using  SBC  as  an  example. 

The  bottom-line  reason  for  the 
pace  of  competition  in  the  local  ser¬ 
vice  market  is,  simply,  the  bottom 
line.  The  long-distance  giants  have 
little  desire  to  compete  for  most  cus¬ 
tomers’  local  service.  Why?  Because, 
for  the  most  part,  local  residential 
service  is  a  money  loser.  The  fact  is 
that  local  phone  service  is  still 
heavily  subsidized,  to  the  point  that 
itgenerally  costs  about  $10  per 
month  more  than  what  is  charged. 
The  balance  is  made  up  in  local  toll 
calls,  access  charges,  vertical  ser¬ 
vices  and  business  rates,  which  are 
set  two  to  four  times  higher  than  res¬ 
idential  rates. 

Conversely,  business  customers, 
with  their  artificially  high  rates,  have 
become  prime  targets.  MCI  recendy 
announced  it  would  offer  local  ser¬ 
vice  to  midsize  and  large  businesses 
in  three  Texas  markets.  Evidently, 
even  small  businesses  are  not  worth 
the  effort  any  more. 

The  very  deliberate  pace  into 
local  service  also  pays  off  for  the 
long-distance  carriers  by  creating 
the  impression  for  regulators  that 
sufficient  competition  does  not 
exist  to  allow  RBOCs  into  long  dis¬ 
tance.  This,  too,  should  not  be  sur- 
prisingwhen  one  considers  that 
what  is  at  stake  is  the  huge  long-dis¬ 
tance  market,  with  its  comparatively 
huge  profit  margins,  which  the  long¬ 
distance  oligopoly  is  desperately  try¬ 
ing  to  protect 

Skeptics  will  then  ask  about  our 
incentives  to  keep  competition  out 
of  the  local  service  market.  Granted, 
we  are  no  t  anxious  to  lose  a  single 
customer.  But  we  are  very  anxious  to 
get  into  longdistance,  which  will 
position  us  to  become  very  effective 
competitors  to  those  companies 
which  today  can  offer  our  customers 


whatwe  cannot — all  telecommuni¬ 
cations  services  on  one  bill. 

We  won’tget  there,  though, 
unless  regulators  believe  our  net¬ 
works  and  markets  are  open  to  com¬ 
petition.  That  is  why  SBC  spent 
more  than  $1  billion  through  the 
end  of  1997  to  open  its  networks. 
That’s  why  we  assigned  more  than 
3,000  employees  to  the  task.  We  have 
signed  270  interconnection  agree¬ 
ments  with  competitors  who  have 
resold  more  than  500,000  of  our 
access  lines  to  their  cus¬ 
tomers,  and  we  processed 
more  than  one  million 
competitor  orders. 

We  have  made  it  as 
easy  as  possible  for  com¬ 
petitors  to  take  our  cus¬ 
tomers.  Has  it  been 
entirely  smooth?  Of 
course  not.  No  undertak¬ 
ing  of  this  size  and  com¬ 
plexity  could  be.  But  we 
have  made  more  than  a 
good-faith  effort  to  fully 
comply  with  the  letter 
and  the  spirit  of  the  law. 

An  obj  ective  case  study  of  local 
competition  offers  one  lesson: 
Where  there  is  money,  there  is 
plenty  of  competition.  Where  there 
is  less  financial  reward,  there  is  over¬ 
heated  rhetoric.  Let’s  spend  less 
time  focusing  on  rhetoric  and  more 
on  the  economic  realities  that  have 
always  driven  competition. 

Royce  Caldwell 
President 
SBC  Operations 
San  Antonio,  Texas 

Judging  from  my  experience 
with  Pacific  Bell  in  San  Jose,  Calif.,  I 
would  say  that  SBC  Communica¬ 
tions  is  stalling  partly  because  it  is 
full  of  incompetent  technicians  who 
cannotperform  reliably  in  the  cur¬ 
rent  noncompetitive  environment, 
let  alone  a  competitive  one. 

My  mistake  was  to  try  to  have 
ISDN  installed  at  home.  I  wanted  to 
keep  my  existing  number  and  long¬ 
distance  provider,  MCI;  add  three 
more  numbers,  one  of  which  I 
wanted  to  be  something  memorable 
such  as  (408)  2-CALLME;and 
receive  128Kbit/sec  on-demand 
data  service  to  a  local  Internet  ser¬ 
vice  provider  or  my  employer. 

My  first  problem  involved  choos¬ 
ing  the  memorable  number.  Rather 
than  listing  which  numbers  were 
available  or  which  blocks  of  num¬ 
bers  were  definitely  taken,  PacBell 
works  like  this:  You  call  them  to  find 
out  if  a  number  is  available.  They 
check  and  say  no.  Soyou  call  and  try 
a  different  number.  You  repeat  this 
process  until  bored. 

Eventually  the  day  came  to  install 


my  ISDN  line.  The  guy  in  the  central 
office  did  his  thing,  and  the  field 
technician  confirmed  that  the  Ser¬ 
vice  Profile  Identifiers  were  ac¬ 
cepted  and  left.  Soon  thereafter  I 
discovered  I  could  make  and  receive 
calls  on  the  two  secondary  numbers, 
but  not  the  two  primary  numbers. 

About  a  day  later,  PacBell  fixed 
that  problem.  Then,  I  discovered 
that  I  could  make  and  get  calls  on 
the  two  primary  numbers,  but  I 
couldn’tmake  long-distance  calls, 
and  I  couldn’t  call  one  of 
the  two  secondary  num¬ 
bers.  I  asked  MCI  why  I 
couldn’tmake  long-dis¬ 
tance  calls  (I  was  sick  of 
calling  PacBell  at  this 
point)  and  was  told  that 
PacBell  had  very  kindly 
closed  my  MCI  account 
forme. 

It  took  another  week  to 
get  the  fourth  number  to 
work  again  and  about  the 
same  time  for  PacBell  to 
re-enable  MCI  as  my  long¬ 
distance  carrier. 

The  whole  affair  seems  to  indi¬ 
cate  that  PacBell’s  technicians  are 
incapable  of  correctly  provisioning 
an  AT&T  5ESS  switch  to  do  anything 
out  of  the  ordinary.  If  the  5ESSwere 
a  brand-new  switch,  this  mightbe 
understandable,  but  PacBell  has 
been  offering  ISDN  on  5ESS 
switches  foryears,  so  there  is  little 
excuse. 

Francis  Turner 

Corporate  systems  engineer  — 

West  Coast 
Bay  Networks,  Inc. 

Santa  Clara,  Calif. 


Readers  of  your  telecom  case 
study  involving  SBC  need  to  pause 
a  moment  and  consider  what  the 
RBOCs  are  and  what  defines 
competition. 

First,  unlike  the  robber  barons 
portrayed  in  your  cartoon,  RBOCs 
are  independent  companies 
accountable  to  both  stockholders 
and  regulatory  agencies,  each 
seeking  success  as  any  other  com¬ 
pany  does.  Ours  is  a  regulated 
industry,  but  our  assets  and  profits 
are  private ,  so  don  ’  t  be  surprised  if 
we  defend  the  best  interests  of  our 
investors. 

Second,  let’s  consider  what 
competition  means.  I  used  to  think, 
back  before  the  telecom  act  became 
law,  thatcompetition  meant 
another  company  doing  what 
RBOCs  do:  that  is,  operating  a  net¬ 
work  to  deliver  services  in  local  mar¬ 
kets.  I  imagined  a  world  of  cable 
companies,  wireless  operators  and 
others  building  bypass  networks  to 
deliver  both  business  and  residen¬ 
tial  communication  services  across 
a  metropolitan  region.  This  is  the 
competition  the  RBOCs  are  eager 
to  see. 

However,  now  that  the  act  has 
passed,  it  seems  clear  that  our  com¬ 
petitors  are  more  interested  in 
reselling  RBOC  assets.  They  want  to 
get  into  the  market  without  any  risk 
or  investment.  This  is  not  competi¬ 
tion,  it  is  not  in  the  spirit  of  the  tele¬ 
com  act,  and  our  efforts  to  defend 
ourselves  arejustified. 

Toby  Jessup 

Principal  engineer 

US  WEST  Interprise  Networking 

Seattle 
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END  USERS  WILL  QUASH  THE  IDEA  THAT 
THIN  CLIENTS  CAN  REPLACE  THEIR  PCs. 


users  won’t  take  Nt 
an  answer 


By  Geoffrey  James 

ake  a  note:  1 998  will  be  the  year  that  sees  the  death 
of  the  notion  that  a  network  computer  (NC)  can 
replace  a  PC.  When  NCs  were  announced,  they  were  posi¬ 
tioned  as  the  first  real  threat  to  the  hegemony  of  the 
Wintel  PC  platform.  Industry  analysts  at  firms  includ¬ 
ing  Gartner  Group,  Inc.,  The  Yankee  Group  and 
International  Data  Corp.  estimated  that  an  NC,  or  the 
later  network  PCs,  would  cost  around  $3, 000  less  per 
year  to  own  and  operate  than  a  traditional  PC,  a  sum 
that  would  get  the  interest  of  cost-conscious  top  managers. 


DAVID  SCOTT  SINCLAIR 


This  year,  you’ll  find  that  thin  clients  —  be 
they  NCs,  network  PCs  or  Windows  terminals  — 
may  find  a  niche  as  a  replacement  for  dumb  ter¬ 
minals,  but  one  simple  fact  will  deny  them  fur¬ 
ther  glory:  End  users  won’t  give  up  their  PCs. 

In  a  recent  poll  of  300  Network  World  readers, 
only  12%  believed  end  users  would  agree  to  give 
up  their  PCs  in  return  for  a  more  stable  and  reli¬ 
able  thin  client.  Similarly,  72%  of  the  respon¬ 
dents  said  they  did  not  plan  to  deploy  thin  clients 
at  all,  be  they  NCs  or  network  PCs. 

These  findings  were  corroborated  by  a  Zona 
Research,  Inc.  survey  of  139  IT  executives,  85% 
of  whom  said  they  had  no  intention  of  deploying 
thin  clients.  Based  on  the  study,  Zona  concluded 
that  “thin  clients  will  largely  have  a  user  profile 
that  reflects  the  users  of  traditional  terminals.” 

The  results  of  both  surveys  are  reflected  in  the 
lackluster  commitment  among  hardware  vendors 
for  at  least  one  type  of  thin  client  —  the 
Microsoft  Corp.-blessed  NetPC  implementation. 
In  September,  IBM  decided  there  wasn’t  suffi¬ 
cient  demand  to  justify  building  a  separate  line  of 
NetPCs,  a  decision  that  quickly  was  echoed  by 
Micron  Electronics,  Inc. 


Other  vendors  say  they  remain  committed  to 
building  a  NetPC,  but  it  doesn’t  appear  the 
devices  are  on  their  front  burners.  For  example, 
Gateway  2000,  Inc.  in  May  1997  announced  a 
NetPC  but  hasn’t  yet  brought  it  to  market, 
according  to  Jeff  Hanson,  a  public  relations 
manager  at  the  firm.  Even  Digital  Equipment 
Corp.  —  a  company  whose  background  in  tradi¬ 
tional  time  sharing  would  seem  to  make  it  an 
ideal  candidate  to  embrace  the  NetPC  —  is  tak¬ 
ing  a  wait-and-see  attitude  and  hasn’t  yet 
announced  an  implementation. 

That  approach  is  probably  wise,  says  Rob 
Enderle,  senior  analyst  at  Giga  Information 
Group,  of  Santa  Clara,  Calif.  “The  products 
haven’t  been  selling  particularly  well,”  he  says. 

He  attributes  the  NetPC’s  failure  to  grab  market 
share  to  a  “screwed-up  launch  by  Intel  [Corp.], 
which  didn’t  deliver  the  right  message  because  it 
was  afraid  that  [the  NetPC]  would  threaten  its 
existing  architectures.” 

Maybe  so,  but  the  survey  results  and  other 
anecdotal  evidence  suggest  there  also  is  some¬ 
thing  fundamentally  unappealing  about  the  dun- 
client  concept  in  general. 


A  clue  to  the  real  problem  can  be  found,  of  all 
places,  on  Sun  Microsystems,  Inc.’s  Web  site.  In  its 
white  papers  section,  Sun,  a  major  NC  backer,  saw 
fit  to  publish  a  commentary  addressing  the 
“Danger  of  end-user  reaction  against  NCs.”  It 
warns:  “  [End]  users  may  view  Network  Computers 
as  an  attack  on  their  independence,  productivity 
and  enfranchisement.  If  forced  by  management 
edict  to  switch  to  NCs,  there  are  certain  to  be  PC 
withdrawal  symptoms  in  the  form  of  complaints, 
intentional  difficulties,  unreasonable  require¬ 
ments  and  so  forth.”  In  other  words,  end  users 
want  PCs  —  they  don’t  want  NCs. 

“Even  if  the  NC  is  better  technology,  it’s  prob¬ 
ably  not  going  to  be  accepted,”  says  Tim  Hoy, 
applications  and  systems  manager  at  Omni 
Healthcare,  a  health  maintenance  organization 
that  serves  northern  California.  “The  typical 
end  user  thinks  of  his  desktop  or  laptop  as  ‘his 
computer’  —  not  as  the  company’s  computer. 
Who  would  willingly  give  up  control  of  their 
own  computer?” 

Even  companies  that  are  planning  to  use 
NCs  to  replace  dumb  terminals  don’t  plan  to 
throw  out  their  PCs.  “We’re  planning  to  replace 
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the  X  terminals  in  our  call  centers  with  NCs 
sometime  in  the  future,”  says  Sally  Davenport, 
media  relations  spokesperson  for  Federal  Express 
Co.  “But  we’re  certainly  not  going  to  take  PCs 
away  from  people  who  need  them  to  perform 
their  jobs.” 

Otto  Folprecht,  corporate  IS  manager  at  Tree 
Island  Industries,  a  Vancouver-based  manufactur¬ 
er  of  steel  parts,  agrees  the  idea  is  of  limited 
value.  “I  don’t  believe  that  managers  are  good 
candidates  for  NCs  because  they’re  going  increas¬ 
ingly  mobile,”  he  says.  “They  want  laptops  or  PCs 
with  removable  hard  disks.” 

A  revolt  at  McDonald’s 

Despite  all  the  talk  about  NCs,  most  implemen¬ 
tations  are  in  the  prototype  or  pilot  phase,  so  it’s 
too  soon  to  say  for  sure  whether  they’ll  live  up  to 
their  promise.  But  if  McDonald’s  Corp.  is  any 
indication,  they  surely  won’t. 

McDonald’s  implemented  an  NC-like  device 
several  years  ago,  says  George  Vidinich,  staff 
director  for  the  fast-food  chain.  For  select  users 
at  its  Oak  Brook,  Ill.,  headquarters,  the  company 
installed  desktop  devices  that,  like  today’s  NetPCs, 
were  stripped  of  all  application  software.  The 
devices  did  have  their  own  C:  drives,  but  these 
were  to  be  used  only  for  the  DOS  disk  that  was 
required  to  boot  the  machine  and  supply  net¬ 
work  connectivity,  and  as  a  cache  to  improve 
desktop  and  network  performance.  All  Windows 
operating  software,  applications  and  data  storage 
resources  were  server-based. 

Users  hated  the  new  system,  Vidinich  says.  They 
immediately  began  devising  ways  to  get  around 
what  they  saw  as  restrictions.  For  example,  they 
figured  out  how  to  copy  the  operating  system  and 
key  application  executables  onto  their  cache 
drives  in  order  to  get  free  of  the  network.  This 
created  multiple  local  versions  of  various  pieces  of 
server  software,  which  added  to  the  support  bur¬ 
den  —  the  opposite  of  what  was  intended. 

McDonald’s  finally  decided  to  offer  end  users 
two  desktop  options:  the  NC  and  a  more  tradi¬ 
tional  PC  LAN  environment.  There  is  now  so  lit¬ 
tle  demand  for  the  NCs  that  when  McDonald’s 
upgrades  to  Windows  95,  it  will  kill  the  NC 
option  altogether. 

It  could  be  argued  that  a  modem  NC  imple¬ 
mentation  wouldn’t  have  allowed  the  end  users  to 
subvert  the  system.  However,  what’s  interesting 
about  the  McDonald’s  experience  is  that  end 

END  USERS  SPEAK:  'HANDS  OFF  MY  PC’ 


SOUND  OFF 

What’s  that?  You  think  thin 
clients  are  a  good  Idea?  Do  tell. 

We’ve  established  a  conference 
area  on  Network  World  Fusion 
where  you  can  espouse  your  view 
on  the  thin-client  issue,  be  it  the  same  as  the  one 
presented  here  or  diametrically  opposed. 


We’ll  publish  the  best  of  both  sides  in  an  upcoming 
Message  Queue  section  of  our  Opinions  pages. 


users  thought  it  necessary  to  subvert  the  system 
in  the  first  place.  The  reason,  according  to 
Vidinich,  was  system  stability,  one  of  the  things 
NCs  are  supposed  to  improve.  A  major  crisis 
occurred  whenever  the  network,  which  had  a  rel¬ 
atively  high  uptime,  went  down.  “People  felt  that 
it  was  stupid  to  have  a  computer  on  your  desk 
that  didn’t  work  when  the  network  isn’t  working,” 
Vidinich  says. 

More  risk  and  complexity 

Traditional  PCs  connected  to  traditional  PC 
networks  allow  individuals  to  keep  their  own  data 
on  their  own  machine  and  to  keep  data  that’s 
intended  to  be  shared  on  the  network.  The  net¬ 
work  also  provides  a  convenient  place  to  back  up 
personal  data  files.  In  such  an  environment,  the 
failure  of  one  individual’s  desktop  device 
remains  an  annoyance  rather  than  a  disaster. 
While  some  data  may  be  lost,  the  individual  gen¬ 
erally  can  find  or  borrow  another  PC  and  start 
working  almost  immediately.  Similarly,  if  the  net¬ 
work  goes  down,  the  inability  to  access  shared 
data  may  be  inconvenient,  but  most  office  work¬ 
ers  will  be  able  to  switch  to  activities  that  don’t 
require  the  network,  using  sneaker  net  or  dial-up 
modems  to  share  information. 

With  NCs,  by  contrast,  every  network  failure  is 
an  unmitigated  disaster  because  nothing  mean¬ 
ingful  can  get  done  until  the  network  is  up  and 
running.  The  solution,  according  to  Greg  Blatnik, 
a  vice  president  at  Zona  Research,  is  “networks 
with  very  high  uptime.”  How  high?  “One  hun¬ 
dred  percent  uptime  will  be  required,”  he  says. 

To  make  matters  worse,  networks  that  support 


thin  clients  will  be  more  complex  than  current 
LAN  designs  because  they’ll  have  greater  and  dif¬ 
ferent  types  of  burdens,  says  Ellen  Carney,  world¬ 
wide  director  of  network  integration  and  support 
services  in  the  Westborough,  Mass.,  office  of 
Dataquest,  Inc.,  a  market  research  firm.  It’s 
unclear  whether  shifting  the  support  burden 
from  the  desktop  to  the  network  will  result  in  a 
more  stable  system,  she  says.  The  desktops  may 
become  more  stable  when  the  network  is  run¬ 
ning,  but  the  network  itself  is  likely  to  become 
less  stable  and  more  difficult  to  maintain.  “Some 
companies  may  find  that  they’ve  simply,  in  the 
words  of  the  old  commercial,  traded  a  headache 
for  an  upset  stomach,”  Carney  says. 

And  even  with  100%  uptime,  it’s  unclear 
whether  end  users  would  be  happy.  At 
McDonald’s,  for  example,  end  users  were  accus¬ 
tomed  to  being  able  to  predict  whether  they 
could  get  work  done  on  time  based  on  prior 
experience  with  the  performance  of  their  PCs. 
With  the  thin-client  implementation,  on  the  other 
hand,  system  performance  slowed  down  during 
spike  times  —  such  as  right  before  a  deadline. 
Users  found  this  unacceptable,  not  to  mention 
frustrating.  “We  tried  to  take  the  ‘P’  out  of  the 
‘PC,’  and  that  was  a  big  mistake,”  Vidinich  says. 

Of  course,  system  degradation  during  peak 
usage  could  be  solved  by  adding  massive 
amounts  of  server  horsepower  and  network 
bandwidth  that’s  unused  most  of  the  time  —  an 
investment  that,  if  history  is  any  guide,  most  com¬ 
panies  are  unwilling  to  make.  And  thin  clients 
are  supposed  to  save  money  rather  than  create 
demand  for  high-priced  server  hardware  and 
redundant  network  hubs. 

Cost  savings  from  the  thin-client  implementa¬ 
tion  proved  elusive  at  McDonald’s,  where  the 
total  cost  of  ownership  went  up  rather  than 
down,  Vidinich  says. 

One  reason  was  end  users  began  purchasing 
more  laptops  in  order  to  get  work  done  unteth¬ 
ered.  This  meant  the  IT  group  had  to  support 
the  NC-like  device  and  a  laptop  for  many  end 
users.  “Unless  you’re  willing  to  throw  out  every 
PC  —  including  laptops  —  the  NC  simply 
becomes  another  platform  to  support,  which  only 
adds  to  your  infrastructure  costs,”  he  says. 

Sending  the  wrong  message 

Despite  the  fact  that  cost  savings  might  prove 
elusive,  some  industry  analysts  —  Blatnik  for 


Although  some  users  see  merit  in  the  idea  of  thin  clients,  almost  three-fourths  of  respondents  to  a  recent  Network  World  survey  said  they  won’t  implement 
them.  The  key  reason?  End  users  won’t  give  up  their  PCs. 


Do  you  plan  to  deploy  thin 
clients,  whether  network 
computers  or  network  PCs? 


Do  you  agree  with  the  following  statements? 


34%  Yes 


43%  Yes 


15%  Don’t  know 


Thin  clients  will  lower  my 
overall  network  cost  of 
ownership. 


Thin  clients  will  make  it 
easier  to  administer  and 
maintain  my  network. 


Thin  clients  are  only 
good  as  a  replacement 
for  dumb  terminals. 


End  users  will  agree  to  give  up 
their  PCs  in  return  for  a  more 
stable  and  reliable  thin  client. 


Based  on  a  survey  of  300  Network  World  readers  conducted  for  the  1997  Network  World/ Deloitte  &  Touche  Consulting  Group  Technology  Planning  Survey. 
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Thin  clients  are  not  all  alike 

his  story,  for  the  most  part,  discusses  the  multiple 
types  of  thin  clients  as  a  group,  but  there  are  dif¬ 
ferences  between  them. 

■  The  network  computer  (NC),  as  originally  conceived, 
is  intended  to  download  and  run  Java  applets  and 
applications  and  to  do  this  without  a  Windows  operating  sys¬ 
tem.  It  uses  a  server  for  storing  and  managing  files.  Because 
there  are  relatively  few  Java  applets,  most  NCs  being  used  in 
corporate  deployments  are  accessing  applications  that  run  on 
Unix  servers  and  IBM  mainframes  (and  many  times  have 
extra  software  to  access  Windows  applications  on  NT  servers) . 


■  The  NetPC  is  based  on  a  specifica¬ 
tion  created  by  Microsoft  Corp.  and 
Intel  Corp.  It’s  a  Windows  PC  that 
can  but  doesn't  have  to  be  offered 
in  a  sealed  case.  The  Net  PC  down¬ 
loads  most  of  its  software  and  data 
from  a  server,  and  can  be  managed 
remotely  because  it  has  client  soft¬ 
ware  such  as  Intel’s  LANDesk  client. 

■  Another  category  of  thin  clients 
is  the  Windows  terminal,  a  desktop 
device  that  accesses  Windows  appli¬ 
cations  running  on  multiuser  NT 
servers. 


one  —  insist  that  NCs  are  a  good  idea. 
The  important  issue  for  Blatnik  isn’t  sys¬ 
tem  stability  as  much  as  it  is  system  abuse. 
“I’m  of  the  simple  belief  that  when 
you’re  in  the  office,  you  shouldn’t  be 
doing  ‘personal’  computing,”  he  says. 
“Corporations  are  getting  to  the  point 
where  they  won’t  tolerate  abuses  such  as 
X-rated  Web  surfing,  playing  “Doom” 
and  answering  per¬ 
sonal  e-mail.” 

But  there’s  a  down¬ 
side  to  such  top-down 
control  of  computing 
resources  —  the  ero¬ 
sion  of  trust.  “The 
NetPC,  as  currently 
implemented,  is  a 
safer  PC  from  a  man¬ 
agement  viewpoint, 
[but]  it  says  some 
pretty  ugly  things,” 
says  Kim  Brown,  vice 
president  and  chief 
analyst  at  Dataquest’s 
San  Jose,  Calif.,  office. 
“It  says  to  employees  that  ‘we  [manage¬ 
ment]  don’t  trust  you.’” 

Thin  clients  thus  represent  a  way  of 
thinking,  a  philosophy  about  the  nature 
of  employment  and  management, 
rather  than  being  just  a  new  technology. 

Stripping  the  control  of  computing 


resources  away  from  end  users  harkens 
back  to  traditional  notions  of  top-down, 
industrial-age  management. 

That’s  exacdy  the  sort  of  thinking 
management  consultants  say  leads  to 
business  failure. 

However,  the  nail  in  the  coffin  of  the 
“we  can’t  trust  end  users”  argument  is 
one  of  the  major  trends  in  today’s  busi¬ 
ness  world  —  the  extended  workday. 
Salaried  workers  in  America  now  work 
an  average  of  164  hours  longer  each  year 
than  they  did  in  1970,  before  computers 
came  on  the  scene,  according  to 
Harvard  University  economist  Juliet 
Schor.  Mobile  computing  and  telecom¬ 


muting,  rather  than  allowing  profession¬ 
als  to  work  at  home  instead  of  at  the 
office,  have  resulted  in  an  increasing 
number  of  hours  being  spent  doing  tasks 
for  the  corporation. 

It’s  one  thing  to  demand  that  factory 
workers  who  punch  a  time  clock  stick  to 
their  appointed  tasks.  It’s  quite  another 
to  expect  the  typical  60-hour-per-week 
road  warrior  to  work  hundreds  of  hours 
of  overtime  without  the  ability  to  use  the 
company’s  computers  for  a  reasonable 
amount  of  personal  business  and,  yes, 
even  recreation. 

That’s  why  end  users  simply  aren’t 
going  to  buy  into  the  thin-client  story. 


Having  already  paid  the  price  of  being 
“empowered”  by  the  PC,  they’re  not  likely 
to  give  up  the  benefits  they  receive  from 
“owning”  their  computing  resources.  Even 
NC  proponents  such  as  Blatnik  agree  this 
is  the  case. 

“We’ve  given  people  the  idea  that  free¬ 
dom  and  automation  go  hand  in  hand,” 
he  says.  “If  you  give  the  impression  that 
you’re  taking  that  away,  you  could  end 
up  with  Mutiny  on  the  Bounty.” 

James  is  the  author  of  Success  Secrets 
from  Silicon  Valley,  to  be  published  in  paper¬ 
back  by  Random  House  in  March.  He  can  be 
reached  at  xmvw.businesswisdom.com. 


Dataquest's  Ellen 
Camey  warns  thin- 
client  users  may 


find  they ’ve  “trad¬ 
ed  a  headache  for 
an  upset  stomach.  ” 


The  Big  Shots  Play  Their  Cards 


Watch  the  action  unfold  at  Network  World’s 

Network  Management  Showdown 

at  ComNet  Washington,  D.C. 


Network  World  Editor-in-Chief  John  Gallant 
will  moderate  a  high-stakes  debate  among 
leading  network-  and  systems-management 
vendors.  Technology  executives  will  be  dealt  tough 
questions  from  a  panel  of  industry  experts  and  from 
their  market  rivals.  The  showdown  is  a  must-attend 
for  network  managers  struggling  to  cope  with  the 
increasing  demand  on  overtaxednetwork  resources, 
you  sort  through  the  sales  and  marketing  jargon  and 


Industry  Experts 

•  Kevin  Tolly,  President  and  CEO,  The  Tolly  Group 

•  Rick  Villars,  Director,  Network  Architectures  and  Management,  IDC 

•  Jim  Duffy,  Senior  Editor,  Network  World 

Technology  Executives 

•  Tom  Bishop,  VP  of  Infrastructure  Development,  IBM/Tivoli 

•  Stephen  Borcich,  Director  of  Product  Development,  Network 
Software  Group,  Sun  Microsystems 

•  Yogesh  Gupta,  Senior  VP,  Product  Strategy,  Computer  Associates 

•  Martin  Haworth,  Manager  of  Solutions  &  Support  Services,  Hewlett- 
Packard  OpenView  Software  Division 

•  Chris  Oliver,  Chief  Technology  Officer,  Cabletron 


Let  the  pros  help 
get  to  what’s  real 


Renaissance  Hotel 
Grand  Ballroom 

Network  World's 


Network  managers,  don't  miss  this  event! 


No  bluffing,  no  stacking  the  deck.  Canned  presenta¬ 
tions  are  not  permitted.  You’ll  hear  unrehearsed  responses  to 
the  questions  you  need  answered  about  the  future  of  net¬ 
work-  and  systems-management  platforms. 


Vendors  show  their  hands.  How  do  the  leading  plat 
form  vendors  plan  to  deliver  integrated  network-  and  sys¬ 
tems-management  solutions?  Get  the  facts  on  issues  such  as 
application  management,  managing  intranets  and  Internet 
services,  Web-based  management  tools,  prices  and  support. 


Dealer’s  choice.  Vendors  will  be  given  a  rare  opportunity 
to  ask  the  competition  hard-hitting  questions.  The  showdown 
will  expose  the  strengths  and  weaknesses  of  each  solution 
and  help  you  determine  which  company  is  best  prepared  to 
manage  your  network  in  the  year  2000  and  beyond. 


Washington,  D.C. 
January  27-29,  1998 
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User  experiences  -  What  are  your 
peers  or  competitors  doing? 

What  to  look  for  in  a  supplier  -  Who 

offers  what,  where,  and  for  how  much? 


Business  cases  -  What  is  the  impact 
on  management? 

Overall  industry  perspective  -  Where 

is  the  enterprise  headed? 


Technology  assessments  -  What  is  the 
best  route  to  successful  implementation? 


•  V:": 
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Network  World  and  IDG  have  teamed  up  to  create  a  series  of  new,  bi-monthly 
research  reports  designed  to  smoothly  guide  you  through  your  most  challenging 
technology  decisions.  The  Network  World  Decision  Support  Series  will  deliver 
timely  advice  to  assist  you  in  making  the  right  decision,  every  time,  without  fail. 
Each  report  will  promptly  serve  up  relevant  industry  insight,  including: 


Introductory  report: 

Using  the  Internet  as  the  Corporate 
Virtual  Private  Network 

Most  corporations  are  familiar  with  using  the  Internet  for  external  affairs 
including  employee  access  and  creating  a  sales  and  marketing  presence  on  a  Web 
site.  Now,  corporate  network  managers  are  evaluating  the  potential  of  using  the 
Internet’s  flexibility,  low  cost,  security  and  anytime -anywhere  connectivity  as  a 
solution  for  their  high-performance  private  network  requirements. 

This  report  evaluates  the  bandwidth  charges  and  management  costs  of  an 
Internet-based  corporate  backbone,  as  they  compare  to  traditional  WAN  solu¬ 
tions  of  private  lines  and  frame  relay.  The  cost  analysis  is  combined  with  a 
critique  of  Internet  performance  guarantees  and  information  security  to 
provide  a  full  scenario  of  how  different  workloads  can  be  supported  over  such  a 
network.  Leading  ISPs  offering  corporate  intranets  and  VPN  solutions  are 
profiled  according  to  the  services,  terms  and  conditions  they  provide,  and  their 
technology  platforms.  Finally  it  portrays  real-world  companies  who  have 
adopted  the  Internet  as  their  corporate  backbone. 

To  address  these  issues,  Network  World  has  assembled  a  team  of  IDC’s  most 
senior  analysts  in  the  areas  of  Internet  technologies  and  services.  The  study  is 
designed  to  assist  buyers  in  better  understanding  how,  where  and  when  to  use 
Internet  services  and  technologies  to  support  enterprise  networking  strategies. 

Importantly,  the  study  includes  the  results  of  IDG’s  research  with  leading  end 
user  organizations  and  proprietary  IDG  cost  models,  developed  in  collabora¬ 
tion  with  major  corporations  around  the  world. 

A  new  topic  every  other  month! 

As  a  Network  World  Decision  Support  Series  subscriber,  you  will  get  a  new 
report  every  two  months,  each  one  offering  fresh  opinions  on  another 
pertinent  topic.  Upcoming  reports  include: 

The  New  LAN  Backbone  -  A  Technology  Roadmap 

In  today’s  enterprise  networks,  there  is  coexistence  between  ATM  (for  wide  area 
networking)  and  Ethernet  (for  local  networking).  In  the  WAN  backbone  space, 
the  dilemma  is  whether  to  stay  with  ATM  switching  or  to  use  Gigabit  Ethernet, 
the  "new  kid  on  the  block”.  This  report  is  a  tactical  guide  to  assist  companies  in 
selecting  high-speed  technologies  for  enterprise  network  backbones. 

Frame  Relay  Directions  -  A  Service  and  Technology  Roadmap 

Frame  relay  is  the  one  service  that  has  been  used  more  widely  for  data  networks 
in  the  U.S.  than  alternatives  such  as  SMDS,  ISDN,  and  native  ATM.  This 
report  focuses  on  the  longer-term  strategic  decision  of  whether  or  not  to  use 
Frame  Relay.  We  will  present  our  expectations  for  technology  deployment, 
equipment  and  service  availability. 


The  Network  World  Decision  Support  Series  normally  sells  for  $2995* 
For  a  limited  time,  we  are  offering  it  to  Network  World  readers  for 

only  $1995,  a  33%  savings! 


Subscription  Bonus: 

Telebriefings,  in-person  regional  briefings! 

As  a  Decision  Support  Series  subscriber,  you  will  be  advised  of 
exclusive,  bi-monthly  phone  conferences  with  report  authors  and  key 
IDC  analysts.  You  will  also  be  invited  to  attend  semi-annual  regional 
briefings  to  participate  in  live,  in-person  discussions.  These  events  are 
your  opportunity  to  discuss  each  report,  as  well  as  the  industry  in 
general,  with  the  authors  and  analysts  themselves.  Get  the  latest 
updates  and  freshest  perspectives  straight  from  the  source! 


Put  the  combined  strength  of 
Network  World  and  IDC  to  work  for  you! 

Subscribe  today  by  calling  800-643-4668 
Or,  visit  our  Web  site  at 
www.nwfusion.com/research. 
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[FEATURE] - 

Trouble  in  the  skies? 


Continued  from  page  1 

All  eyes  in  the  gallery  of  spectators  are  locked 
on  the  heavens.  Oohs  and  aahs  fill  the  air  along 
with  enthusiastic  applause.  White  contrails  paint 
the  darkened  sky,  and  two  minutes  into  flight, 
the  rocket  is  little  more  than  a  speck,  twinkling 
with  the  stars. 

Motorola  may  be  enjoying  ovations  for  its 
launches  now,  but  the  real  question  is  whether 
Iridium  —  and  a  gang  of  other  emerging  satel¬ 
lite  services  —  will  command  the  same  attention 
from  corporate  users. 

Considering  the  reactions  from  dozens  of 
Network  World  readers,  Iridium  and  other  LEO 
satellite  service  providers  have  their  work  cut  out 
for  them. 

“We  haven’t  identified  any  business  need,” 
says  Sally  Grant,  assistant  vice  president  of  net¬ 
work  development  at  USAA,  a  large  financial 
and  insurance  firm,  of  San  Antonio,  Texas.  “How 
could  this  change  our  business?” 

“I  don’t  have  any  clue  about  these  services,” 
says  Brian  Beatson,  manager  of  data  communica¬ 
tions  at  Riggs  National  Bank,  of  Riverdale,  Md. 
Beatson’s  comment  echoes  the  sentiments  of 
many  users  —  either  they  don’t  know  about 
emerging  LEO  services  or  they  don’t  view  them 
as  a  strategic  technology. 

Voice  a  big  bust 

On  the  voice  side,  telephony  services  offered 
by  Iridium,  Globalstar  and  others  are  shaping  up 
as  a  big  bust  in  corporate  circles,  with  a  few 
exceptions. 

The  services  mosdy  will  be  transparent  to  users, 
says  Bob  Egan,  director  of  Gartner  Group,  Inc.’s 
Network  Services  unit,  in  Stamford,  Conn. 

Iridium  and  Globalstar  will  forego  direct  sales  of 
their  LEO  satellite  services  to  users,  instead  sell¬ 
ing  capacity  to  franchised  carriers  and  Internet 
service  providers.  The  reason  for  that  strategy  is 
LEO  providers  are  trying  to  curb  their  opera¬ 
tional  costs  because  they  are  sinking  billions  into 
their  celestial  infrastructures,  Egan  says. 

The  satellite  services  will  allow  telephony  carri¬ 
ers  to  provide  uniform  quality  of  service  across 
the  globe,  Egan  says.  When  you  call  Bell  Adantic 
Corp.,  for  instance,  the  carrier  may  choose  its 
preferred  international  transport  mechanism  — 
which  could  be  an  undersea  cable  or  a  satellite 
pipe.  Participating  interexchange  carriers  could 
sell  the  service  as  a  local-loop  bypass  to  connect 
to  their  points  of  presence. 

However,  satellite  telephony  is  likely  to  wind 
up  as  a  fringe  offering  because  its  most  immedi¬ 
ate  application  is  for  mobile  salespeople  and 
other  executives  who  frequently  travel  globally. 
The  integration  of  satellite  phone  with  existing 
cellular  services  is  a  sound  fit  for  that  niche,  but 
initial  pricing  may  scare  off  all  but  the  most 
bleeding-edge  users. 


“There  are  too  many  good  deals  for  existing 
services,”  says  Gerald  Sallee,  manager  of  network 
architecture  at  Kellogg  Co.,  in  Battle  Creek, 
Mich.  “These  satellite  services  are  just  too  iffy  at 
this  point.” 

Iridium  is  estimating  initial  handset  costs  for 
its  network  at  $3,000  and  airtime  service  costs 
ranging  from  $1.75  to  $3  per  minute.  Ouch. 
Globalstar  is  keeping  handset  costs  down  to  $750 
and  expects  to  wholesale  airtime  to  carriers  for  a 
low  of  30  cents  per  minute,  but  carriers  will  like¬ 
ly  charge  $1  per  minute  domestically  and  per¬ 
haps  $1.25  per  minute  in  other  parts  of  the 
world. 

And  Iridium  may  not  be  able  to  guarantee 
uniform  rates  globally  because  franchisees  are 
allowed  to  control  rates  in  their  own  territories. 


AIMING  FOR  THE  STARS 

Here’s  how  two  prominent  satellite  phone  projects  compare: 


Globalstar 

Iridium 

Number  of  satellites 

48 

66 

Altitude  (miles) 

750 

483 

Uses 

Mobile  voice,  fax, 
e-mail/data 

Mobile  voice, 
fax,  paging 

Modulation  scheme 

CDMA 

TDMA 

Spectrum  band  operation 

L(  1.2  to  1.6  GHz) 

S  (2  to  4  GHz) 

L 

Ka  (20  to  30  GHz) 

Spectrum  sharing 

Yes 

No 

CPE  costs 

$750 

$3,000 

Airtime  charges  per  min. 

30  cents  to  $1.25 

$1.75  to  $3 

Availability 

Q4 1998 

Sept.  23, 1998 

Iridium  is  exploring  the  possibility  of  uniform 
global  rates  for  multinational  companies,  but 
“we  have  to  make  sure  all  our  franchisees  are  in 
agreement,”  says  Craig  Bond,  executive  director 
of  terrestrial  services. 

That  doesn’t  bode  well,  especially  given  the 
aggressive  competition  in  the  market  for  person¬ 
al  communications  services,  says  David  Bemdt, 
program  manager  in  the  Wireless  Mobile  Group 
at  The  Yankee  Group  consulting  firm,  in  Boston. 
“  [LEO  service  providers]  will  commit  suicide  if 
they  make  a  run  at  the  domestic  market,”  Bemdt 
says.  “The  real  market  for  these  companies  is  the 
international  traveler,  period.” 

One  user  who  is  taking  an  interest  in  Iridium 
is  John  Abrams,  manager  of  research  in  the  sys¬ 
tems  group  at  fast  food  magnate  McDonald’s 
Corp.,  in  Oak  Brook,  Ill.  “We’re  excited  to  see 
those  launches,”  he  says.  But  the  company’s 
interest  initially  will  be  in  Iridium’s  paging  ser¬ 
vice,  not  its  satellite  voice  offerings.  With  so 
many  executives  and  other  personnel  traveling 
to  McDonald’s  sites  in  103  countries,  Abrams 
says  it’s  not  uncommon  for  a  single  user  to  be 
followed  by  five  or  more  paging  bills. 

“We’re  looking  for  one  company  that  can  cen¬ 


tralize  all  that  and  let  us  bargain  for  discounts,” 
Abrams  says.  He  adds  that  if  Iridium  proves  it 
can  solve  the  integration  of  cellular  voice  ser¬ 
vices  and  provide  unified  billing,  “we’d  like  to 
have  their  phones  in  our  pockets  as  well.”  But  he 
does  not  see  much  need  for  the  company’s  satel¬ 
lite  telephony  services. 

There’s  another  reason  satellite  phone  ser¬ 
vices  may  well  bomb  in  corporate  America  — 
LEOs  have  problems  serving  urban  canyons.  A 
user  in  New  York,  Chicago  or  other  metropoli¬ 
tan  areas  may  experience  signal  shadowing  off 
buildings,  which  amounts  to  signal  distortion  or 
loss.  Even  within  a  building,  if  you’re  not  within 
line  of  sight  of  the  satellite,  you  may  be  out  of 
luck.  And  if  you  work  in  a  building  with  metallic 
glass,  odds  are  the  signal  won’t  penetrate. 


Comments 

The  equivalent  of  an  SS7  network  in  the  sky  for  Iridium. 
Some  concerns  for  signal  strength  to  urban  canyons. 

Both  target  same  markets. 

CDMA  allows  reuse  of  frequencies;  TDMA  requires  spectrum 
exclusivity. 


May  change  if  Globalstar  costs  rise  due  to  ground  station  costs. 
Iridium  costs  will  shrink  with  demand,  but  by  how  much? 


“Are  you  going  to  tell  your  CEO  you  paid 
$2,000  for  a  satellite  phone  he  has  to  go  out 
onto  the  lawn  to  use?”  Bemdt  says. 

Broadband  a  winner 

As  much  as  satellite  telephony  services  appear 
to  be  a  bust  in  corporate  networks,  broadband 
satellite  services  could  well  be  the  next  boon  in 
wide-area  data  services. 

The  networks  are  spearheaded  by  such  com¬ 
panies  as  the  enormous  Teledesic  Corp.  venture 
financed  by  Bill  Gates  and  Craig  McCaw,  and 
Motorola’s  Celestri  business  unit.  The  services 
will  offer  bandwidth  on  demand  ranging  from 
64K  to  155M  bit/sec  pipes  and  beyond. 

“Broadband  access  via  satellite  is  a  big  deal,” 
says  Russell  Daggat,  president  of  Teledesic.  There 
is  a  ton  of  fiber  available  today,  but  it  is  largely  in 
trunking  networks,  and  73  countries  have  no 
fiber  at  all,  he  says.  “For  a  lot  of  users,  it  will  be¬ 
come  more  economical  to  pay  for  bandwidth  on 
demand,  and  that’s  what  we’ll  deliver,”  he  says. 

Abrams  agrees.  “The  next  wave  [the  broad¬ 
band  nets]  is  quite  a  bit  more  appealing  for  a  lot 
of  reasons,”  he  says. 

For  one,  such  celestial  nets  will  enable  users 
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to  bypass  local-loop  carriers,  many  of 
which  drag  their  feet  to  offer  high¬ 
speed  data  services.  More  important, 
though,  broadband  satellite  band¬ 
width-on-demand  service  will  “signal 
the  second  coming  of  frame  relay,” 
Abrams  says. 


Basically,  you’ll  be  able  to  buy  an 
aggregate  amount  of  bandwidth  and 
apply  it  as  needed,  Abrams  says.  “What 
we’ll  see  is  the  frame  relay  concept  — 
taking  a  small  pipe  and  bursting  it  — 
taken  to  a  more  intense  level,”  he  says. 

That  means  you  won’t  have  to  nail  up 


permanent  connections  to  remote  sites, 
but  instead  can  allocate  time  slices  of 
your  aggregate  bandwidth  to  various 
points. 

Such  services  provide  another  major 
benefit  by  redefining  service  provision¬ 
ing  times  for  local-loop  and  interex- 
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Diagram  your  network  with 

NetDraw  Plus! 


NEED  TO  DRAW  a  network  upgrade 
“what-if’  scenario?  Need  to  create  a 
quick  and  easy  to  read  proposal 
for  a  customer  who  needs  it 
yesterday? 

DON’T  PANIC!  NetDraw 
Plus  is  the  right  tool  for  the 
job. 


IMAGE  IS  KEY:  NetDraw  Plus 
includes  the  most  extensive 
collection  of  networking  and 
computer  clip  art  available 
today!  Hundreds  of  new 
images  have  been  added  to 
our  already  comprehensive 
library,  many  of  them 
completely  manufacturer- 
specific.  Simply  drag  these 
realistic  images  from  the 
library  to  your  drawing  page, 
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SmartLines,  and  you’re  done! 

BIGGER  IS  BETTER:  NetDraw  Plus 
is  also  the  only  product  of  its  kind  to 
give  you  a  full  50  inch-square  work¬ 
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You  can  link  diagrams  to  images 
for  “drill-down”  capability.  Or  use 
our  new  Web  Art®  images  to 
communicate  your  concepts  on  the  Internet! 
Even  export  your  diagrams  in  GIF  format  for 
use  as  Web  page  graphics  on  your  own 
corporate  intranet.  Try  doing  that  with  your 
presentation  program! 
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clean,  efficient  user  interface  is  simple  to 

understand,  easy  to  navigate  and  completely 
intuitive.  And  when  you  print  your  dia¬ 
grams  get  prepared  for  the  compliments. 
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Call  800-643-4668  to  request  more 
information  or  to  buy  your  copy 
today  for  just  $149! 

CUP  ART  ONLY:  If  you  already 
own  a  drawing  application  for 
either  Windows  or  Macintosh, 
the  NetDraw  collection  of  clip 
art  is  available  separately  for 
just  $99.  NetDraw  comes  in 
both  EPS  and  AI  formats  for 
Macintosh  and  Windows 
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Either  way,  the  images  are  a 
breeze  to  import  into  virtually 
any  drawing  application. 
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change  services.  Instead  of  waiting  three 
days  to  provision  a  frame  relay  circuit  in 
California  or  a  month  in  London, 
McDonald’s  can  “eliminate  the  local- 
loop  headache,  remove  the  provisioning 
headache  and  drop  a  box  in  a  store  and 
bring  it  online  in  literally  hours,” 
Abrams  says. 

The  big  drawback  is  that  broadband 
satellite  data  services  are  a  good  four  or 
five  years  away  from  availability.  The 
other  unknown  is  pricing  —  neither 
Teledesic  or  Celestri  has  said  much 
about  service  costs  except  that  rates 
would  be  determined  by  resellers. 

Speaking  at  NetWorld+Interop  97  last 
fall,  noted  economist  and  author  George 
Gilder  said  hefty  private-line  prices  at 
local  exchange  carriers  will  allow  Tele¬ 
desic  to  compete  head-on  initially,  but 
“once  those  T-l  rates  collapse,  Teledesic 
will  become  a  premium  service.” 

Kellogg’s  Sallee  doesn’t  think  initial 
satellite  rates  will  be  competitive  with 
frame  relay.  “There  are  real  good  frame 
[relay]  deals  out  there,”  he  says. 


Go  online  for  more  on 
satellite-based  voice  and 
broadband  data  services, 
including  a  chart  that 
shows  how  Globalstar’s 
and  Iridium’s  services 
stack  up. 


Sallee  also  is  wary  for  another  reason. 
He  notes  that  LEO  providers  have  a 
tough  road  ahead  striking  international 
deals  with  carriers  and  ISPs  to  provide 
uniform  global  coverage  and  support. 
“It’s  yet  to  be  seen  how  these  relation¬ 
ships  will  work  out,”  Sallee  says.  “I  prefer 
to  wait  and  see  how  it’s  being  used.” 

The  LEO  providers’  intention  to  deal 
with  telcos  instead  of  directly  dealing 
with  users  frustrates  Abrams.  The  carri¬ 
ers  have  an  investment  in  copper  and 
fiber  that  may  well  be  encroached,  he 
says.  ‘You  don’t  have  a  line  of  carriers  at 
Motorola’s  door  saying  please  do  this,” 
he  says. 

Anxious  users  such  as  Abrams  are  will¬ 
ing  to  prod  carriers,  but  LEO  cham¬ 
pions  are  a  scarcity  at  the  moment.  To 
succeed,  the  Motorolas,  Teledesics  and 
Globalstars  will  have  to  embrace  the 
user  community  and  then  turn  them 
loose  on  carriers  to  demand  satellite 
service. 

If  the  LEO  providers  don’t  take  that 
route,  they  may  well  end  up  with  voice 
and  data  services  that  don’t  fly. 

When  he  wrote  this  story,  Bruno  was  enter¬ 
prise  editor  for  Network  World.  He  is  now 
at  The  Tolly  Group,  a  strategic  consulting 
and  independent  testing  firm  in  Manasquan, 
N.J.  He  can  be  reached  at  (732)  528-3300, 
Ext.  118. 
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Simplified  server  updates 

NetPro ’s  Config  Central  earns  our  World  Class  Award  for  making  it  quick 
and  easy  to  outfit  all  your  NetWare  servers  with  the  latest  NLMs. 


By  Dennis  Williams 


oftware  distribution  and  version  control  are  annoying  enough  when 
you’re  dealing  with  client  machines.  When  you  have  multiple  servers,  you 
can ’t  help  but  think  there  must  be  some  good  way  to  keep  them  in  sync. 


NetPro  Computing,  Inc.  has  come  up  with 
one.  Config  Central  helps  network  administrators 
manage  the  many  versions  of  software  drivers 
and  NetWare  Loadable  Modules  (NLM)  on  each 
of  their  servers. 

By  allowing  you  to  take  a  proactive  approach 
to  server  management,  Config  Central  keeps 
your  network  healthier  with  less  unplanned 
downtime.  Config  Central  performs  only  a  hand¬ 
ful  of  tasks,  but  it  carries  them  out  well  enough 
to  earn  our  World  Class  Award. 


Old  NLMs,  new  problems 

Often,  you  discover  an  outdated  NLM  only 
when  a  server  crashes,  forcing  you  to  track 
down  the  culprit  and  install  a  new  version.  You 
then  must  update  the  server  that  experienced 
the  hiccup  as  well  as  the  rest  of  the  servers  on 
your  network. 

Config  Central  puts  all  that  in  the  past  by  mak¬ 
ing  it  easy  to  keep  all  the  NetWare  3.12  and  4. IX 
servers  on  your  network  loaded  with  the  most 
current  NLMs. 

First,  to  help  you  spot  version  differences, 
Config  Central  generates  reports  that  display 
what  file  versions  are  loaded  on  each  server.  The 
program  scans  for  .NLM,  .DSK,  .LAN,  .HAM, 
.NAM  and  .CDM  files.  The  reports  help  you  spot 
old  files  quickly,  but  they  can  be  very  large  —  our 
report  spanned  67  pages.  You  can  apply  filters 
before  generating  a  report  to  display  only  the 
NLMs  you’re  concerned  about. 

The  next  step  is  to  update  the  old  files  from  a 
server  with  a  more  recent  version.  Config  Central 
uses  a  reference  server  that  you  must  keep  up  to 
date  as  the  standard  bearer  for  the  network.  You 
need  one  for  each  version  of  NetWare  you  use. 
Unfortunately,  the  program  lacks  the  ability  to 
scan  the  Novell,  Inc.  Web  site  for  updated  files, 
which  would  help  with  the  chore. 

A  scheduling  feature  allows  you  to  plan  when 
updates  are  to  be  performed.  For  example,  you 
can  schedule  them  for  overnight  when  server 
activity  is  at  a  minimum. 


Follow  the  links  from  Network  World 


Fusion  to  get  your  evaluation  copy  of 
Config  Central. 


An  undo  feature  lets  you  roll  your  server  back 
to  its  original  state  after  an  upgrade.  Just  know¬ 
ing  this  feature  is  available  relieves  a  lot  of  the 
stress  involved  with  system  updates. 

Config  Central  also  allows  you  to  send  com¬ 
mands  to  each  server  from  your  desktop  without 
having  to  use  RCONSOLE.  You  also  can  use  it  to 
edit  .NCF  or  configuration  files  on  the  DOS  par¬ 
tition  of  any  server  and  distribute  the  changes  to 
multiple  servers. 

Installation 

Installation  is  simple  —  all  you  need  is  a 
Windows  95  or  NT  client  using  Novell’s  Client  32 
or  VLM  drivers.  During  the  installation,  Config 
Central  scans  the  network  for  NetWare  servers 
and  asks  which  ones  you  want  to  manage.  The 
program  sends  two  agent  NLMs  to  the  selected 
servers  and  modifies  their  AUTOEXEC.NCF  files 
to  load  the  agents  each  time  the  server  restarts. 

The  Config  Central  interface  is  simple,  but 
there  aren’t  any  wizards  to  walk  you  through  the 
most  common  tasks,  so  you’ll  need  to  keep  the 
manual  close  at  hand.  Likewise,  understanding 
the  more  advanced  capabilities  of  the  program 
requires  that  you  refer  to  the  manual.  Thankfully, 
the  documentation  is  clear,  concise  and  full  of 
examples  with  screenshots. 

We  were  disappointed  by  the  lack  of  a  macro 
or  scripting  feature  that  would  let  us  execute  fre¬ 
quently  performed  tasks  with  a  single  click  of  the 
mouse.  This  would  be  handy  for  generating 
reports  on  a  regular  basis  and  outputting  the 
results  to  a  database. 

Our  other  main  disappointment  was  that  we 
couldn’t  organize  connected  servers  into  logical 
groups.  This  isn’t  a  big  deal  for  smaller  networks, 
but  if  you  have  a  lot  of  servers  or  your  server 
names  are  cryptic,  it  would  be  nice  to  group  simi¬ 
lar  servers  together  rather  than  having  them  list¬ 
ed  alphabetically. 

NetPro  offers  a  10-server,  30-day  evaluation  ver¬ 
sion  of  Config  Central  on  its  Web  site.  That 
might  be  enough  time  to  get  your  servers  in  ship¬ 
shape,  but  to  keep  them  that  way,  you’ll  have  to 
shell  out  $195  per  server  (less  in  volume).  That 
sounds  like  a  bargain  to  us. 

Williams  is  a  freelance  writer  and  network  consul¬ 
tant  in  Alpine,  Utah.  He  can  be  reached  at  Dennis @ 
ProductReviews.  com. 


CONFIG  CENTRAL  2.0 


NetPro  Computing,  Inc. 
(800)  998-5090 
www.netpro.com 
$1,950  per  10  servers 


Pros  ▲  Flexible  scheduling  function 
A  Rollback  capability 
A  Easy  Installation 

A  Can  automatically  undo  changes  across 
multiple  servers 

A  Works  with  both  NetWare  3.12  and  4.1X 


CoilS  ▼  No  automatic  access 
to  Novell  Web  site 

T  No  macro  or  scripting 
feature 

▼  Can’t  designate  logical 
groups  of  servers  to  be 
updated  together 


Scorecard  Worid  Class  Award 


Driver  distribution  (40%) 

10x0.40  =  4.0 

Reporting  (20%) 

10x0.20  =  2.0 

Automation  (10%) 

8x0.10  =  0.8 

Server  support  (10%) 

8x0.10  =  0.8 

Ease-of-use  (10%) 

6x0.10  =  0.6 

Installation  (5%) 

9x0.05  =  0.45 

Documentation  (5%) 

8x0.05  =  0.4 

Total  score 

9.05 

Individual  category  scores  are  based  on  a  scale  of  1- 
10.  Percentages  are  the  weight  given  each  category  in 
determining  the  total  score.  The  World  Class  Award  goes 
to  products  that  score  9.0  or  better. 


NetworkWorld 


By  sorting  NLMs  by  status,  you  easily  can  determine 
which  are  older  than  those  on  the  reference  server. 


How  We  Did  It 


We  installed  Config  Central  on  a  Windows  95 
computer  running  Novell’s  Client  32.  We  installed 
server  agents  on  three  IntranetWare  servers  in  the 
same  tree,  a  single  NetWare  4.10  server  in  its  own 
tree  and  a  single  NetWare  3.12  server. 

We  created  a  reference  server  and  used  it  to 
update  the  other  IntranetWare  servers  in  the  tree. 
We  tested  the  scheduling  feature,  as  well  as  the 
ability  to  reboot  servers  after  an  update.  Our  last 
test  was  to  update  the  NetWare  3.12  server  with 
IntranetWare  file  versions,  and  then  roll  back  the 
server  to  its  state  before  the  upgrade. 


NetworkWorld  •  January  19, 1998  •  www.nwfusion.com  •  41 


frittp.V/vw.tdg-iwt/ 


NEC  Ingreawa  gyppert  for-Kai 


Mffffig  Officials  at  Japan's  NEC 
^**Aasj  week  that  they  will  incg 
financial  support  for  Packard  Belli! 
$300  million  and  are  setting  thgBp 
potentially  broad  changes  tadMppj 
PC  company. 
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TRAINING  PROGRAMS  BOOK  TITLES 


H  PROGRAMS  EVENTS 


Me  g  d  er  Won  e  o  cm  we#  er 


From  the 

beginning  we  have  seen  technology 
make  people  faster,  smarter,  wealthier,  more 
materialistic,  more  intriguing,  more  boring,  more  effective, 
more  spiritual,  more  civic  minded,  more  self  absorbed.  We've  seen 
technology  cause  problems,  provide  solutions,  extend  life,  increase 
freedom  and  transform  lives.  For  more  than  three  decades,  IDG  has 
been  creating  the  global  organization  that  is  the  first  to  inform  the  world 
about  the  impact  technology  has  on  our  lives.  The  changes,  the  trends. 


When  the  information  age  was  born, 
we  delivered  the  birth  announcement. 


the  opportunities.  IDG  has  always  provided  the  timely,  relevant  product 
information  to  help  buyers  throughout  the  world  make  smart  decisions. 
Decisions  that  push  the  world  forward.  Today,  IDG's  globally  integrated 
marketing  resources  reach  90  million  buyers  in  75  countries  -  95%  of 
worldwide  IT  spending.  The  Information  Age  is  growing  fast. 

Not  to  worry,  though.  We'll  help  you  make  sense 
of  it  all.  For  the  answers  you  need,  visit 
www.idg.com/ answers. 


PKOG 

ilN  JAVA 

"  VOQK 


dummies 
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IDG 

INTERNATIONAL  DATA  GROUP 


COMPUTIRWOCHE 

1NFONET 


MILLION  IT  BUYERS 


Answers  for  the  Information  Age 


users  wiu  continue  to  expect 
more  from  the  Internet:  voice, 
video,  and  reliability.  Service 
providers  will  be  underpressure 
to  deliver  more:  more  band¬ 
width,  more  security,  more  service  options  and 
more  service  guarantees.  As  a  pioneer  in  carri¬ 
er-class  remote  access  concentration,  ACC  will 
continue  to  provide  innovative  and  flexible 
solutions  to  meet  this  need. 


Foundry  empowers  “Gigabit 
Networking ”  —  multilayer 
switching  and  multi-protocol, 
wire-speed  routing  for  10/100 
and  Gigabit  Ethernet.  In  1997, 
we  empowered  more  than  120  end-users 
worldwide  and  were  the  first  to  market  by  six 
months.  Now,  we  will  continue  to  aid  end- 
users  through  the  industry ’s  leading 
price/performance/port-density  solutions 
with  new  server  and  routing  features. 


■ 


li 


-  Special  Advertising 
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mwrm 
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Larry  Moore 


President 

Bright  Tiger 

Bright  Tiger  focuses  on  assist¬ 
ing  companies  to  build  highly 
available,  high-performance 
distributed  server  infrastruc¬ 
tures  for  business-critical  Web 
applications.  The  company ’s  product, 
ClusterCATS,  ensures  rapid,  reliable  access  to 
information  and  resources  across  the  Web  and 
detects  and  shields  users  from  common  server 
and  network  problems  such  as  “Server 
Busy /Unavailable,  ”  “File  Not  Found”  or 
“Connection  Timed  Out.  ” 


Paul  Wallner 


President 

Hypercom  Network  Systems 


Hypercom  Network  Systems  is 
enabling  companies  with  medi¬ 
um  to  large  branch  networks  to 
consolidate  multiservice  traffic 


onto  a  single,  cost-effective  net¬ 
work.  By  integrating  legacy  and  LAN  data, 
fax,  voice  and  video,  users  of  Hypercom s 
Integrated  Enterprise  Network  access  devices 
can  drastically  cut  costs,  prepare  for  the  future 
and  streamline  management.  Hypercom 
makes  complex  networking  simple. 


All  efforts  have  been  made  to  make  this  listing  as  complete  and  accurate  as  possible.  Network  World  is  not  liable  for  errors  or  omissions. 


Management  Strategi 


Show  yourself 
the  money 

Feeling  underpaid  ?  Try  these  strategies  for  asking  your  boss  for  a  raise. 


B 


o  r  e  t  t  a 


r  e  n  c  i 


etwork  engineer  Ron  Carver  was  on  a 
business  trip  with  his  boss.  After  a  long 
day,  the  two  were  relaxing  over  a  beer. 
Carver  seized  the  opportunity  to  ask  for 
a  raise.  “We  started  talking  shop  about 
another  engineer  who  left  for  a  better 
paying  job,”  he  says.  “That’s  when  I 
brought  it  up.”  The  conversation  netted 
Carver  an  extra  $5,000  per  year. 

Perhaps  you’ve  received  pay 
increases  in  a  more  typical  fash¬ 
ion.  Take  Nicholas  Faber,  a  net¬ 
work  consultant  for  OAO  Corp., 
a  technical  recruiter  in  Green- 
belt,  Md.  When  Faber  was  a  net¬ 
work  engineer  at  General 
Electric  Co.,  he  simply  expected 
an  annual  increase. 

“We  knew  each  manager  got 
a  pool  of  money  to  distribute 
for  raises  among  his  troops,” 
he  says.  Faber  believes  he 
missed  opportunities  to  get 
more  of  that  pool.  His  biggest 
increases  came  when  he 
jumped  ship  to  a  new  company, 
though  his  former  employer 
usually  made  him  a  lower  coun¬ 
teroffer. 

Does  that  sound  familiar?  If 
you’re  tired  of  job  hopping  but 
interested  in  earning  more 
money,  stay  put  and  ask  for  a 
raise.  But  don’t  do  it  without  a 
good  game  plan. 

Preparation  and  timing  are 
key,  advises  Thomas  Leonard, 
an  author  on  workplace  issues  and  founder  of 
Coach  University,  a  Salt  Lake  City-based  program 
that  uses  distance  learning  to  train  high-tech 
mentors. 

Start  by  investigating  the  going  rate  in  your 
locality  for  professionals  with  your  experience  and 
skill  sets.  Talk  to  friends,  colleagues,  headhunters 
and  human  resource  representatives  from  other 
companies. 

“Just  by  searching  for  a  job  on  the  Internet,  you 
can  find  out  the  going  rate  at  any  time  for  your 


To  make  an  effective  plea  for  a  raise,  Nicholas 
Faber  says  arm  yourself  with  competitive 
salary  information. 


skill  set,”  Faber  says.  Go  online  to  review  the  myri¬ 
ad  job-search  sites  and  salary  surveys.  You  may  find 
justification  for  a  salary  increase  based  solely  on 
your  place  within  the  market’s  salary  range. 

Don’t  worry  if  your  salary  already  is  at  the  top 
end  of  the  range.  Step  up  to  the  line  for  a  free 
throw,  and  be  prepared  to  answer  the  likely  ques¬ 
tion,  “What  have  you  done  for  me  lately?” 

Figure  out  how  much  you  add  to  the  bottom 
line,  and  then  ask  for  a  cut  of  it.  Did  you  bring  in 
a  client  or  keep  a  client  from 
walking?  Are  you  working  on 
an  important  deployment? 
How  far  would  that  project 
be  set  back  without  you? 

How  much  would  it  cost  to 
replace  you?  How  much 
value  does  IT  add  to  the 
company? 

“Some  companies  don’t 
know  how  important  IT  real¬ 
ly  is,”  Leonard  says. 
“Consequences  are  so 
extreme  to  the  company. 
[They]  can’t  afford  the  sys¬ 
tem  not  to  be  up  and  run¬ 
ning.”  The  person  with  the 
power  to  grant  or  deny  your 
raise  may  not  know  the  true 
picture. 

When  you  have  an  idea  of 
what  you’re  worth  and  what 
the  market  will  bear,  it’s  time 
to  educate  the  powers  that 
be.  Most  managers  are  too 
busy  doing  their  jobs  to  keep 
current  on  rapidly  changing 
IT  salary  trends. 

That  was  the  case  with 

Carver’s  boss,  who  was  surprised  to  hear  that 
Carver’s  salary  was  below  the  market  average  for 
comparable  positions. 

Following  up  on  the  barroom  discussion  when 
he  got  back  to  the  office,  the  manager  hit  the 
World  Wide  Web  and  confirmed  the  $5,000  raise 
was  in  order. 

Remember  that  your  approach  is  as  important 
as  the  numbers,  Leonard  says.  Pop  the  question  at 
the  wrong  time  or  in  the  wrong  manner  and  you’ll 
foul  out  in  the  first  quarter. 


POPPING  THE  QUESTION 

One  of  these 
phrases  should 
help  you  open  a 
salary  discussion 
with  your  boss. 

oO 


When  can  we  sit  down  to 
talk  about  my  future  here? 

®  I’m  wondering  if  I’m  underpaid 
compared  with  my  colleagues 
in  the  industry. 

®  I’d  like  to  discuss  compensation. 

®  I’m  looking  to  plan  my  future  with 
this  company.  What  do  you 
expect  from  me  in  order  to  get 
regular,  substantial  raises? 


Build  a  team  by  opening  the  floor  for  discussion, 
not  by  making  demands.  Put  yourself  in  your  man¬ 
ager’s  shoes  and  think  about  his  goals,  Leonard 
suggests.  Managers  want  to  build  teams  of  talented 
can-do  players  who  will  go  to  the  boards  and  have 
staying  power.  It’s  also  a  good  idea  to  present  your 
request  as  a  way  to  keep  your  talents  with  the  team 
for  the  long  run  and  as  a  measure  that  adds  value 
instead  of  costs. 

Having  another  offer  in  hand  sometimes  is  part 
of  the  game.  “No  one  likes  to  be  blackmailed,” 
Leonard  says.  But  the  reality  in  the  IT  world  is  that 
a  better  offer  from  another  company  is  the  catalyst 
for  many  raises.  However,  Faber  points  out  that  if 
you  have  a  job  offer  and  your  boss  doesn’t  belly  up 
with  a  reasonable  counteroffer,  you  better  be  ready 
to  move  on. 

If  your  company  has  an  existing  salary  review  sys¬ 
tem,  be  respectful  of  the  internal  procedures.  But 
don’t  let  it  stop  you  from  being  entrepreneurial, 
Leonard  advises. 

If  you  can  produce  an  impressive  list  of  recent 
assignments  and  duties  that  were  not  part  of  your 
job  description,  an  increase  outside  of  the  regular 
course  of  business  may  be  warranted. 

And  don’t  give  up,  even  if  your  boss  denies  your 
request.  “No  is  just  the  beginning  of  the  real  dis¬ 
cussion,”  Leonard  says.  “Often,  the  person  saying 
no  does  not  have  enough  information  to  say  yes.” 

He  suggests  thinking  about  what  it  would  take 
for  your  boss  to  say  yes.  Does  he  mean  no  forever 
or  just  today?  Revise  your  game  plan,  and  prepare 
for  the  next  quarter. 

Prencipe  is  an  attorney  in  Springfield,  Va.,  who  prefers 
the  gentler  art  of  freelance  writing  about  legal  and 
employment  topics.  She  can  be  reached  at 
LWPrencipe@aol.  com. 


FIVE  STEPS  TO  ASKING  FOR  A  RAISE 

1.  Investigate  salary  surveys. 

2.  Educate  your  boss. 

3.  Choose  an  appropriate  time  for  discussion 

4.  Use  team-building  phrases. 

5.  Be  persistent. 


How  much  dough  should  you  ask  for? 

Go  online  for  a  collection 
of  salary  resources. 
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ISSUE  SPECIAL  FEATURE  SPACE  CLOSE 


2/2 

Management  Strategies:  IT  Management  Training;  Special  Focus:  Local  Networks 

Special  Feature:  Securing  the  Web 

January  21st 

2/9 

Management  Strategies:  SCC  Emergency  Services;  Special  Focus:  Carriers;  Bonus  Distribution:  DCI’s  Internet  Expo,  San  Jose 

January  28th 

2/16 

Management  Strategies:  New  perks  IT  workers  are  getting;  Special  Focus:  Internetworks;  Review  Series:  Network  Management  Series 

February  4th 

2/23 

Management  Strategies:  How  to  Work  a  Career  Fair;  Special  Focus:  Intranet  Applications;  Buyers  Guide:  Network  Simulation  Tools 

February  11th 

3/2 

Management  Strategies:  When  to  pull  the  plug  on  a  project 

February  1 8th 

For  more  information  or  to  place  an  advertisement,  please  call  the  Recruitment  Department  at  1-800-622-1108. 


DON’T  MISS  THESE  GREAT  ADVERTISING  OPPORTUNITIES  IN 

FEBRUARY  /  MARCH 


Database  Administrator: 
Design,  develop,  administer 
and  maintain  multiple  user  net¬ 
work  using  INMASS/MRP 
software  system  to  track  inven¬ 
tory,  production,  warehousing 
and  sales.  Train  new  users  to 
use  new  or  modified  equipment 
and  monitor  functioning  equip¬ 
ment  to  ensure  system  operates 
in  conformance  with  specifica¬ 
tions.  Minimum  required: 
Bachelor’s  Degree  in  Computer 
Science  and  1  year  experience 
to  include  working  with 
INMASS/MRP  Systems,  must 
have  completed  college  level 
course  work  in  Distributed 
Software  Engineering;  Data¬ 
base  Management  systems; 
Information  Retrieval.  40 
hours  per  week  (8-5  p.m.); 
Salary  $50,000  per  year.  Must 
have  proof  of  legal  authority  to 
work  permanently  in  the  U.S. 
To  apply  please  contact:  Illinois 
Department  of  Employment 
security;  401  South  State 
Street-7  North;  Chicago,  IL 
60605;  Attention:  Len  Boksa; 
Reference  #  V-IL  18107-B.  An 
Employer  Paid  Ad-No  Calls 
Send  2  copies  of  both  resume 
&  Cover  letter. 


Position  for  Engineer.  Denver 
Metro  Area  Design,  develop 
sofrware  for  telecommunica¬ 
tion  applications.  Generate 
detailed  designs  from  require¬ 
ments  specifications  and  imple¬ 
ment  solutions  by  generating 
C++  code  from  detailed  design 
specifications.  Write  programs 
to  unit  rest  sub-systems  and 
modules,  provide  fixes  to  rem¬ 
edy  software  problems,  regres¬ 
sion  test  and  research  potential 
problems  by  debugging  mod¬ 
ules.  Develop  and  document 
test  plans  and  test  scenarios. 
Write  documentation  for  sub¬ 
systems  developed.  Attend  soft¬ 
ware  design  and  code  review 
meetings,  provide  technical 
input,  work  with  other  soft¬ 
ware  engineers  to  review  OMT 
analysis  and  design  documents 
to  ensure  corporate  software 
methodologies  are  followed. 
Using  object-oriented  analysis 
and  design,  relational  database, 
MFC  (Microsoft  Foundation 
Class)  libraries,  C++  and  SQL 
programming  on  Windows  NT 
and  UNIX  platforms.  Must 
have  a  Bachelor’s  Degree  (or 
equiv.  experience)  in  Computer 
Science  or  similar  field  plus  one 
year  experience.  40  hrs./wk. 
M-F,  9:00  a.m.  to  5:00  p.m., 
$45, 996.00/year.  Apply  by 
resume  to:  Colorado  Depart¬ 
ment  of  Labor  and  Employ¬ 
ment,  Employment  Programs, 
ATTN:  Jim  Shimada,  Tower  2, 
Suite  400,  1515  Arapahoe 
Street,  Denver,  CO  80202- 
2117,  and  refer  to  order  No. 
C04555868. 
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NETWORKING  CAREERS 


GET  IN  ON  NETWORLD+INTEROP 

‘98  CAREER  FAIRS 


Las  Vegas 


13 

Ad  Close:  Apr.  1 

PLANNING 

GUIDE 


April 

27 

Ad  Close:  Apr.  S> 

PRE-SHOW 

ISSUE 


May 


Ad  Close:  Apr.  22 

SHOW  ISSUE 


Atlanta 


Ad  Close:  Sept.  23 

PLANNING 

GUIDE 


Oct. 

12 

Ad  Close:  Sept.  30 

PRE-SHOW 

ISSUE 


Oct. 

19 


Ad  Close:  Oct.  7 

SHOW  ISSUE 


To  place  your  ad  call  the  Recruitment  Department:  (800)  622-1108  x7454  or  x7542 
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REBOOT  Remote  Equipment 

From  Anywhere  While  Eliminating 
Costly  Site  Visits 


■ 


Server 


Hub 


Router 


■  Through  your  Ethernet  network  with  RPC-3  (8  receptacles) 

■  Through  your  phone  line  with  RPC-2  MD01  (6  receptacles) 

■  Through  your  EIA232  connection  with  RPC-2  (6  receptacles) 

■  Dial-up  power  control  and  console  port  monitoring  with  one  unit 
the  DS-RPC.  (4-12  console  ports,  4  receptacles) 

***  All  units  are  password  protected  ,  have  a  local  EIA-232  port  for  onsite  access  or  use 
with  external  modem  for  dial  backup,  have  programmable  names  for  individual  receptacles, 
support  commands  which  turn  on/off  or  reboot  all  or  individual  receptacles,  and  have 
built-in  surge  suppression. 


ALSO  AVAILABLE:  Solutions  for  in-band  and  out- 
of-band  console  port  monitoring.  Please  contact  us 
for  all  remote  site  management  product  information. 


BayTech 


Toll  Free:  800-523-2702  International:  228-467-8231 
Fax:  228-467-4551  WEB:  www.baytechdcd.com 


Reader  Service  No.  262 


The  Network  Protection  Software 
you  have  been  waiting  for! 


Immediately  puts  you  in  control 
1  Shows/Reports  what’s  going  on 
I  Detects/Identifies  hackers  and  abusers 
DT  Detects  mallcous  Java/ActiveX  applets 
nf  Blocks  unwanted  sessions/intrusions 
Content  level  scanning 
rf  Email  and  attachment  viewing 
0*  Protects  your  entire  network 


if  Affordable 

D TSeff  configuring/monitoring 
Of  Easy  to  install  -  less  than  5  minutes 
of  No  network  changes  required 
gf  No  network  overhead 
gf  Monitors/Controls  from  a  single 
Windows  95  or  NT  System 
jjf  URL  and  virus  library  currency  option 


Download  Free  Test  Drive 
www.  abirnet.  com 


We  take  the  work  out  of  Network  Protection 
phone:  1-817-251-7000  fax:  1-817-251-7001 


Reader  Service  No.  305 


mm 

Active  Network  Protection 


•  Full  RMON  Support 

•  Integrates  with  HP  OpenView 

•  TCP/IP,  Telnet,  TFTP,  BOOTP 

•  WinSNMP/WinSock/DDE  APIs 

•  SNMP,  ICMP,  IPX  Polling 


Node  Discovery 

Long  Term  Statistics/Thresholds 
Custom  Event  Actions/Forwarding 
Over  100  Device  Specific  GUIs 
MIB  Compiler/Browser 


A  Castle  Rock 

▼  Computing 


Reader  Service  No.  252 


408-366-6540 

Fax:  408-252-2379 


Remote  site  management  is  just  a  phone  call  or 
mouse  click  away.  Dataprobe  has  over  250  innovative 
solutions  for: 


4 

4 

4 

4 

4 


A/C  Power  Management  &  Reboot 
Line  &  Port  Sharing  &  Sparing 
Disaster  Recovery  &  Auto  Back-Up 
Alarm  Reporting 

Remote  Switch  &  Equipment  Controi 


•  11  Park  Place 

•  Paramus,  NJ  07652 

•  Tel:  201.967.9300 


Web  Site:  www 


dataprobe.com  •  E-Mail:  sales@dataprobe.com 


Reader  Service  No.  285 


H 


i 


\4 
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Marketplace  The  Hub  of  the  Network  Buy 


Network  World  •  January  19, 1998  •  www.nwfusion.com  •  47 


jest  value  in  LAN  analyzers  — 
in  the  most  portable  platform! 


•v 


'Wi Bibwfecfr's  Fast  Ethernet  LAN900  on  PCMCIA  and  Cardbus,  the  final  word  in  LAN  protocol  analysis. 


Digitech  Industries,  Inc. 

Worldwide  Headquarters: 


•  NEW 

-  Cardbus  10/1 00MB  Fast  Ethernet 

-  PCMCIA  10/1 00MB  Fast  Ethernet 
-PCMCIA  10MB  Ethernet 

-  PCMCIA  4/1 6MB  Token  Ring 

Call  1-800-821-2265 


C0MNET 

Booth  #152 


August  1997 
FastLAN900  Tx/E 


Digitech  Industries,  Inc 


•  Expert  analysis 

•  7-layer  decodes 

•  Automatic  statistical  analysis 

•  Windows 

•  File  conversion 

•  Most  powerful  filtering  available 
...all  at  an  affordable  price. 


55  Kenosia  Avenue 
Danbury,  CT  USA  06813-2267 
Phone  (203)  797-2676 
Fax  (203)  797-2682 
Email  address: 
digitech@digitechinc.com 
www.digitechinc.com 


Digitech 

a  LeCroy  Company 


For  a  complete  LANAA/AN/ATM  test  platform,  LAN900  protocol  analyzers  can  also  be  configured  with  Digitech's  WAN900  and  ATM900  Unraveling  the  most 

expert  protocol  analyzers  in  a  single,  ruggedized,  portable  PC  such  as  Digitech's  PC900.  complex  network  problems. 
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1 -800-775-4GTA 

Web:  http://www.gnatbox.com 
Email:  gb-sales@gta.com 
Tel:  +1  -407-380-0220  Fax:  +1  -407-380-6080 


Reader  Service  No.  292 


$  995.00 


% 


H, 


o 


The  Simple,  Powerful  &  Affordable 


•  Proven  Firewall  Technology 

•  Network  Address  Translation 

•  Unlimited  User  License 

•  High  Performance 

•  Transparent  Network  Access 

•  Easy  to  Configure  &  Use 

•  Remote  Web  Based  Management 

•  Minimal  Hardware  Requirements 

•  Ideal  for  Intranets 

•  Cost  Effective 


A  Software  Only  32-bit  Network  Analysis  Application 


So  Full  of  Features,  You  Won’t  Belieye  the  Price 


$695. 

Ethernet  and  Token  King, 
Windows  95 1 98  and  NT 


View  LAN  Errors  (Vital  Signs) 
Monitor  WEB  Servers 
Track  Router  traffic  in  real  time 
Full  32-bit  (95/98  <&  NT  Only) 


Capture  and  decode  Protocols 
Monitor  Bandwidth  Utilisation 
Grade  LAN  Efficiency 
Track  Long-Term  Statistics 
Auto-discover  Addresses 
Set  Triggers  and  Alarms 
Software  Only  Solution 


f . agrt  i 


Observer™  4.5 


If  you  have  network  slowdowns,  would  you  cause  is  found,  solutions  and  action  plans 
know  if  they  are  due  to  overloaded  become  clear.  Start  seeing  what  you  have  been 

bandwidth,  broadcast  storms,  or  errors?  missing!  Call  800-526-7919  for  a  FREE 
Observer  will  show  your  LAN  traffic  in  real  DEMO  or  download  from  our  web  site, 
time,  and  with  this  information,  help  you  ’ 

pinpoint  problems.  Once  the  source  and  NETWORK 

INSTRUMENTS 


www.networkinstfuments.com 


TN 


©  1997  Network  Instruments,  LLC  -  Corporate  Headquarters  (612)  932-9899  FAX  (612)  932-9545,  UK  and  Europe 
+44  (0)  1474  702427  FAX  +44  (0)  1474  707830  Internet:  info@networkinstruments.com  www.nctworkinstruments.com 
Observer™,  Network  Instruments™  and  the  “N”  logo  are  trademarks  of  Network  Instruments,  LLC  Minneapolis,  MN  USA 


Reader  Service  No.  290 


Marketplace 


The  Hub  of  the  Network  Buy 


48  •  Network  World  •  lanuary  19, 1998  •  www.nwfusion.com 


OutLook 

•  The  industry’s  most 
efficient  keyboard, 
mouse,  and  monitor 
switch,  offering 
multiple-system 
access  from  a 
single  console. 


OutLook4™ 

•  Multi-user  console  switch 
enhances  direct  server 
control  in  growing  IS 
departments. 


Low< 


•  Single-user  console  switch 
controls  Sun®  systems  with 
OSCAR  technology. 

y  * 


A-IOOO 

•  Single  user,  multimedia  switch 
for  eight  audio  sources. 


tnse^ack 

Rock-solid  server  cabinets,  configi 
to  customer  specification,  incorporate 
cable  management,  slide-out  shelving, 
and  Apex’s  range  of  switch  technology. 


— -  OSCAR 

•  Apex’s  revolutionary  on-screen  $  % 

*  interface  allows  users  to  control  v>  v 
hundreds  of  servers  from  a  single 

'■  ■ 

screen. 

’  *e  '  ■  ’>■ '  A  i A  ■■  A 

Viewpoint 

•  Exclusive  matrix  switching  system 
enables  command-center  control  of 

_x_.  -X _ .  ' 


enterprise  networks. 


SwitchBack® 

•  Drives  console  connections 
600  feet  via  UTP-5  cable  to 
remote  users. 


LabSuite™ 

•  These  IS  work  desks  are 
tailored  to  facilitate 
network  administration. 


Apex  PC  Solutions  is  #  3  on 
Business  Week’s  “1 00  Best 
Small  Corporations”  list. 
—  Business  Week,  May  ‘97 


■  ■ 


B  growing  number  of  America's  biggest  corporations  rely  on  Apex  for  ingenious 
client/server  solutions.  Up  and  down  the  line.  Apex  delivers  smart  products  that 
save  you  hassle,  clutter,  administrative  headaches,  floorspace  —  and  money.  Start  your 
ascent  to  greater  efficiency.  Call  on  Apex  for  the  best  answers  every  step  of  the  way. 


Apex  PC  Solutions,  Inc. 

20031  142nd  Ave.  NE 
Woodinville,  WA  98072 

Tel:  (425)  402-9393 
Tel:  (800)  861-5858 


OSCAR  Viewpoint  OutLook  OutLook4  SunDial  SwitchBack  LabSuite  DensePack 


APEX™  fax:  (425)  402-9494 

PC  SOLUTIONS  e-mail  sdes@pcsol.com 


Innovation  & 
Technology  by 
Design 


http: // www.apexpc.com 


©  199 7,  ,4/)a  PC  Solutions,  Inc.  All  rights 
reserved.  0SC/1R,  OutLook4,  and  SunDial 
are  trademarks,  and  SwitchBack,  OutLook, 
and  ViewPoint  are  registered  trademarks 
of  Apex  PC  Solutions,  Inc.  in  tlx  United 
Stales  and  certain  other  countries  All  other 


Peak  performance  at  every  level 


f  OCSAR  ~  Viewpoint 


OutLook4  ~  SunDial  ~  OutLook  ~  SwitchBack  ~  LabSuite 


~  DensePack 


7) 


trademarks  are  the  property  of  their 
respecthv  owners. 
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Standard  Pricing 
$2275^  Factory  Direct 


HEAVY-DUTY  ORGANIZER 

__________  ' 


What  does  it  take  to  get  Microsoft  Certified? 

STUDY  STUDY  SS5Y 


Get  the  certification  that  matters. 

As  companies  continue  moving  to  Windows  A/T®,  Microsoft  certification 
is  becoming  more  important  for  assuring  IT  professionals'  technical  proficiency. 
Transcender  makes  the  most  realistic  simulations  of  Microsoft's  exams. 


If  you  use  Transcender,  you'll  pass  the  Microsoft 
certification  exam  or  we'll  give  your  money  back.* 


Transcender  has  products  for  ALL  the  highly  demanded  MCSE  and  MCSD  exams. 

From  $89-$  7  79.  Special  value  paks  also  available.  Call  or  visit  our  Web  site  for  details. 


Call  615.726.8779 

VISA/MC/AMEX/DISC/MO/Check 


FAX  615.726.8884 

Add  $4  s&h  (S25  outside  US) 


Transcended 

Corporation 

242  Louise  Ave 
Nashville,  TN  37203 


.tra 


*  Conditions  apply. 
See  our  Web  site  for  details. 

Microsoft' 


SOLUTION  PROVIDER 


Reader  Service  No.  222 


NETWO 

FURNITL 

by  COMPUTER  COMFORTS 

Organization  Made  Affordable!!! 


GALL,  (905)  238-0473,  fax:  (905)  238-4976 


visit  our  web  site:  www.lantracer.com  wvmi&mmmimk 

LANTRACER  IS  A  TRADEUARK0F  PROTE0N  IAN  PRODUCTS  BY  MICR0WEC  INC 


FREE  TRIAL 


For 


Reader  Service  No.  226 


4912  Research  Drive  Huntsville,  Alabama  35805  USA 
(800)  93CYBEX  (29239)  •  (205)  430-4030  fax 

http://www.cybex.com 

AutoView  is  a  trademark  of  Cybex  Computer  Products  Corporation.  Cybex  is  a  registered  trademark  of  Cybex  Computer  Products  Corporation. 

Come  see  us  at  COMNET,  Washington,  DC,  Jan  27-29,  Booth  #2405 


hfiilliM 

BANYAN 


MICROSOFT- 


LANtastic 


WINDOWS  NT. 


L  OMFATTBU-. 


Netware. 


Compatible 
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Marketplace 


The  Hub  of  the  Network  Buy  • 


Set  sail  for  charted  territory 


LANtracer 


lets  you  do 


more 


9 


do  it 


do  it  for 


less! 


better. 


1 


www.computercomforts.com  281-488-2288 

Reader  Service  No.  235 


info@computercomforts.com 


LANtracer  is  a  real-time  network  monitor  that  uses 
universal  web  browsers  to  present  a  clear  picture  of  your 
network’s  activity.  Comprehensive  network  statistics  are 
presented  in  easy  to  understand  summary  text  and 
graphs.  LANtracer  software  is  an  RMON  probe  and  a 
web  server  that  runs  on  Windows  NT.  Platform 
independent,  it  monitors  Ethernet,  Fast  Ethernet,  and 
Token  Ring  networks. 

Identify  today’s  problems  and  prevent  tomorrow’s  at 
a  price  that  won’t  sink  you.  Welcome  to  the  new 
world  of  network  management. 


Announcing  the  AutoView  Commander; 

the  keyboard/video/mouse  switch  with  all  the  right  stuff! 

More  ways  to  select  attached  servers  with  convenient  on-screen 
menus,  traditional  Cybex  push-buttons  ora  quick  keyboard  sequence. 
Better  design  for  easy  reconfiguration  without  powering  down  the 
switch  or  attached  servers.  And  best  of  all ...  it  costs  less  than  many 
comparable  switches.  Now  that's  good  stuff. 

One  Company.  One  Solution.  Cybex. 


BYTE 


™  ^pr  Instant  CD  Server! 

Network 
Support: 

NetWare,  UNIX, 

Windows/  NT/95, 

OS/2  and  WWW/ 

IntraNet  simulta¬ 
neously. 


Independent 
Server:  Requires 
no  resources  from 
other  servers  on 
the  network.  In¬ 
stalls  in  minutes 
with  no  system 
downtime. 

Internet/Intranet  Web  Server:  Built  in 
WWW  server  allows  access  to  CDs  using  Web 
Browsers. 


35  Disc  CD  ROM 
Jukebox  Server 

Share  Historical/ 
Archive  Data 
Company/World 
Wide 

Independent 
Server:  Requires  no 
resources  from  other 
servers  on  the  net¬ 
work.  Installs  in  min¬ 
utes  with  no  system 
downtime. 

Network  Support: 

Netware,  UNIX, 
Windows/NT/95,  OS2 
and  WWW 


This  high  speed  CD-ROM  Jukebox  Server  provides 
access  to  more  than  22GB  of  reference  materials,  databases, 
and  application  software.  Ultra  fast  response  time  offers 
almost  transparent  connectivity  for  users  who  require  access 
to  a  wide  variety  of  information  on 
multiple  CDs.  fNetWorkech 


© 

© 

* 

* 

* 

« 

9 

« 

9 

e 


AXIS^  • 

b.  COMMUNICATIONS  A 


Also  Available:  9 

•  CD  Recorder  Systems  l 

•  Web  Servers  * 

•  Video  Servers  • 

* 

•  Raid  Systems  • 

and  more ...  * 

• 

2500  West  County  Rd.  42,  Suite  5,  Burnsville,  IVIN  55337  * 

Bus:  61 2.894.0595  Fax:  61 2.894.61 75  # 

Email:  sales  @boffin.com  * 


CD  ROM 
Towers 


Available  in 
7-28  Bays 
with  16x  to 
24x  CD  Rom 
Drives. 


CD  ROM 
Servers 


Available  in 
28-56  Bays 
with  16x  to 
24x  CD  Rom 
Drives. 


Powered  by 
an  Intel 

Pentium  CPU  or  Sun  Ultra  Sparc. 


For  the  latest  in  CD-ROM 
storage ,  visit  our  web  site: 
www.  boffin,  com/nw.html 

*On-site  service  may  not  be  available  in  some  areas 


call... 800.248.5328 


New. 


Mohave 


Series 


Based  on  Sun  Microsystems' 
SPARCengine™  Ultra''  AX  mother 
board  and  Solaris  "  software,  the 
Mohave  Server  allows  access  to 
over  300  GB  of  data  via  HTTP 
NFS,  or  FTP  over  a  TCP/IP  connec¬ 
tion.  Configurations  available 
with  CD-Recorder/Reader  combi¬ 
nations. 


SUM /Solaris 
Based  CD-ROM 
Intranet/Internet 
Servers  with 
up  to  500+  Disc 
on-line. 

Share  Historical/ 
Archive  Data 
Company/World 
Wide 

Featuring: 

▼  Price-Performance 

▼  Interoperability 
V  Scalability 

▼  Ease  of  use 
T  Reliability 


ULTRASPARC 

DRIVEN  J? 


• 

9 

9 

9 

e 

9 

9 

9 

9 

9 

9 

9 

9 

9 

9 

9 

9 
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Breakthrough  the  clutter  of  multiple 
keyboards,  monitors,  and  mice  with  this 
latest  INNOVATION  from  Rose.  This  switch 
has  every  feature  you  asked  for: 

Switches  several  servers  or  computers  to  a  single 
monitor,  keyboard,  and  mouse 

Supports  any  mix  of  PC,  Apple,  Sun,  RS  6000, 

HP  700  series,  DEC  Alpha,  SCI,  or  other 
computers  from  any  keyboard  or  mouse 

Front  panel  has  keypad  for  easy  selection  of 
computers  and  configuration 

Front  panel  display  shows  computers  name  and 
other  information 

Command  to  switch  can  come  from  your 
keyboard,  front  panel,  or  RS232  port 

Simple  to  use  keystrokes  switch  computers  for 
fast  and  easy  control 


Built  in  daisy-chaining  supports  up  to  256 
computers 

Flash  memory  for  future  upgrade  of  features 

Easy  to  use  OverView™  system  gives  control 
and  status  with  on-screen  graphics 

Many  other  features! 

CALL  FORA  FREE  CATALOG: 

*  Keyboard/Video  Control 

*  Print  Servers 

*  Data  Switches 

800-333-9343 

Visit  our  web  site  at  www.rosel.com 


ELECTRONICS 


One  Obsessive  KVM  Switch 

Control  2  to  64  computers  from  a  single  station. 

Raritan's  unique  emulation  technology  ensures 
flawless  operation  of  any  combination  of  PCs,  Macs, 

Suns,  Alphas,  RS6000s,  HP9000s,  or  SGIs,  running 
any  operating  system  and  application  software.  With 
on-screen  menus,  system  management  has  never  been 
simpler.  Join  the  thousands  who  trust  their  network  servers 
to  MasterConsole  to  save  time,  space  and  money. 

We've  created  a  control  freak  you'll  want  to  live  with! 

(800)  724-8090  xl9 
www.ranfan.com 


in  charge  of  all  your  Servers. 


®  Raritan 

MasterConsole 


Raritan  Computer  Inc.,  400  Cottontail  Lone,  Somerset,  Ml  08873 
Tel.  732-764-8886  Fax  732-764-8887  E-mail  sales@raritan.com 


10707  Stancliff  Roai 

)  Houston,  Texas  77099  Tel  281-933-7673  Fax  281-933-0044 

Reader  Service  No.  314 

he  first  100%  Computer  Based  Training  (CBT)  on  CD-ROM  to  fully  prepare  you  for 
Novell’s  CNE,  Microsoft’s  MCSE  and  the  A+  Certification  exams.  ForeFront’s  Self- 
Study  Courses  give  you  unmatched  flexibility  and  portability.  Study  at  your  own 
pace  using  our  step-by-step  format,  whenever  and  wherever  it’s  convenient  for  you! 


•  All  on  one  CD  -  no  books,  no  videos,  no  classrooms 

•  Interactive  simulations  for  hands-on  exercises 

•  Hundreds  of  practice  questions 

•  Priced  below  competitive  products 

•  Everything  you  need  to  prepare  for  the  exams! 


Bonus!!! 


Buy  any  two  CBTs  at 
the  regular  price  and 
get  the  Micro  House 
Technical  Library™ 


>  MCSE^ 


Become  MCSE  Certified... FAST! 

The  ForeFront  MCSE  Self-Study  Course™  provides  everything  you 
need  for  passing  the  MCSE  exams.  You’ll  be  ready  and  confident  to  plan, 
implement,  maintain  and  support  information  systems  in  a  wide  range  of 
computing  environments,  using  Windows  NT  and  other  Microsoft  Server 
products.  Contains  All  6  Training  Modules! 

Become  A+  Certified...F4ST/ 

A+  Certification  will  open  the  way  to  further  advancement  in  the  corporate  world. 

The  ForeFront  A+  Certification  Self-Study  Course™  is  a  hands-on  course 
that  provides  all  the  technical  material,  knowledge,  interactive  exercises, 
and  confidence  you’ll  need  to  pass  the  A+  exams  and  excel  in  today’s 
competitive  PC  repair  marketplace! 


Become  CNE  Certified...FAST/ 

The  ForeFront  CNE  Self-Study  Course™  provides  fast, 
effective  and  convenient  training  for  the  Certified  NetWare 
Engineer  exams.  Our  CNE  CBT  allows  you  to  learn  and 
practice  everything  you’ll  need  for  full  certification.  Con¬ 
tains  All  7  Training  Modules! 

VITAL  HARDWARE  SPECS  AT  YOUR  FINGERTIPS! 

The  Micro  House  Technical  Library™  on  CD-ROM  is  compiled 
from  over  50,000  pages  of  technical  manuals!  Contains 
complete  configurations,  diagrams,  settings,  component 
locations  and  other  vital  hardware  information. 

A  must  for  any  service  department. 


•  Free  Technical  Support 

•  Next  Day  Shipping 

•  Performance  Guaranteed 


Call  for  Special  Discount  Pricing  Today! 


(81 3)  724-8994  •  FAX  (81 3)  726-6922 


FOREFRONT 

25400  U.S.  Hwy.  19  N.,  #285 
Clearwater,  FL  33763 


Copyright  ©1997  ForeFront.  Inc  Ail  Rights  Reserved.  ForeFront  CNE  Self-Study  Course,  ForeFront  A+  Certification  Self-Study  Course  and  ForeFront  MCSE  Self-Study  Course  are  trademarks  of  ForeFront  Direct,  Inc. 
The  ForeFront  Logo  is  a  trademark  of  the  ForeFront  Group,  Inc.  All  other  trademarks  are  the  properties  of  their  respective  holders.  ForeFront  Direct,  Inc.  is  a  subsidiary  of  ForeFront  Group,  Inc. 


GSA#  GS-35F-4628G 


NWM 
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ROUTERS  •  DSU/CSU 
TERMINAL  SERVERS 
HUBS  •  SWITCHES 


BUY/SELL 

LEASE 


yiSexdtfHe  £064,  *1kc. 

State  of  the  Art 
10BASE-T  Ethernet 
RJ45-Fiber  Converter* 

Model  FTX-R11  w/ST's 
and  Model  FTX-R61  w/SC’s 


Qty  Unit  Price 


LIVINGSTON  •  ASCEND 
ADC/KENTROX  •  3COM 
BAY  NETWORKS  •  ADTRAN 


Overnight  Delivery  Fully  Warranted 


PH:  805*964-1314 
lax:  805*964*5649 


m 


www.networkhardware.com 


6445  Calle  Real,  Suite  B 
Santa  Barbara,  CA  93 1 1 7 


Circle  Reader  Service  No.  244 


MICROSOFT  NT-V4.0 

NT  Server  - 

5  Clients ....  $445 
NT  Server  - 

10  Clients . . .  $575 
NT  Server  - 

20  License  . .  $285 
NT  Wrkstation- 
CD/FD/LIC. .  $125 
NT  Wrkstalion- 

Lic-only . $65 

MS  Office  Pro ‘97- 

OEM . $125 

MS  Office  Pro *97.  $198 
-  'L  Server  . 

5  User . $895 

SQL  Server 

20  License  . .  $995 
CALL  ON  ALL 
MICROSOFT  FOR 
SPECIAL  PRICING!!!! 


NOVELL  - 
INTRANETWARE 

v4.11  -  5  User. . .  $550 
v4.ll- 10  User.  $1175 
v4.1 1-25  User.  $1845 
v4.11  -  50  User.  $2395 
v4.11- 100  User  $3495 
v4.1 1-250  User  $5985 
Novell  Upgrades 
60%  OFF,  Call  for 
BEST  Street  Price! 

GROUPWISE  S.l 

5  User . $495 


10  User . . . 
25  User . . . 
50  User . . . 
100  User.. 
250  User.. 


. .  $695 
.  $1695 
.  $2695 
.$4495 
. . .  $Call 


'Qualification  Required 


We  will  Beat  or  Match  any  Advertised  Price 

SAFE  SYSTEMS 

Tel:  800-399-2808  i'/wi 
Fax:  8  1 8-887-0  388  V  ■** 
E-Mail:  Safe@BH902IO.com  iSSI 


Circle  Reader  Service  No.  296 


Coming  Up  in  February 


Issue  Date 

Close 

February  2 

Single  Product  Review 
on  Bay  cable  modem. 

Jan.  21 

February  9 

Comparative  Product 
Review  on  proxy  servers. 

Jan.  28 

February  16 

Single  Product  Review 
on  Bindview  EMS. 

Feb.  4 

February  23 

Comparative  Product 

Feb.  1 1 

on  network  simulation  tools. 


To  reserve  your  ad  space  call  Enku  Gubaie. 
1-800-622-1108  ext.  7465 


REFURBISHED  NETWORKING  EQUIPMENT 


More  than  price  &  availability... 
InterUnk  Means  Customer  Satisfaction! 

BUY,  SELL,  LEASE/RENT,  TRADE 

Routers  •  Hubs  •  Bridges  •  Servers 


CISCO,  BAY  NETWORKS, 
3COM,  DIGITAL,  ASCEND, 
LIVINGSTON,  XYPLEX 

"All  trademarks  are  the  property  of  their  respective  owners 

Technical  Support  •  Product  Warranty  •  Aggressive  Pricing 

1-800-832-6539 


Fax:  61 2-944-3534  Email:  sales@interlinkcom.com 
Voice:  612-944-3440  http://www.interlinkcom.com 


NT  Office:  Main  Office: 

Tel:  (115)458-9606  Tel:  (978)  667-4926 

Fax:  (315)  458-9493  Fax:(978)663-0607 


On  parle  francais-  Se  habla  espanol  Wir  sprechen  deutsch 
I  Circle  Reader  Service  No.  219  I 


HUGE 

~  INVENTORY 
WE  TEST  ALL  PARTS 
BEFORE  WE  SHIP 


"TECK" 

SUPPORT 

AUTHORIZED  PRODUCT 
&  SERVICE  CENTER 


TT.ONit  yearTTH 
Warrant/ 

oTTaxI 


NEW  /  USED  3  COM  PARTS 


Quantity,  Reseller,  Government  &  Education,  Discounts  available. 


MAN  CT.  I  IPLAINVIEW.  NY  I  II  18031 
5  1  6-293-5200  I  1  FAX:  5  16-293-53251 


visit  us  at  http://www.8QO-AKA-3COM.com 


Striving 


Nationwide  Service  -  24  hours  Technical  Support 
Project  Managment  -  Trade-In  Credit 
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_  News _ 

Cisco  concentrator  to  meld  data,  voice  and  video 


By  Jim  Duffy 

Washington,  D.C. 

Cisco  Systems,  Inc.  next  week 
will  unveil  a  new  access  concen¬ 
trator  as  part  of  a  broad  initiative 
to  meld  voice,  data  and  video 
traffic  on  enterprise  networks. 

The  MC3810  multiservice 
access  concentrator  is  the  result 
of  Cisco’s  acquisition  last  year  of 
start-up  Ardent  Communica¬ 
tions  Corp.  The  device  replaces 
two  models  within  Cisco’s  3800 
line  of  multiservice  access  con¬ 
centrators,  the  one-slot  3801  and 
three-slot  3830  (NW,  April  7, 
1997,  page  1). 


However,  Cisco  still  is  devel¬ 
oping  an  eight-slot  3880  multi¬ 
service  access  concentrator,  said 
Peter  Alexander,  director  of 
marketing  in  Cisco’s  Multiser¬ 
vice  Access  business  unit.  He 
would  not  say  when  the  product 
will  ship. 

The  MC3810  will  be  rolled 
outatComNet  ’98  here  as  part  of 
what  Alexander  described  as  a 
“comprehensive”  data,  voice 
and  video  integration  strategy 
for  the  enterprise.  The  strategy 
is  expected  to  focus  on  tighter 
integration  between  Cisco’s 
StrataCom  WAN  switches  and 


the  company’s  LAN  routers  and 
switches. 

The  MC3810  sits  on  the  cus¬ 
tomer  premises  where  the  device 
melds  Ethernet  LAN,  SNA, 
voice,  fax  and  video  traffic  onto 
public  or  private  leased-line, 
frame  relay  or  ATM  networks. 
As  such,  the  concentrator  can 
replace  separate  products  for 
sending  voice,  data  and  video 
traffic  into  the  carrier  cloud. 

The  MC3810  features  a  single 
lOBase-T  Ethernet  interface, 
two  serial  ports  for  SNA  and 
other  data,  six  analog  ports  and 
24/30  digital  voice  channels 


over  T-l/E-1  links.  The  concen¬ 
trator  provides  IP  and  IPX  rout¬ 
ing,  bridging,  8K  bit/sec  or 
32K  bit/sec  of  voice  compres¬ 
sion,  per-call  voice  switching, 
faxing  at  9.6K  bit/ sec  and  circuit 
emulation  over  ATM  for  video 
transmission. 

The  MC3810  also  includes 
Multiflex,  a  feature  that  lets 
users  reassign  MC3810  trunks  to 
another  service  —  private,  pub¬ 
lic,  frame  relay,  ATM  or  time- 
division  mutliplexed  —  via 
software.  This  allows  users  to 
take  advantage  of  lower  tariffed 
services,  Cisco  said. 


The  concentrator  is  expected 
to  run  Version  11.3  of  Cisco’s 
Internetwork  Operating  System 
(IOS)  software.  The  new  edition 
of  IOS  features  voice-over-IP 
enhancements  and  enables 
users  to  configure  Cisco  gear  for 
toll  bypass,  unified  voice/data 
trunking  and  Internet  telephony 
gateway  applications. 

“The  new  box  sounds  like 
an  improvement  performance- 
wise.  They’ve  put  some  better 
compression  capabilities  on  it,” 
said  Craig  Johnson,  an  analyst  at 
Dataquest,  Inc.,  in  San  Jose, 
Calif. 

The  MC3810  is  expected  to 
cost  between  $4,500  and  $9,000. 
Volume  shipments  will  start  in 
February. 

©Cisco:  (408)  526-4000 


AOL 

Continued  from  page  1 

users  exchange  information 
over  AOL’s  network  using 
authentication  tools  from  Secu¬ 
rity  Dynamics,  Inc.,  and  encryp¬ 
tion  and  tunneling  features  from 
a  handful  of  firewall  vendors, 
said  David  Gang,  senior  vice 
president  of  new  products  at 
AOL. 


“This  will  be  a  difficult  mar¬ 
ket  for  AOL,”  said  Eric  Paulak, 
senior  analyst  at  Gartner  Group, 
Inc.,  a  Stamford,  Conn.,  consult¬ 
ing  firm.  But  AOL’s  new  business 
relationships  will  strengthen  the 
company’s  case,  he  said. 

AOL  and  Security  Dynamics 
last  month  quietly  made  an 
agreement  under  which  they  will 
put  SecurlD  password  authenti¬ 
cation  tokens  in  the  hands  of  all 
AOL  Enterprise  VPN  customers, 
Gang  said.  SecurlD  tokens  pro¬ 
vide  users  with  dynamic  pass¬ 
word  protection,  which  means 
the  password  appearing  on  the 
token  card  changes  every  60  sec¬ 
onds  for  added  security. 


Firewall  security  also  will  be 
an  important  part  of  the  over¬ 
hauled  service.  AOL  will  an¬ 
nounce  deals  with  three  firewall 
vendors  in  the  next  30  days, 
Gang  said,  though  he  would  not 
name  the  vendors. 

The  firewalls  will  let  AOL 
Enterprise  VPN  customers  sup¬ 
port  standard-based  tunneling 
via  protocols  such  as  Internet 
Protocol  Security,  Gang  said. 

In  addition  to  providing  new 
security  features,  AOL  is 
making  its  VPN  service 
easy  to  integrate  with  cus¬ 
tomers’  existing  net¬ 
works,  Gang  said. 

While  AOL’s  online 
service  software  is  propri¬ 
etary,  the  company  is 
striking  deals  with  the 
likes  of  Lotus  Develop¬ 
ment  Corp.  and  Net¬ 
scape  Communications 
Corp.  to  integrate  their 
client  software  with 
AOL’s  dialer,  he  said. 
AOL  is  expected  to 
announce  final  deals 
with  software  vendors 
next  month. 

Despite  its  efforts  to 
make  the  service  secure 
and  compatible  with  other  offer¬ 
ings,  AOL  still  may  have  a  tough 
time  convincing  customers  that 
its  network  is  up  to  the  task  of 
supporting  VPNs,  said  Rebecca 
Wetzel,  director  of  Internet  ser¬ 
vices  at  TeleChoice,  Inc.,  a 
Verona,  N.J.-based  consulting 
firm.  This  is  especially  true  given 
that  competitors  such  as  AT&T 
WorldNet,  MCI  Communica¬ 
tions  Corp.,  UUNET  Technol¬ 
ogies,  Inc.  and  Sprint  Corp.  all 
have  introduced  secure  dial-up 
VPN  services  for  business  cus¬ 
tomers  in  recent  months. 

Lastyear  at  this  time,  AOL  was 
trying  to  appease  customers  and 
attorneys  general  from  20  states 


who  were  dissatisfied  with  the 
company’s  service.  The  on¬ 
slaught  of  complaints  came 
almost  immediately  after  AOL 
went  to  its  current  $19.95  un¬ 
limited  access  service  offering, 
which  attracted  more  customers 
and  network  traffic  than  AOL 
could  handle.  Since  then,  AOL 
has  made  modem  and  network 
upgrades. 


AT&T 

Continued  from  page  1 

Steve  Sazegari,  president  of  Tele- 
Mac,  a  Foster  City,  Calif., 
telecom  consulting  firm.  Also 
on  deck:  branding  partnerships 
with  competitive  local  exchange 
earners  to  extend  AT&T’s  new 
local  services  business. 

An  AT&T  official  confirmed 
that  one  of  the  first  agreements 
likely  to  come  forward  is  a 
deal  with  Visual  Networks,  Inc. 
The  Rockville,  Md.-based  com¬ 
pany  provides  circuit  analysis 
and  monitoring  equipment 
and  software  to  help  users 
measure  carriers’  service-level 
compliance. 

Likewise,  AT&T  shortly  is 
expected  to  announce  a  deal 
with  RAD  Data  to  jointly  deliver 
E-l  access  to  multinational  users 
—  providing  direct  T-l-to-E-1 
connection  to  an  overseas  AT&T 
E-l  circuit  using  RAD’s  multi¬ 
plexing  equipment. 

But  the  carrier  reportedly 
is  seeking  bigger  fry.  One  of 
the  major  goals  is  to  extend 
AT&T’s  managed  WAN  services 
beyond  the  router  to  include 
unified  installation  and  manage¬ 
ment  of  servers  and  possibly 
workstations  together  with  rout¬ 
ers  and  frame  relay  access 
devices,  Sazegari  said. 

AT&T  a  year  ago  promised  to 


Still,  some  users  are  skeptical. 
“I’m  amazed  that  they  would 
try  this  right  now,”  said  Sharleen 
Smith,  director  of  new  technol¬ 
ogy  at  USA  Networks,  a  New 
York-based  television  station. 
“Last  year,  when  they  came  out 
with  their  all-you-can-eat,  $19.95 
per  month  service,  it  nearly 
brought  them  down.  ’  ’ 

Other  users  agreed.  “[AOL] 


fill  in  the  LAN  gaps  in  its  man¬ 
aged  WAN  services  but  failed  to 
do  so  under  former  CEO  Robert 
Allen.  As  a  result,  until  now  users 
generally  have  had  to  go  to 
AT&T’s  full  outsourcing  divi¬ 
sion,  AT&T  Solutions,  to  get 
complete  LAN/WAN  networks. 

“Butwithin  the  past  couple  of 
months,  ever  since  Annstrong 
came  aboard,  I’ve  been  told  by 
account  people  that  they’re 
close  to  making  new  arrange¬ 
ments  with  IBM,  DEC  or  Cisco,” 
said  Hank  Levine,  a  lawyer  here 
representing  users  in  contract 
negotiations. 

Today,  AT&T  often  promotes 
equipment,  such  as  Cisco  rout¬ 
ers,  on  a  subcontract  arrange¬ 
ment  so  that  users  can  buy  their 
WAN  equipment  and  services, 
such  as  frame  relay,  at  the  same 
time.  New  deals  also  would  tie 
together  the  carrier  and  equip¬ 
ment  vendor’s  management 
platforms  and  customer  support 
so  users  could  get  quicker 
answers  to  their  questions. 

An  AT&T  spokeswoman 
would  not  comment  on  reports 
of  talks  with  specific  vendors 
beyond  the  Visual  Networks 
deal.  But  those  close  to  the  com¬ 
pany  described  AT&T  as  no 
longer  willing  to  cede  the  advan¬ 
tage  to  MCI  Communications 
Corp.  and  Sprint  Corp.  on  part¬ 
nership  deals  that  press  users’ 
buttons,  such  as  making  avail- 


is  not  the  company  that  comes 
to  mind  when  we  are  talking 
about  expanding  our  VPN,”  said 
Bob  Dougherty,  chief  informa¬ 
tion  officer  and  director  of  in¬ 
formation  technology  at  Subaru 
of  America,  Inc.,  in  Cherry 
Hill,  N  .J. 

AOL  Enterprise  VPN  service 
is  expected  to  be  available  this 
quarter  for  $500  peruser.  ■ 


able  an  SLA  monitoring  system 
as  a  standard  feature  on  a  man¬ 
aged  WAN  service,  as  MCI  has 
just  done. 

To  pull  off  these  deals,  AT&T 
officials  will  have  to  convince 
the  networking  industry’s  heavy 
hitters  that  the  company  has 
changed  its  stripes.  Under  Allen, 
“their  attitude  was,  ‘We’ll  do  any¬ 
thing  as  long  as  we  own  51%  of 
it,’  ”  Levine  said. 

Now  the  carrier  is  willing  to  do 
50-50  deals,  with  such  provisions 
as  tie  lines  among  its  customer 
support  centers.  Those  lines 
would  pass  off  users  to  the  equip¬ 
ment  vendors  rather  than  insist¬ 
ing  that  AT&T  keep  control  of  all 
customer  interaction,  Levine 
said.  ‘  ‘That  has  been  very  rare  for 
AT&T,”  he  said. 

AT&T  now  is  expected  to  sign 
franchise  agreements  with  up  to 
six  competitive  local  carriers  to 
allow  those  carriers  to  use  the 
AT&T  brand,  said  Berge  Ayva- 
zian,  senior  vice  president  of  The 
Yankee  Group,  in  Boston. 

Since  many  local  carriers  are 
owned  by  cable  companies, 
Armstrong  would  have  the  addi¬ 
tional  advantage  of  promoting 
the  possibility  of  AT&T-branded 
residential  competition,  Ayva- 
ziansaid.  ■ 

Get  more  information  online 
at  www.nwfusion.com 
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BUSINESSES  BUYING  INTO  AOL 

In  a  recent  study  by  TeleChoice,  1,550 
business  users  were  asked  to  identify  their 
primary  and  secondary  Internet  service 
providers.  Here  is  a  sampling  of  the 
results,  based  on  the  percentage  of  user 
responses: 


ISP 

Primary 

Secondary 

America  Online 

5.9% 

11.5% 

AT&T  WorldNet 

7.9% 

3.7% 

CompuServe 

1.9% 

3.0% 

MCI 

5.9% 

2.1% 

Netcom 

5.7% 

3.0% 

Sprint 

3.2% 

2.0% 
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Novell 
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summer,  sources  said. 

According  to  Novell  officials, 
th  e  BorderManager  upgrade  will 
feature: 

•  Direct  client-side  VPN  con¬ 
nections 

•  Secure  links  to  non-Novell 
VPN  servers 


“This  will  make  it  easier  for  us 
to  securely  tend  to  our  custom¬ 
ers’  networks  regardless  of  our 
physical  location,”  said  Andrew 
Percy,  president  of  Puzzle  Solu¬ 
tions,  Inc.,  a  Novell  channel  part¬ 
ner  in  Sanjose,  Calif. 

The  BorderManager  upgrade 
also  will  support  the  Simple  Key 
Management  Internet  Protocol 
(SKIP),  an  emerging  industry 
standard  for  defining  how  serv- 


Novell’s  FastCache  hums  on  NetWare 


Novell  officials  said  BorderManager  FastCache  may  lose  its  performance 
advantage  if  the  company  ports  the  service  to  Windows  NT. 


Server  environment 

Sun  Ultra  Enterprise  3000 
as  a  stand-alone 
Web  server 


Peak  performance  for  caching  static 
HTML  data  (request/sec) 


550 


Sun  Ultra  accelerated  by  a  Compaq 
Proliant  6000  server  with 
FastCache  and  NetWare  4.11 


3,288 


Sun  Ultra  accelerated  by  an 
Intel  MB440LX  DP  server  with 
FastCache  and  NetWare  4.11 


4,055 


■K  MINDCRAFT,  PALO. ALTO,  CALIF. 


•  Improved  IP  management 
functionality 

Missing  from  the  conversa¬ 
tion  about  BorderManager’s 
future,  however,  was  the  timeta¬ 
ble  for  a  cross-platform  release. 
Despite  public  statements  from 
Novell  CEO  Eric  Schmidt  in 
which  he  said  the  company 
would  free  all  of  its  network  ser¬ 
vices  from  NetWare  dependen¬ 
cies,  officials  last  week  balked  at 
porting  BorderManager  to 
either  Windows  NT  or  Unix. 

Product  details 

One  main  focus  for  the 
upcoming  release  is  better  client 
access  through  support  for 
Secure  Sockets  Layer  and  Point- 
to-Point  Tunneling  protocols. 
These  technologies  will  allow  PC 
users  to  establish  direct  VPN  con¬ 
nections  with  any  Border- 
Manager  server.  Previously,  two 
BorderManager  servers  were 
required  to  create  a  secure  link 
over  the  Internet. 
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ers  authenticate  themselves  via 
VPN  connections  over  the  Inter¬ 
net.  The  SKIP  support  will  allow 
BorderManager  users  to  set  up 
VPN  links  with  partners  or  cus¬ 
tomers  who  use  non-Novell  VPN 
servers. 

Novell  also  is  looking  into 
enabling  BorderManager  serv¬ 
ers  to  belong  to  multiple  VPNs 
simultaneously.  This  capability 
would  allow  customers  to  set  up 
multiple  VPN  connections  to 
remote  or  customer  sites  without 
compromising  security  policies. 

Topping  the  list  of  better 
administration  capabilities  is 
support  for  both  Domain  Name 
System  and  Dynamic  Host  Con¬ 
figuration  Protocol. 

This  integration  will  simplify 
the  task  of  managing  dynamic 
IP  client  addresses  and  com¬ 
plex  host  names  as  Internet 
connections  are  established  and 
terminated. 

In  addition  to  the  Border- 
Manager  upgrade,  Novell  is 

criteria: 

1)  Havesite  purchasinginfluence. 

2)  Are  involved  in  the  purchase  of  network  products  and 
services. 

3)  Have  multi-platform  networks  installed  or  planned 
(includingnetwork  architectures,  LAN  ope  rating  systems  and 
LAN  environments). 
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investigating  a  “black  box” 
hardware/software  combina¬ 
tion  based  on  BorderManager. 
This  product  would  be  a  dedi¬ 
cated  NetWare  server  designed 
to  sit  at  the  edge  of  a  corporate 
network. 

The  black  box  would  allow 
small,  midsize  and  large  custom¬ 
ers  to  outsource  Internet  access 
management  chores  to  Internet 
service  providers  that  support 
Novell  technology,  said  Ron  Pal- 
meri,  vice  president  of  strategic 
relationships  at  Novell. 

Cross-platform  switch? 

Since  Novell  first  floated  the 
idea  of  BorderManager  last 
March,  officials  have  said  the 
suite  would  eventually  be  cross¬ 
platform. 

Michele  Arden,  vice  presi¬ 
dent  of  the  Border  Services 


3Com 

Continued  from  page  1 

said  Eric  Hindin,  program  direc¬ 
tor  at  market  research  firm  The 
Yankee  Group,  in  Boston. 

“It  is  really  aggressive;  I  cer¬ 
tainly  didn’t  expect  it  to  fall  to 
that  point,”  said  another  analyst, 
who  requested  anonymity. 

3Com  also  will  unveil  the 
SuperS  tack  II  Switch  3900,  which 
supports  from  24  to  36  ports  of 
10M/100M  bit/sec  autosensing 
Ethernet  and  an  integrated  Giga¬ 
bit  Ethernet  port.  The  3900  also 
has  an  expansion  slot  that 
enables  the  device  to  house  two 
additional  Gigabit  Ethernet 
ports. 

Lastly,  3Com  is  introducing  a 
SuperStack  II  Dual  Speed 
10/100  hub  for  $79  per  port. 
3Com’s  current  12-  and  24-port 
Dual  Speed  hubs  are  priced  from 
$  1 75  to  $200  per  port. 

3Com  will  soon  be  leap¬ 
frogged,  though,  because  Bay  is 
expected  to  announce  its  first 
10/100  hub,  the  BayStack  250.  It 
will  feature  24  ports  at  $75  per 
port  and  will  ship  in  March. 

Cisco  offers  100Base-T  hubs 
for  $87  per  port. 

And  in  the  WAN 

3Com  also  will  use  the  Corn- 
Net  ’98  show  to  reveal  how  the 
company  will  evolve  its  Total 
Control  remote  access  concen¬ 
trator  into  a  high-horsepower 
multiservice  access  switch  for 
carriers. 

Over  the  course  of  the  year, 
3Com  will  upgrade  the  16-slot 
chassis  to  support  IP  voice,  video 
and  fax.  Today  it  supports  only 
data.  In  addition,  new  modules 
will  support  high-bandwidth 


Group,  said  this  year  the  com¬ 
pany  will  rewrite  most  of  the 
BorderManager  administration 
tools  in  Java  so  that  they  can 
run  on  any  platform.  However, 
Novell  is  taking  a  wait-and-see 
attitude  about  porting  the  Bor¬ 
derManager  core  to  either  Unix 
or  NT,  she  said. 

Arden  cited  recent  third- 
party  tests  showing  that  a  stand¬ 
alone  BorderManager  Fast¬ 
Cache  can  serve  up  HTML  con¬ 
tent  as  much  as  seven  times  faster 
than  a  stand-alone  Unix-based 
Web  server  (see  graphic).  “Why 
would  we  give  up  that  kind  of 
competitive  advantage  with  a 
port  to  NT  [or  Unix]?”  Arden 
asked. 

She  said  customers  have 
become  accustomed  to  running 
dedicated  network  boxes  with 
proprietary  operating  systems 


such  as  Cisco  Systems,  Inc.  rout¬ 
ers  running  IOS. 

“There  is  no  reason  why 
customers  can’t  sprinkle  Net¬ 
Ware  dedicated  caching  boxes 
throughout  their  heterogen¬ 
eous  networks,”  Arden  said. 

This  approach  flies  in  the 
face  of  Novell’s  cross-plat- 
form  vision,  said  Todd  Chip- 
man,  an  analyst  with  Giga  Infor¬ 
mation  Group,  in  Santa  Clara, 
Calif. 

“But  maybe  preliminary  test¬ 
ing  showed  they  can’t  really 
compete  with  similar  Internet- 
based  products  that  run  na¬ 
tively  on  either  Unix  or  NT,” 
Chipman  said.  ■ 
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access,  including  broadband 
cable  modems  and  digital  sub¬ 
scriber  line  technologies,  as 
well  as  dial-up.  The  IP  voice  capa¬ 
bility  will  be  introduced  next 
week. 

The  new  capabilities  are 
made  possible  by  incorporating 
3Com’s  EdgeServer  Pro  and 
HiPer  Digital  Signal  Processing 
modules,  which  were  intro¬ 
duced  last  year  (NW,  July  14, 
1997,  page  23;  Nov.  10,  1997, 
page  31).  Together,  they  can 
handle  call  setup  and  control, 
as  well  as  intensive  packet 
processing. 

Next  year,  3Com  plans  to 
upgrade  the  Total  Control  chas¬ 
sis  itself,  fitting  it  with  Signaling 
System  7  (SS7)  software,  the  sig¬ 
naling  protocol  used  in  tele¬ 
phone  networks. 


With  phone  network  signal¬ 
ing  capabilities,  Total  Control 
could  act  as  a  front  end  to 
larger,  more  expensive,  switches,  | 
directing  traffic  at  the  edge  of 
the  network  to  voice  or  data 
switches.  For  example,  calls  to 
Internet  service  providers  might 
be  identified  and  trunked  to 
IP  switches  within  the  carrier 
network. 

3Com  is  already  working 
in  conjunction  with  telephone 
switch  maker  Siemens  AG 
and  ATM  switch  maker  New¬ 
bridge  Networks  Corp.  on  a  way 
to  guarantee  quality  of  ser¬ 
vice  across  ATM  networks,  start¬ 
ing  at  the  network  interface 
card  of  a  PC.  Siemens  is 
part  of  the  effort  to  put 
SS7  on  the  Total  Control 
chassis.  ■ 


Bay’s  100M  hub  pricing  hits  bottom 

Not  to  be  outdone  by  3Com  Corp.,  Bay  Networks,  Inc.  this 
month  will  extend  its  line  of  100Base-TX  Fast  Ethernet 
hubs  and  drive  per  port  pricing  down  to  $75. 

The  new  hubs  included  in  the  BayStack  200  Series  are  Models 
202, 203, 204  and  205.  The  202  features  12  managed  RJ-45  ports 
at  a  cost  of  $  1 ,699,  or  $1 42  per  port. 

The  203  sports  12  managed  RJ-45  ports  and  one  100Base-FX 
port.  The  hub  costs  $2,099,  or  $1 62  per  port. 

The  204  features  24  unmanaged  RJ-45  ports  for  $1,799,  or 
$75  per  port.  The  205  has  1 2  unmanaged  RJ45  ports  for  $1 ,099, 
or  $92  per  port. 

Currently,  Bay  also  offers  the  BayStack  201 ,  a  24-port  unman¬ 
aged  hub,  which  costs  $125  per  port. 

Web-based  network  management  is  available  free  of  charge 
with  the  new  BayStack  200  hubs.  This  allows  users  to  locally  or 
remotely  configure  the  hubs  without  using  Bay’s  Optivity  net¬ 
work  management  software. 

This  is  the  first  time  Bay  has  provided  Web-based  manage¬ 
ment  for  its  shared-media  products. 

©Bay:  (408)  988-2400 

— Jim  Duffy 
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On  track  and  tracked 
Of  GPS  and  blackmail 


here  are  you?  I’m  at  N34° 
16.925’,  W1 19°  17.586’. 

I  know  because  a  few 
weeks  ago  I  received  an 
incredibly  cool  product: 
DeLorme’s  Tripmate.  This 
package  consists  of 
DeLorme’s  Hyperformance  GPS 
receiver  and  a  copy  of  Street  Adas  USA. 

Street  Atlas  is  a  very  good 
CD-ROM  mapping  tool  and 
can  provide  you  with  a 
route  from  anywhere  to 
anywhere  in  the  U.S. 

But  it’s  the  GPS  part 
that’s  amazing!  The 
GPS  receiver,  called  the 
Tripmate,  tracks  your 
position  on  Earth 
using  the  U.S. 
government’s 
Global  Positioning  System 
(hence  GPS)  and  can  plot  it  on  the 
Street  Atlas  maps. 

The  accuracy  of  Tripmate  is  limited 
—  the  U.S.  government  only  allows  us 
peons  access  to  what’s  called  the 
Standard  Positioning  System  (SPS). 
The  high-accuracy  version,  the  Precise 
Positioning  System  (PPS),  is  reserved 
for  the  kind  of  folks  who  want  to  drop 
bombs  down  chimneys. 

Because  the  Pentagon  doesn’t  want 
you  to  know  exactly  where  anything  is, 
they  degrade  the  SPS  signal  with  some¬ 
thing  called  Selective  Availability. 

This  means  your  position  as  deter¬ 
mined  by  Tripmate  is  accurate  to  with¬ 
in  328  feet  horizontally  and  512  feet 
vertically  for  95%  of  the  time.  (I’m 
told  the  PPS  version  is  accurate  to 
within  inches!) 

This  is  a  great  tool  and,  at  $199.95, 
you  need  one.  It  is  one  of  those  toys, 
er,  tools,  that  you  just  have  to  have. 

Last  week  my  fellow  Network  World 
columnist,  Scott  Bradner,  wrote  about 
how  people  want  to  track  you  and  he 
raised  important  issues  of  privacy  and 
accountability.  But  he  was  just  scratch¬ 
ing  the  tip  of  the  tracking  iceberg. 

Tracking  people  actually  is  not  very 
hard.  It  doesn’t  require  that  your 
license  plate  be  photographed  or  that 
you  go  around  with  a  Global 
Positioning  System  receiver  strapped 
to  your  car  or  yourself.  And  it’s  hap¬ 
pening  now. 

The  fact  is,  you  leave  electronic 


spoor  wherever  you  go.  Go  to  the 
supermarket  and  pay  with  anything 
other  than  cash  and  you  and  your  pur¬ 
chases  are  tracked.  The  same  applies 
to  purchasing  gas,  clothes  or  anything. 
What  you  paid  for,  how  much,  where 
and  when  becomes  available  to  all 
sorts  of  organizations  whether  you  like 
it  or  not. 

The  reason  is  that  many 
retailers  and  service  com¬ 
panies  sell  till  and  re¬ 
ceipt  data.  Combine 
that  with  other  pub¬ 
licly  available  data  and 
they  can  get  a  pretty 
powerful  insight  into 
your  (yes,  your)  life. 
And  it  happens  that 
there  are  plenty  of  com¬ 
panies  that  do  just  that: 

They  compile  databases  from 
many  sources  for  the  purposes  of 
exploring  purchasing  habits  and  target¬ 
ing  direct  marketing  programs. 

I’ve  always  thought  there’s  a  good 
story  in  this.  We  could  take  such  a 
database  and  reduce  it  to  just  the  mar¬ 
ried  men.  We  could  then  reduce  it  fur¬ 
ther  to  a  subset  that  only  includes  men 
with  an  income  over  $300,000.  We 
could  then  look  for,  say,  men  who 
have  bought  ladies’  lingerie. 

Now,  cross-reference  that  with  till 
receipts  to  find  what  size  lingerie  and 
cross-reference  that  with  purchases 
by  the  matching  wives.  Now,  we  filter 
out  all  those  where  the  size  of  what 
he  bought  matched  the  size  she 
purchased. 

We’ll  also  filter  out  those  who  were 
buying  smaller  sizes  than  their  wives. 
What  are  we  left  with?  Potential  black¬ 
mail  candidates.  Either  they  have  got 
large  mistresses  or  they  are  cross¬ 
dressers.  Whichever,  it  is  time  to  pay 
the  processor. 

Joking  aside,  the  serious  issue  is  the 
degree  to  which  your  actions  are 
recorded  and  the  degree  to  which  you 
are  tracked  already.  And  I  have  bad 
news:  Being  tracked,  whether  by  GPS 
or  by  the  spoor  of  your  transactions,  is 
a  fact  of  21st  century  life. 

So,  where  are  you  ?  Coordinates  to  nwcol- 
umn@gibbs.com  or  (800)  622-1108,  Ext. 
7504.  DeLorme  can  be  found  at  www. 
delorme.com. 
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The  latest  on  the  Internet/intranet  industry 


By  Chris  N e r n e y 


WHO  BREAKS  A  BUTTERFLY  GUY  UPON  A  WHEEL?  He  says  he’s  not  an  Internet  domain 

squatter,  but  at  least  one  large  corporation  is  warning  Hans  Schnauber  to  vacate 
the  .org  domain  he  has  registered  in  the  corporation’s  name. 

Schnauber  Ls  president  of  the  International  Federation  of  Butterfly  Enthusiasts 
(EFBE),  a  for-profit  organization  based  in  Chehalis,  Wash.,  which  is  dedicated 
to  increasing  butterfly  habitat  worldwide.  You  can  find  its  Web  site  at  wwvv.ifbe.org. 

In  late  December,  the  EFBE  began  registering  .org  domains  through  InterNIC, 
using  the  names  of  large  corporations,  sports  teams,  famous  people  and 
governmental  branches. 

Schnauber,  who  calls  himself  “The  Butterfly 
Guy,”  says  the  plan  is  to  post  on  each  of  those 
sites  evidence  outlining  the  effect  its  namesake 
has  had  on  butterflies. 

Media  giant  Time  Warner,  Inc.  apparently 
finds  the  scheme  less  than  heartwarming. 

Schnauber  says  he  received  an  e-mail  from  a 
Time  Warner  executive  demanding  “that  you 
surrender”  the  www.timewamer.org  domain. 

The  Butterfly  Guy  says  he’s  not  interested 
in  shaking  down  companies  that  want  him  to 
give  up  tire  domains  that  use  their  names.  “I’ve 
given  a  few  of  them  back  because  the  companies  asked  nicely,”  he  says. 

However,  those  who  resort  to  intimidation  will  incur  the  wrath  of  Schnauber 
and  his  federation  of  butterfly  enthusiasts. 

“I’m  not  going  to  be  bullied  by  anyone.  If  they  threaten  us,  we’ll  take  them 
to  the  limit,”  he  solemnly  vows. 

Corporate  America,  consider  yourself  warned. 

IBM’S  INVENTIVE  WEB  SITE  The  other  morning  we  were  preparing  breakfast, 
musing  over  how  we  will  make  our  fortune,  when  suddenly  it  hit  us:  Make  a 
hat  that  looks  like  a  fried  egg  and  the  world  —  or  at  least  a  few  stray  dogs  — 
will  beat  a  path  to  your  door. 

Unfortunately,  our  dreams  of  millinery  legend  were  shattered  upon  learning 
that  Raymond  D.  Kiefer,  of  Spring  City,  Pa.,  had  obtained  a  patent  on  the  fried- 
egg  hat  design  in  1995. 

We  know  this  because  of  the  IBM  Patent  Server,  a  Web  site  and  server 
maintained  by  Big  Blue  that  gives  users  access  to  information  on  more  than 
two  million  patents  registered  by  the  U.S.  Patent  &  Trademark  Office. 

The  site  lets  users  research  patents  dating  back  to  1971.  Site  visitors  can 
simply  type  in  keywords  to  find  what  they’re  looking  for. 

One  particularly  entertaining  link  on  the  site  is  the  Gallery  of  Obscure 
Patents,  featuring  Mr.  Smarty-Pants  Raymond  Kiefer’s  inspiration,  along  with 
a  couple  dozen  others. 

While  we  won’t  give  them  all  away,  allow  us  to  save  you  at  least  some  heartache: 

•  Pneumatic  shoe-lacing  apparanis  —  taken 

•  Self-containing  enclosure  for  protection  against  killer  bees  —  taken 

•  Human  slingshot  machine  —  taken 

The  IBM  Patent  Server  is  located  at  tvww.patents.ibm.com. 

11,000  JAVA  DEVELOPERS  CANT  BE  WRONG  Last  summer,  Network  World  ran  a  front¬ 
page  story  on  a  new  group  called  the  Java  Developers  Lobby  (JDL). 

Formed  in  early  August  by  Rick  Ross,  a  Java  developer  based  in  New  York, 
the  lobby  had  about  200  members  when  our  article  appeared  on  Aug.  18.  Now, 
just  five  months  later,  theJDL’s  ranks  have  swelled  to  nearly  1 1,000. 

What’s  tmly  amazing  about  this  is  that  the  JDL  has  done  next  to  no 
promotional  work;  its  popularity  has  grown  through  word  of  mouth,  press 
coverage  and  the  group’s  Web  site  at  wwwjavalobby.org.  And  the  lobby  has 
gained  enough  clout  to  be  consulted  routinely  by  Sim  Microsystems,  Lie. 
regarding  Java  issues. 

Sure,  Microsoft  still  blows  them  off,  but  hey,  is  that  news? 

The  Butterfly  Guy  says,  “If  we  have  no  butterflies,  we  have  no  bees.  If  we.  have  no  bees, 
we  have  no  kiwis.  ”  Net  Buzz  says,  “If  we  have  no  Internet-  or  intranet  news,  our  Net 
Buzz  editors  will  be  turning  the  screws.  ”  Contact  Chris  Nemey  at  cnerney@nww.com  or 
call  (508)  820-7451. 
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YOU  CAN  BE  WIRED,  PLUGGED  IN 
AND  ONLINE  ►  BUT  WHEN  YOUR 


MESSAGING  SOFTWARE 
OF  GAS  YOU  WON’T  DO 


A J> 

1  LOTUS  SCALABLE  MESSAGING  SOLUTIONS.  This  is  a  huge  issue:  will  the  messaging 
I  software  you  buy  today  grow  with  your  company  down  the  road?  Or  will  it  be  a  big  gaping 
pothole  that  throws  your  whole  company  out  of  alignment?  It  doesn’t  matter  how  big  your 
company  is.  Or  how  small  it  is.  You  must  have  innovative  messaging  and  communications 
software  that  enables  you  to  grow  and  allows  you  not  only  to  add  new  users,  but  also  to 
add  new  capabilities.  As  your  company  becomes  more  and  more  dependent  on  messaging 
software,  this  issue  continues  to  loom. 

LOTUS  LEADS  THE  INDUSTRY  in  messaging  and  communications  solutions.  We  offer  more 
safe  and  proven  choices  than  any  other  software  company.  From  basic  e-mail  to  the  tools 
that  let  companies  build  massive  customized  messaging  systems  for  larger  enterprises.  All  of 
them  web-tuned  for  seamless  integration  with  the  Internet  (or  your  intranet). 

But  even  more  important,  Lotus  messaging  solutions  are  designed  to  provide  an  easy  upgrade 
path  from  one  to  another.  Leverage  your  existing  IT  investment.  Move  easily  to  the  software 
you’ll  need  tomorrow,  adding  new  users  and  new  capabilities  as  you  need  them. 

Common  sense  says  that  this  is  the  way  it  should  work.  But  the  secret  of  most 
e-business  messaging  software  is  that  when  you  hit  the  ceiling  on  its  capabilities,  that’s  it. 
You  have  to  throw  it  away  and  start  over.  The  cost,  the  aggravation,  and  the  inconvenience  are 
huge.  For  information  about  Lotus  messaging  solutions,  go  to  www.lotus.com/worktheweb 


LOTUS  MESSAGING 


LOTUS  DOMINO"  MAIL 

Powerful  messaging 
for  the  Net 

LOTUS  NOTES  DESKTOP" 

The  ultimate  integrated 
intranet  client 

LOTUS  NOTES  MAIL® 

Most  advanced  messaging 
client  for  the  Net 

SOFT-SWITCH® 

Messaging  integration 
solutions 


Lotus 


Working  Together* 


hi  more  mforaation.  call  1  SOI)  8)2-3381.  eat.  0527.  In  Canada,  till  1  800  GO  LOTUS.  ©  1998  Lilli  Detelopneni  Coiporation.  55  Camlnldge  Parkway.  Cambrldga.  M  02142.  *11  rights  ttiiried.  lotus.  Notes  Mill  nil  Working  Together  lie  registered  Iradematks  and  0 
Soft  Switch  IS  a  registered  trademark  it  Soft  Switch,  lit.,  i  wholly  oeiel  suhsidiary  ol  Ions  Oeeetopmenl  C«tp.  Tie  e  business  logo  Is  l  trademask  ol  International  Bismss  Mathines  Corporation 


to.  lotos  Notes  Desktop  and  Wort  lie  Web  lie  trademarks  o(  Lntus  Development  Corporation. 
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The  SmartSwitch  6000  wiring  closet  switch. 


•  LAN/WAN/ATM  from  one  platform 

•  Distributed  switching  and  management  for  maximum  uptime 

•  Layer  3  switching,  broadcast  control,  per-port  RMON,  port  mirroring  and  port 
trunking 

•  High-speed  uplinks  without  sacrificing  port  density 

•  Scales  to  throughput  exceeding  2,000,000  packets  per 
second  with  bandwidth  exceeding  3.2  Gbps 

•  Plug-and-play  for  easy  setup 


The  SmartSwitch  family — including  solutions  for  the  data  center,  wiring  closet,  workgroup  and 
branch  office — supports  all  your  converging  voice,  video  and  data  applications.  And  a  forward- 
thinking  design  ensures  they’ll  be  hanging  around  for  the  long  run.  They’re  the  simple,  reliable, 
cost-effective  solutions  for  your  business. 

For  more  fashion  tips,  call  your  local  Cabletron  reseller  or  visit  us  on  the  Web  at 

www.cabletron.com/smartswitch6000. 

Cabletron  #1  in  customer  satisfaction!* 


caBLeTRon 

_ SYsrems 

The  Complete  Networking  Solution™ 


Corporate:  35  Industrial  Way,  Rochester,  NH  03867  •  603-332-9400  •  www.cabletron.com  -based  on  an  independent  survey  in  ComputerWorld  (10/6/97) 
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ADC  Kentrox,  the  Network  Access  Company,  is  the  world's  leading  provider  of 
high-speed  WAN  access  equipment  for  global  networks.  The  company's  Multi-service 
Access  Concentrators  provide  economical  integration  of  multi-service  protocols  over 
ATM  private  and  public  networks,  concentration  voice,  video  and  data  traffic  from  the 
customer  premises  to  public  ATM  networks.  Our  access  concentrators  support 
inverse  multiplexing,  Frame  Relay-  and  CBR-to-ATM  interworking,  Fast  Frame  Relay, 
dynamic  cell  concentration,  and  intelligent  congestion  control. 


t  Kentrox 


The  Network  Access  Company™ 


www.  kentrox.  com 


As  the  leader  in  networking  technology  and  services,  AT&T  helps  customers  pave  a 
path  to  the  future  with  its  AT&T  High  Speed  Packet  Services.  With  unsurpassed 
network  reliability  and  technical  expertise,  AT&T  leads  the  industry  with  Switched 
Virtual  Connections  for  ATM  and  enables  easy  evolution  from  Frame  Relay  to  ATM. 


AT&T 


www.att.com 


ECl  Telematics  provides  a  complete  line  of  proven  wide  area  networking  solutions 
designed  for  voice  and  data  communications,  with  more  than  60,000  nodes  installed 
in  over  500  networks  worldwide.  ECl  Telematics'  solutions  for  private  network  and 
public  network  service  providers  include  an  extensive  spectrum  of  networking 
applications,  ranging  from  remote  corporate  access,  internet  access  and  point-of- 
sale  to  wideband  frame  relay  and  broadband  multimedia  ATM  networks.  These  are 
complemented  by  edge  multiplexers  and  comprehensive  network  management 
solutions. 


TELEMATICS 


As  the  pace  of  technological  change  grows  ever  quicker,  GTE  believes  one  of  its 
most  vital  roles  is  to  help  our  customers  better  understand  their  options.  We  are 
sponsoring  this  event  so  you  have  an  opportunity  to  learn  more  about  one  of  the 
most  exciting  —  and  confusing  —  choices  you  have:  ATM. 


www. telematics.com 
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www.gte.com 


Lucent  Technologies  is  bringing  our  heritage  in  designing  and  building  the  world's 
highest  quality,  most  reliable  voice  networks  to  the  data  networking  industry.  Our  new 
family  of  ATM  products  provides  high  levels  of  service,  and  spans  the  enterprise 
closet  and  backbone  through  the  edge  to  the  service  provider  core.  Lucent's  innova¬ 
tive  traffic  management  capabilities,  advanced  network  management  and  worldwide 
service  and  support  options  ensure  scalability  in  a  multivendor  mixed-media  network. 


Lucent  Technologies 

Bell  Labs  Innovations 


www.  lucent,  com/enterprise 


MCl's  HyperStream  ATM  Service  is  designed  to  meet  today's  domestic  and 
international  business  needs  for  high  bandwidth,  high  reliability  networking 
solutions.  Part  of  MCl's  Enterprise  Solutions  portfolio  of  integrated  network  products 
and  services,  HyperStream  ATM  supports  applications  such  as  LAN  interconnection, 
collaborative  research  and  engineering,  medical  imaging,  voice  transmission, 
videoconferencing,  mission  critical  financial  applications  and  mainframe  channel 
extension. 
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MCI 


www.mci.com 


ATM  Service  is  defining  the  way  high-speed,  high-bandwidth  data  applications  are 
transmitted  over  telephone  lines.  By  using  Sprint  ATM  services,  users  can  access 
millions  of  bits  of  data  at  megabit  speeds,  improving  productivity  for  such  applica¬ 
tions  as  on-line  transactions,  E-commerce,  tele-medicine,  videoconferencing  and 
distance  learning.  Enterprises  can  consolidate  multiple  networks  onto  a  single 
wideband  ATM  network  to  simplify  network  management  and  network  administration. 
Currently,  Sprint  delivers  service  for  more  ATM  networks  in  the  U.S.  than  any  other 
carrier  —  and  is  rapidly  deploying  ATM  on  its  own  backbone  network. 


Sprint 


We  help  your  business  do  more  business  • 


www.  sprintbiz.  com 


www.nwfusion.com/seminars 
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Visit  us  on-line  .  .  . 

O  Complete  seminar  outline 
o  Comprehensive  presenter  bio 
O  Register  for  the  seminar  nearest  you 
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The  SmartSwitch  6000  wiring  closet  switch. 


LAN/WAN/ATM  from  one  platform 

Distributed  switching  and  management  for  maximum  uptime 

Layer  3  switching,  broadcast  control,  per-port  RMON,  port  mirroring  and  port 
trunking 

High-speed  uplinks  without  sacrificing  port  density 

Scales  to  throughput  exceeding  2,000,000  packets  per 
second  with  bandwidth  exceeding  3.2  Gbps 

Plug-and-play  for  easy  setup 


The  SmartSwitch  family — including  solutions  for  the  data  center,  wiring  closet,  workgroup  and 
branch  office — supports  all  your  converging  voice,  video  and  data  applications.  And  a  forward- 
thinking  design  ensures  they’ll  be  hanging  around  for  the  long  run.  They’re  the  simple,  reliable, 
cost-effective  solutions  for  your  business. 

For  more  fashion  tips,  call  your  local  Cabletron  reseller  or  visit  us  on  the  Web  at 

www.cabletron.com/ smartswitch6000 . 

Cabletron  #1  in  customer  satisfaction!* 
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The  Complete  Networking  Solution™ 
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